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EXCELU  M 


Ntw  England:  Mnrcvry-Excelum  of  Nnw 
England,  Inc. 

278  Main  Street,  Hartford,  Conn. 
Seatk:  Excelum  of  Maryland 

1810  Winchester  St.,  Baltimore,  Md. 


(Instate  New  TeHu  Encclwni  of  Cdntrei 
New  York 

583  NerNi  Selina  Stroet*  Syractiee,  N.  Y. 
MMwett:  Centrol'Ex^iMiii 

34t9twlger5f..$k4a^Me.  .  ^  -  ' 


Manufactured  hy  MaMKA  SA8N  t  DOM  CD. 

Main  Planft  Now  Hyde  Dork,  t.  f.,  td.  V. 
FleicfcieiMiMilir  ^ 
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.  .  .  the  Fedco  family  tree  of  fine-feature 
prtxlucts,  for  "mass-appeal”  or  "class-appeal” 
sales.  You’ll  find  them  all  under  the  famous 
Fedco  label  and  not  a  black  sheep  in  the  lot. 

This  Fedco  tree  continues  to  add  strong, 
healthy  branches  that  blossom  into  full-blown 
sales  for  you  because  the  r(K>ts  are  deeply 
entrenched  in  the  rich  soil  of  design  engineer¬ 
ing  skill  and  superb  workmanship. 

Yes,  you’ve  got  to  be  up  the  Fedco  family 
tree  to  enjoy  the  sweet  fruits  of  our  labor  .  .  . 
BIGGER  SALES  on  the  su|^rb  Tri-Mat-Lok 
Triple  Track  Window,  exciting  new  Junior 
Concealed  Hinge  Fedco  D<K)r,  brilliant  off¬ 
spring  of  the  Qtiality  Senior  Concealed  Hinge 
Mtxlel  and  the  better  business  building  Junior 
Tv’o-Track  Window  and  Junior  Three-Track 
Window. 


TO  EARN  MORE 


Only  Fedco  Guarantees  Its 
Concealed  Hinge  Door*  Will 
Support  C(K)-Lhs.  Without 
Sagging! 


. CALL  OR  WRITE  .TODAY!! . 

W'e're  interested  in  these  members  of  the 
Fedco  Family  .  .  . 

□  TRIPLE  TRACK  □  TWO  TRACK  □  JUNIOR 

TRI-MAT-LOK  JUNIOR  THREE  TRACK 

WINDOW  WINDOW 

□  SENIOR  n  JUNIOR  !  THREE  TRACK 

CONCEALED  HINGE  CONCEALED  HINGE  SLIDERS 
DOOR  DOOR 

NAME  . 


ADDRESS 
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time  will  tell 


To  make  a  h#tl^  gNM^uct,  you  need  ccm|n|f«i»  ^ 
engineering  Ij4g^4to|r^|^a6l8 taking  w«Mircil  tiaA  g 
(levelopmciil^iindre^lf  ^oufliindt  of  dolhnlip^ 
of  new  equipmQ||||iMlw  inaterialit  amr  techni^piei^^ 

Then  yc^aoed  of  TIME! 

Ami  UlM  It  background  of  the  Poreenwall^^^h. 

A  docoih  tfO,  h  was  just  a  wonderful  id^ 
on  bbaidhlt <•». iho^jAy  ai  presmre-coatinp, 
bonding  Hie  fillid|^^n|pMmbly  to  metal 
under  t«B8  an^f^^^-^j^ressure. 

Then  the  work  biilm  #  •  *  r^ 

New  equipment  waa'^dt^lIP^.  TbtbeoBPti^t 
coating  plant  was  buife  tdJ^nufttmWIti'l^rcci^m^^K^ 

But  it  took  TIME  to  prot^it!  ^ 

Today,  Porcenamel  Pressure  Coating  It  jdi^^^ted. 
time-proven;  awnings  installed  in  1947  retain 
their  original  luster-finish  today.  I 

Vi’ith  Porcenamel,  your  awnings  will  sUtlid  that  same  % 
Time  Test  • . .  will  guarantee  yoq, 
contented  customers,  more,j^commendations, 
more  repeat  business. 

Ask  oneeiT  our  hundreds  of  users.  With  Porcenamel 
Pressure. 'Coating,  your  products  too 
will  Aand  the  Test  of  Time. 

ISee  the  Porcenamel  brochure  in  Sweet’s  File.) 


MERCHANDISING  PLAN! 


with  a  big  exciting 


ARROW  METAL  PRODUCTS  CORPORATION 

HASKHL,  NEW  JERSEY 
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The  unusual  aluminum  awnings  shown  on  the 
cover  of  this  month's  Building  Specialties  & 
Home  Improvement 
DeoJer  reveal  how  at¬ 
tractive  and  "dressed 
up"  even  the  small  home 
con  be  with  a  coordina¬ 
ted,  two-color  awning  in¬ 
stallation  of  this  type. 

This  particular  home,  in 
Cleveland,  Ohio,  is  a  one 
and  one-half  story  frame 
bungalow  which  con¬ 
sists  of  five  rooms.  The 
colorful  window  awn¬ 
ings  and  door  canopy, 
together  with  the  pleas¬ 
ing  landscaping,  small  picket  fence,  orna¬ 
mental  iron  railing  and  Venetian  blinds,  give 
a  house  that  might  otherwise  have  seemed 
diminutive  and  bare,  an  appearance  of 
spaciousness,  and  a  neat,  finished,  well-cared- 
ior  look.  The  aluminum  awnings,  of  special 
new  design,  were  sold  and  installed  by 
Ramode  of  Clevelond,  17506  Miles  Avenue. 
Cleveland.  Ohio. 
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Hass  Manufacturing  Ca. 

Quincy,  Pannsylvania 
Please  send  me  the  whole  Quincy  Story. 

Nome 

Company 

Address  _ 


CIRCLE  HEAD 


THE  HEAD 
IS  DRAWN 
TO  A 

TRUE  HALF  CIRCLE 
FROM  ONE 
CONTINUOUS 

EXTRUSION 


Quincy  is  the  first  to  offer  a 
single-light  aluminum  circle 
head  door.  The  head  is  drawn 
to  a  true  half  circle  from  one 
continuous  extrusion.  This  ar¬ 
chitecturally  correct  design  pro¬ 
vides  in  this  new  door  all  the 
qualities — rigid  strength,  classic 
beauty  and  lifetime  durability — 
that  have  made  Quincy  Clean 
Face  doors  the  favorite  of  home- 
owners  everywhere. 


HESS 


MANUFACTURING 
COMPANY  ( 


QUINCY,  PCNNSYIVANIA 


State 


I 


iTTr 


"ALUMAROLL  WORKED  ITS  WAY  UP 
FROM  THE  BOTTOM  WITH  US  " 


More  than  40  years  ago,  Herman 
Gallas  opened  a  small  canvas  awning 
shop.  Today,  the  Gallas  Awning  Com¬ 
pany  is  by  far  the  largest  in  its  field 
in  Chicago  and  one  of  the  largest  in 
the  entire  nation! 

Such  a  fabulous  growth  could  only 
be  accomplished  by  keeping  old  cus¬ 
tomers  satisfied  with  service  —  by 
building  new  customers  through  in¬ 
telligent  and  aggressive  sales — by 
offering  an  awning  service  that  kept 
constant  pace  with  new  ideas  in  the  industry! 

That’s  why  in  19-47 — after  careful  study  of  the  birth 
and  growth  of  metal  awnings — Herman  Gallas  and  his 
son  Jay  took  on  the  franchise  for  Alumaroll  Awnings 
in  the  Chicago  area!  As  Herman  Gallas  puts  it,  "An 
umbrella  isn’t  an  umbrella  unless  it  goes  up  and  down! 
And  neither  is  an  awming  an  awning,  unless  it  works 


like  an  awning!  So,  we  chose  Aluma¬ 
roll — started  it  at  the  bottom — and  let 
it  create  its  own  demand  and  its  own 
market! 

At  first  this  was  strictly  commercial! 
But  by  the  end  of  1953,  we  realized 
that  here  indeed  was  a  product  that 
had  earned  its  place  in  our  picture  on 
sheer  merit  —  that  was  far  ahead  of 
other  metal  awnings  in  service  and 
performance  —  that  had  over-flow’ed 
the  commercial  field  and  was  creating 
real  volume  in  the  residential  market! 

"Yes,  Alumaroll  worked  its  way  up  from  the  bottom 
with  us!  That’s  why  we’ve  built  a  building  to  house 
this  operation  —  that’s  why  Jay  is  concentrating  all  his 
time  on  an  exclusive  Alumaroll  sales  force  —  as  well  as 
a  dealer  organization  in  Northern  Illinois  and  North¬ 
west  Indiana!  Are  you  interested.^” 


Herman  Gallas  Jay  Gallas 


MM  GAIUS 


ON  MACY'S 
SINCE  1935 


^  Guaranteed  by  ^ 
Good  Housekeeping 


Orchard  Brothers,  Inc. 

AAeodow  Road 
Rutherford,  New  Jersey 

Yes,  we'd  like  to  know  nore  obout  o  metal 
awning  that's  good  enough  for  Galias! 


PATIO  COVERS 


ORCHARD 
BROS.,  INC. 

73  Meadow  Road 
Rutherford,  N.  J. 


DOOR  CANOPIES 


Name 


Address 


Phone 
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Profit  today  with 


Now  you  can  join  the  select  distributor  group 
which  for  four  years  has  been  making  fabulous 
profits  selling  the  awning  of  tomorrow! 

It's  patented  Awnair  — the  only  aluminum 
awning  that  has  successfully  solved  the  problem 
of  light  and  air  control!  A  fingertip  touch  of 
Awnair’s  exclusive  Indoor  Knob  Control  opens 
Awnair  louvers  to  give  light,  air  and  view! 
Another  touch  and  they  close  to  keep  out  harsh 
weather  and  dazzling,  unpleasant  sunlight! 


4wnair  is  permanent  —  nothing  to  roll  up, 
nothing  to  wear  out!  And  Awnair’s  graceful 
lines  and  decorator  colors  give  a  smart  “Exterior 
Design”  look  to  every  home! 

Awnair  se//s/  Proof?  Last  year  over  $2,000,000.00 
worth  of  Awnairs  were  sold  in  only  three  test 
markets!  And  Awnair  hacks  up  that  sales  story 
with  a  big.  exciting  merchandising  plan  to  help 
you  sell! 

Now  Awnair  has  opened  another  huge  new 
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awning 


plant.  The  door  is  open  for  35  new  distributors 
on  a  guaranteed  franchise  basis.  Under  either 
of  two  Awnair  distributor  plans,  you  can  de¬ 
liver  Awnairs  immediately  to  your  customers 
and  dealers. 


It"s  a  tremendous  opportunity  for  bigger  volume 
and  higher  profits!  Use  the  coupon,  wire  or 
phone,  and  we  will  rush  you  full  information 
on  the  most  beautiful  awning  in  America! 


AWNAIR  PATIOS —  The  most  heautifiil,  ver¬ 
satile  and  saleable  line  of  patios  in  America! 


The  .AHiiair  sk>lifhl  'Mlalilina**—  U*s  designed 
lo  project  doodn  of  soflU  filtered  bunlittht  nhen 
opened  hut  make^  a  weatherproof  shield 


i 


The  clean,  soarin|t  iine&  of  the  **Bermuda** 
arched  patio  add  a  modern  touch  to  any  home. 


The  center-liftht  **Cepri"  adjustable  patio  — 
>ou  relax  in  its  shade,  protects  from  downp« 
—  or  lets  in  sun  and  lifht  —  you  choose ! 


The  *‘Hahama**— a  sturdy,  graceful  porte-cochere 
—  only  one  of  many  commercial  adaptations 
of  .Awnair  patios. 


Awnair*s  **Key  West**  is  a  happy  fusion  between 
the  exclusive  skylight  adjustable  design  and  the 
upward  sweep  of  Awnair*s  arched  patios. 


AWNAIR  CORP.  OF  AMERICA  ""J 

WAYNE,  NEW  JERSEY 

Cenllemen: 

W  ithout  obligation,  please  ru»li  me  complete  infor¬ 
mation  about  the  A  ,nair  Di!‘tribulor  Plan,  plus  the 
Awnair  Distributor  tjuestionnaire. 


For  large  installations,  carports,  or  breezeways  — 
it*8  the  Awnair  **(]aribbean**  Twinlight.  All  the 
shelter  — all  the  light  you  want  — when  you  wani  it 


NAME 


New  Jersey  •  TErhune  5-2860 


BUSINESS  ADDRESS 


STATE 


I 
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TWO  can  make  more 
money  than  one-so,^ 


Yes,  choose  a  supplier  you  con  live  with  for  life— a  supplier 
that's  permanent,  trustworthy,  dependable  and  resourceful- 
one  you'll  never  want  to  divorce  because  you'll  be 
earning  so  much.  Choose  Youngstown  Industries  and  you  choose 


BEAUTY  .  .  . 

Alumitiutn  products  by  Youngstown  Industries  will 
moke  you  proud,  your  customers  eager  and  your 
competitors  green  with  envy.  America  has  no  more 
beautiful  awnings,  storm  windows  or  siding.  Ali 
have  the  smart,  streamlined  styling  that  helps 
make  friends  and  keep  friends!  Tops  in  eye- 
appeall 


VERSATILITY  ...  ✓ 

In  its  single  huge  plant,  Youngstown  Industries 
has  the  finest  aluminum  fabricating  equipment  in 
America.  Such  machinery  as  three  extrusion 
presses— the  longest  continuous  processing,  roller¬ 
painting  and  baking  line  anywhere— and  our  own 
plastic  extrusion  press.  These  all  add  up  to  more 
products  made  better,  faster  and  cheaper. 


WEALTH  AND  RESOURCES  .  .  . 

Youngstown  Industries  has  the  resources  to  keep 
you  supplied  with  a  steady  stream  of  quality  alu¬ 
minum  products.  We  won't  suppoxi  you— but  we 
sure  con  help  you  get  rich!  Because  our  record  of 
expansion  (from  6,000  square  feet  in  1948  to 
250,000  square  feet  in  1952)  proves  that  we  hove 
the  products  and  the  know-how  to  make  more 
money  for  both  of  usi 


DEPENDABILITY  .  .  . 

Youngstown  Industries  is  a  true  helpmate.  You  can 
always  be  sure  of  getting  what  you  want,  when 
you  want  it!  .  .  .  Our  more  than  $1,000,000  per¬ 
manent  inventory  of  aluminum  guarantees  that. 
You  can  be  sure  of  quality  at  every  level,  for  ours 
is  the  only  plant  in  America  that  produces  all 
three  products  under  a  single  roof  —  from  alumi¬ 
num  “pigs"  to  finished  aluminum. 


WriUi,  wire  or  phone  for  free  demonstration  and  the  complete  arithmetic 


Phone  Liberty  5-9721 


A  GOOD  NAME  IN  ALUMINUM  HOME  IMPROVEMENT  PRODUCTS 
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N  O  B  O  O  V 

■  ■  ■  822^  alaminum  producu  for  les,r 

. . .  bo  nobody  con  moke  olominom  prodoOs  of  S^pricel 
■ . .  bo.  nobody  eUe  mokes  oil  .hree  prodocts  onder  one-jl^ 


SHIELDALL 

ALUMINUM  AWNINGS 


A  proven,  nationally  of 

Stand  and  sell-easier  to  assemble  and  install.  83  /o  o 
arreqobemen.s  can  be  immediately  me.  w.lh  s,mp  fmd 
Shieldall  inventory  plan.  You  may  work  with  or  wi  hout 
stock  Special  awning  orders  given  rapid  service.  Higher 
quality!  lower  costs  plus  better  and  faster  service  puts 
you  out  in  front  of  competition. 


^tor/V|aster 

aluminum  storm  windows 

StorMoster  gives  you  Profits  without  Problems!  Com¬ 
plete  quality  control  means  better  products  at  a  better 
price  plus  faster  deliveries.  Your  customers  can 
choose  from  triple  track  or  standard  windows  or  any 
type  opening,  and  regular  or  deluxe  doors.  Plus  the 
industry's  only  5-YEAR  Factory  Guarantee  on  both 
windows  and  doors. 


f  SHIELDALL  ^ 


li  1 

fl 

Here's  the  highest  quality  at  the  lowest  price  in 
the  siding  industry.  Lets  you  compete  with  all 
other  siding  products  on  the  market.  Think  what 
that  means  in  fast  sales  and  plump  profits.  And 
Shieldall  has  the  features,  too.  Complete  weather 
lock.  Attractive  decorator  colors.  Plus  a  truly  last¬ 
ing  baked  enamel  finish  that's  double  the  paint 
thickness  of  most  aluminum  sidings. 


YOUNGSTOWN  INDUSTRIES  Girard,  Ohio 

Please  rush  me  complete  details  about  available  Iran 
ch.ses  for  Awnirtgs  □  Storm  Windows  □  Siding  Q 

I  am  a  Dealer  Q  DIsfrIbulor  □ 


Name _ 

Address 
City. . 


Home  Improvement  Dealer 


If'lineftltiiil 

flndb#f<D¥er 


Look  at  these  "BUY-APPEAL”  Features! 


•  Permanent,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 

•  Interlocking,  weathertight  sash 

•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 

•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  Vound,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 


Guaranteed  by  ' 
L  Good  Housekeeping 


Here's  a  product  you'll  really  be  proud  to  sell 
— the  new,  oil-new  Seoson-oll  Triple-Track 
Combination  Window.  Seoson-oll  has  every  fea¬ 
ture  your  customers  wont  and  need  in  a  com¬ 
bination  window!  In  fact,  it's  the  finest  com¬ 
bination  storm  window  on  the  market  today. 
Season-all  engineers  give  you  a  triple-track 
window  that  actually  works.  All  the  problems 
found  in  ordinary  types  have  been  eliminated. 
Here  is  a  storm  window  that  is  service-free  and 
guaranteed  to  give  customer  satisfaction. 
We'll  be  glad  to  send  you  complete  details  or 
arrange  a  demonstration  at  your  convenience. 


The  Season-all  "Fatnil 
Continues  to  Grow  .  .  . 


Engineered  for  simple  K-D  assembly.  No  invest¬ 
ment  in  expensive  equipment  necessary.  All  you 
need  is  a  mallet,  screwdriver  and  drill. 


Scoson-a^ 

^  tost  Co.. 

375  JeHjoJ  H.  > 

F»oro» 

f oUbV  Ro"' 


Acclaimed  at  the  NERSICA  Show! 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 
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NASH 

2  AMD  3 

TKACK 

[xmoiD 

AlUMIMUM 

WINDOWS 


NASH  SXnUDiD 
ALUMINUM 
COMUMATIOM 
SrOKM  AMD 
SCKSM  DOOMS 


Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


DOOR  SWEEPS 


2  Track  Flange  Type  Window 

2  Track  Channel  Type  Window 

3  Track  Flange  Type  Window 

3  Track  Channel  Type  Window 

Combination  Doors 

Jalousie  Windows  and  Doors 

Casements 

Door  Grilles 

Door  Sweeps 

Aluminum  Thresholds 

Initials 

Numerals 


MANUFACTURING  CO 


17  So.  Seventh  Avenue 
Long  Branch,  N.  J. 
Long  Branch  6-6200 


DOOR  GRILLES 


U.  S.' Route  1,  Newark-Eliiobeth  Li 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Road 
Baltimore,  hjid..  Boulevard  2222 

9  Livingstone  Street 
Dorchester,  Mass..  Avenue  2-3600 


See  how  NASH  (an  increase  your  profits! 


"from  1  window  to  a  Trol/er/oodr” 

Whether  you  rlr  o  large  or  small  operated,  \ 
the  NASH  K  D  PIAN  will  quicicty  canvmce 
of  a  NEW  and  MODERN  PROFIT  TECHN/OUE 
far  the  Aluminum  Specialty  Field 


NASH  ALUMINUM  LTD. 

904  Bruce  St.,  Oshowo,  Ontario 
Oshewa  3-2  219 


eompeieat  engineerinfi,  know-how  in  dotign,  production  emd  Morwieo .  •  • 

.  .  .  the  "Pius"  values  to  consider  when  lining  up  with  a 
manufacturer.  Nash  gives  you  these  and  more! 

With  more  than  a  quarter  century  of  manufacturing 
,  i-'  experience,  Nash's  highly  skilled  craftsmen  assure  precision- 

:  »  I*,  r  built  products  that  make  for  easier  sales  and  give  a 

t  {*  I  housetime  of  comfort,  satisfaction  and  service. 


<&  Home  Improvement  Dealer 


Alcoa  To  Import  110,000 Tons  of  Canadian 
Alnminnm  Yearly  for  Independent  Mfrs. 


IN  AX  Order  entered  by  Chief 
Judjre  John  C.  Knox  in  Federal 
District  Court  in  New  York, 
April  2.‘k  Aluminum  Company  of 
America  was  permitted  to  continue 
its  purchase  of  600,000  tons  of 
aluminum  from  Canada  over  a 
six-year  period,  under  a  contract 
made  in  1952  with  Aluminium 
IJmited’s  subsidiary.  Aluminum 
Import  Corp.  The  action  was  taken 
with  the  consent  of  the  Depart¬ 
ment  of  Justice,  which  consent  was 
l)ased  upon  agreements  by  Alcoa, 
Limited  and  Import  to  furnish 
substantial  (piantities  of  aluminum 
to  iinlependent  fabricators  of  the 
metal  in  the  United  States. 

l>y  the  terms  of  the  Order, 
Alcoa  has  ajri’oed  that  the  110,000 
tons  of  Canadian  metal  Aluminum 
Import  ('orp.  announced  it  would 
make  available  to  non-inte^rated 
u.sers  in  the  United  States  shall, 
in  times  of  shortage,  have  priority 
over  deliveries  under  the  Alcoa 
contract.  Aluminum  Import  Corj). 
has  obligated  itself  to  make  110,- 
000  tons  per  year  .so  available. 

The  Order,  handed  down  on  the 
17th  anniversary  of  the  start  of 
the  (lovernment’s  lonpr  anti-tru.st 
suit  against  Alcoa  (April  22, 
1927),  al.so  provides  that  Alcoa 
will  offer  to  .sell  Olin  Industries 
all  or  any  part  of  40,000  tons  of 
aluminum  per  year  between  now 
and  1957,  and  20,000  tons  in  1958, 
in  order  to  enable  Olin  to  expand 
its  aluminum  fabricatiiijr  busine.ss. 

Mr.  I.  W.  Wil.son,  president  of 
Alcoa,  described  the  courts’  action 
as  a  “constructive  conclusion  to  the 
la.st  of  the  outstanding  issues  be¬ 
tween  the  Department  of  Justice 
and  Alcoa  in  a  litigation  which 
has  now  been  active  for  17  years. 


“The  national  defense  needs,’’ 
Mr.  Wil.son  said,  “paramount  in 
the  minds  of  everyone,  are  well 
.served  by  today’s  Order.  The 
Order  makes  available  to  the 
United  States  market  not  only  the 
aluminum  which  Alcoa  has  con¬ 
tracted  to  purcha.se  from  the 
Canadian  company,  but  an  even 
greater  tonnage  which  the  Cana¬ 
dian  comi)any  has  undertaken  to 
.sui)ply  to  the  United  States  market 
through  1959.  The.se  are  import¬ 
ant  contributions  to  ('ontinental 
defense. 


CONGRESSIONAL  housing  in¬ 
vestigators  have  tackled  a 
.seemingly  impossible  job  —  how'  to 
protect  the  gullible  home  owner 
from  himself.  Prompted  by  dis¬ 
closures  that  home  improvement 
racketters  have  been  financing 
their  operations  on  Government- 
insured  loans,  the  law-makers  feel 
they  mu.st  write  new  .safeguards 
into  law. 

Their  ditticulty,  however,  was 
highlighted  recently  during  an  ex¬ 
change  at  a  Senate  Banking  Com¬ 
mittee  hearing  between  Chairman 
Homer  E.  Capehart  and  Guy  T.  O. 
Hollyday,  ou.sted  chief  of  the  Fed¬ 
eral  Housing  Administration. 

The  Capehart  committee  is  one 
of  two  Senate  groups  investigating 
the  current  housing  scandals. 


The  Order  recognizes  the  right 
of  Alcoa  to  buy  Canadian  metal, 
and  of  the  Canadian  company  to 
sell  to  Alcoa.  This  is  important  to 
both  companies.  Were  it  other- 
wi.se,  the  Canadian  company  would 
be  denied  access  to  a  substantial 
portion  of  the  United  States  mar¬ 
ket,  and  Alcoa  would  be  denied 
Canadian  metal  as  a  supplement 
to  its  own  production,  an  oppor¬ 
tunity  available  to  all  of  its  com¬ 
petitors. 

The  Court  Order  is  of  the  great¬ 
est  benefit  to  the  non-integrated 
companies  in  the  aluminum  indus¬ 
try.  It  insures  the  continued  avail¬ 
ability  of  Canadian  metal,  in  addi¬ 
tion  to  the  large  tonnage  which 
was  always  available  to  the.se  com¬ 
panies  from  the  three  domestic 
producers,  supplemented  by  a  call 
on  guaranteed  tonnage  under 
negotiated  with  the  domestic  pio- 
ducers  by  the  Government  as  part 
{Confinitefl  <ni  Page  100) 


Mr.  Hollyday,  who  believes  the 
F.  H.  A.  has  taken  adequate  steps 
again.st  the  racketeers,  put  it  this 
way :  the  Government,  he  said, 
“cannot  stand  by  the  door’’  of 
every  home  owner  being  approched 
by  a  fast-talking  salesman.  He 
.said  “there  is  no  possible  way  we 
can  protect  an  individual  against 
him.self  from  overbuying.’’ 

Fair  Treatment 

But,  Mr.  Capehart  replied,  “we 
have  got  to  find  a  way’’  to  do  it. 
When  honie  owners  are  told  the 
Government  is  in  the  picture,  he 
said,  “they  have  a  right  to  believe 
that  they  are  going  to  be  treated 
honestly  and  squarely.’’ 

(Continued  on  Page  100) 


Congiess  Seeks  Way  To  Protect 
Gnllible  Home  Owner  Against  HimseU 
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DON’T  DELAY! 


ALUMIMUM  AIR  SEAL  MFG.  COMPANY 


RIGHT  IN  YOUR  OWN  TERRITORY! 


•  It  remained  for  Trim-A-Seal  to  develop 
and  engineer  a  triple-track  storm  window 
featuring  simultaneous  top  and  bottom 
screened  ventilation  that  is  available  for 
complete  manufacturing  set-ups  from 
lineal  lengths !  Already  this  sensational 
Quad- Action  window  is  sweeping  the 
country.  It  is  made  of  heavy  extruded 
aluminum  with  a  non-rub  satin  finish 
(anodizing  optional).  Finger-tip  controlled 
inserts  are  positive  locking  and  interlock¬ 
ing.  With  twin  screens,  change-over  is 
never  necessarv.  Dealers!  Get  out  in  front 

j 

1  with  Trini-A-Seal! 


THAT  YOU  CAN  MANUFACTURE  FROM  LINEAL  LENGTHS 


Ftr  1h9  Fbsl  Timt  Attfwhenl 

TRIM-A-SEAL 

^eat  Quad-^etiati 

AIL  ALUMIMUM  STORM  WINDOWS 


3400  W.  FEDERAL  ST.,  P.O.  BOX  1355 
YOUNGSTOWN,  OHIO 


Coptrri9l«t  1954— Atvminwfn  Air  Seal  Mfs.  Ca 


>,  NTi  f I 


Aiiyays  jn  windows. . .  nowin  screen  cloth  to  help  you 
sell  more  combination  storm  units,  jalousies  and  prime  windows 


FLEXIBLE  •  CAN'T  BURN-SO  EASY  TO  WORK  WITH 


m 

P 

Combination  Storm  Doublo^iung  Awning-typo  ^  Combincrtion  Storm  CatomonMypo  Jaloutio* 

Windows  ond  scroons  Windows  Windows  doors  and  scroons  Windows 


LUMITE  DIVISION,  Chicopee  Mills,  Inc.,  47  Worth  Street,  New  York  13,  N.  Y.  t®  T.w  o  C.F.  Corp. 

a 

JUNE  1954  BUILDING  SPECIALTIES 


PORCH 

F  CARPORT 

1  PATIO 

Retails  for  •  •  •  •  •  • 

•  $179  Retails  for . 

.$299 

1  Retails  for . 

.$249 

Cost  installed* . 

80  Cost  installed* . 

148 

P  Cost  installed* . 

....  124 

Your  profit . 

.  $  99  Your  profit . . 

.$151 

^  Your  Profit . 

. .  $125 

*  Includes  ample  allowance  for  materials  and  labor  purchased  locally 


Tlw  Mortice  PranchlM  Pkm  Includes: 

•  Supply  of  necessary  Ornamental  Iron  columns, 
brackets,  crests 

•  Exclusive  territories 

•  Complete  plans,  specifications  and  instructkuis 

•  “Do-it-yourself’  or  “Installed”  sales  program  ^ 

•  National  adverting  campaign 

•  Ckx^  advertising  for  dealers 

•  Literature,  catak>gs,  advertising  mats  and  other 

sales  helps  . " 


PORTICO  OPENS  BIG  MARKET 
FOR  HOME  IMPROVEMENT  DEALERS 

The  unicjue  Portico  design  and  packaging  now 
make  jjossible  beautiful  Ornamental  Iron  |X)iehes, 
attached  or  detached  carports,  patios  and  summer 
houses,  at  a  price  ever)’  homeowner  tan  afford. 

•  Variety  of  handsome  design  combinations 

•  Approved  for  FHA  Title  1  financing 

•  Completely  flexible — fits  practically  all 
requirements 

•  Easy  on-the-s{X)t  price  (flotation 

•  Maximum  erection  time  4  to  8  hours 

Wire,  phone  or  write  today! 

PORTICI  OF  AMERICA 

P.  (),  Hox  3513  •  Phone  9-6342  •  1517  Latham  Street.  Memphis  6,  Tennessee 


&  Home  Improvement  Dealer 
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Jnsel 


2  PANEL  MITRED 

ALL  EXTRUDED  63ST5 
ALUMINUM 


REINFORCED  CORNERS 
WEATHERPROOF  ALUMINUM  SCREENING 
STAINLESS  STEEL  HINGES 
INTERCHANGEABLE  SCREEN  &  GLASS  INSERTS 
PERFECT-FIT  SURROUND 
EXTRA-STRONG  MITERED  FRAME 
DRAFT-FREE  VINYL  PLASTIC  SEAL 


available  assembled  \ 
or  KD.  Prompt  delivery. 

Choice  territories  available. 
Write,  wire,  or  phone:  } 

Jusel  ■ 

1008  E.  49  ST.,  BKLYN.,  N.  Y. 
INgersoll  2-8950 


ALUMINUM 

COMBINATION 

DOOR 


VOLUME 

for  you 


I - 

I  EXCLUSIVE  TERRITORIES  AVAILABLE  for  K-D  OPERATORS 

I  Please  send  me  complete  information. 


I 

[  NAME 


j  COMPANY. 
I  ADDRESS- 


There  is  an  old  saying  that 
the  mills  of  the  gods  grind 
slowly  but  they  grind  exceedingly 
fine.  It  was  inevitable  that  the  bait 
advertisers  and  quick  buck  artists 
who  have  been  the  plague  of  the 
New  York  area  should  finally  fall 
into  the  clutches  of  the  law.  It  is 
too  bad  that  it  took  so  long  for  re¬ 
sponsible  government  officials  to 
recognize  this  evil.  In  a  recent  an¬ 
nouncement  New  York  State  At¬ 
torney  General  Nathaniel  L.  Gold¬ 
stein  threatened  to  drive  out  of 
business  nine  of  the  largest  storm 
window  firms  in  the  New  York 
metropolitan  area  who  have  been 
mulcting  the  public  through  bait 
advertising. 

He  said  the  offending  firms 
would  be  called  on  to  sign  agree¬ 
ments  to  cease  the  practices.  If 
they  refused.  Supreme  Court  ac¬ 
tions  would  be  started  to  dissolve 
the  firms. 

Goldstein,  charged  that  a  num¬ 
ber  of  companies  have  been  using 
“bait  advertising”  to  high  pressure 
customers  into  paying  up  to  $25 
per  window  for  items  originally 
advertised  for  $9.95. 

Goldstein  said  he  is  concluding 
his  examination  of  nine  of  the  larg¬ 
est  firms  in  the  field,  here,  each  of 
which  spends  over  $125,000  a  year 
in  advertising. 


The  Attorney  General  said  some 
of  the  firms  would  advertise  storm 
windows  at  a  ridiculously  low 
price,  and  then  send  high  pressure 
salesmen  around  to  persuade  cus¬ 
tomers  to  spend  almost  three 
{Contiuued  on  Page  64) 


18 


JUNE  1954  BUILDING  SPECIALTIES 


America’s  lowest  priced 
2-color  enameled  strip 
is  available  in — 


COLD  ROLLED 
STEEL 


ALUMINUM 


I  COATED  ZINC 


LAMINATED 
I  VINYL  PLASTIC 
ON  ALUMINUM 


Sometimes  it  pays  to  put 
the  cort  before  the  horse  . . . 


on  factory  space  and  supervision, 
on  operating  personnel  and  equip¬ 
ment.  You  may  be  able  to  eliminate 
your  entire  finishing  department 
and  effect  worthwhile  economies. 


on  costly  Hme-consuming  finishing 
opercdions  .  .  .  cleaning,  dipping, 
rust-proofing,  spraying,  baking. 
ROLL  COAT  comes  to  you  pre- 
fiiMsIted ...  in  lustrous  glossy  colors, 
slit  to  your  exoct  dimensions. 


on  expensive  fire  insurance  when 
you  remove  dipping  tanks,  spray 
booths,  bake  ovens,  etc.  ROLL 
COAT  colors  are  avoiiable  In  all 
shades  and  types  of  synthetic 
enamels  and  chemical  finishes. 


by  speeding  up  production  and 
reducing  monufoeturing  costs.  ROLL 
COAT  enameled  strip  con  be  drawn, 
stamped  or  formed  without  marring 
the  bsMiufifwl  sleek  finish. 


Coaf  h  ftttkhod  in  fwo-tana  w  tolid  colon 


1.  FEATURES  that  offer  TOP  VALUE 


ir  COMPLITKLY  WEATHHSTKIPPID—  i 

Floating  stainless  steel  weather  cushions  along  the  ^ 

jambs,  plus  Koroseal  weatherstripping  at  head  and  sill!  ^ _ ^ 

★  Smart,  heavy-duty,  crank-type  operator— 

locks  louver  in  any  position.  /  I^ITll 

★  •ALANCIO  CONTROl  assures  easy  operation.  Louvers  I 
seal  with  leverage. 

★  Heavy,  deep-frame  extruded  section— 3/$"  min.  ' 

★  Adaptable  in  the  field  to  variable  widths. 

★  QUICKLY  ASSEMBLED — only  8  screws  required. 

Shipped  KD — stor^  100  units  in  50  cu.  ft. 

2.  PROMPT  DELIVERY  thru  REGIONAL 

WAREHOUSES  in  Atlanta,  Houiton,  Newark 
and  Chicago.  The  Ware  truck  fleet  can 
offer  overnight  service  to  most  cities! 
What  a  competitive  edge  for  you! 


3*  NATIONALLY  ACCEPTED  -powerfully 

ADVERTISED  Ware  windows  are  known  from 
coast-to-coast  for  proven  quality — they’re  backed  by  a  full- 
fledged  national  advertising  program  that  pre-sells  your 
customers — and  the  full  Ware  window  line  means  you  can 
meet  all  your  customers’  needs. 


A  LIMITED  NUMBER  OF  DEALERSHIPS  WITH  PROTECTED  TERRITORIES  AVAILABLE.  INQUIRIES 
INVITED  FROM  REPUTABLE  DEALERS.  WRITE  DEPT  BS  6. 


-ui.i  Econ  O  Wire  lnterm«diate  _ 

o-’O'*""  Awntng  A.n.ng  Pro.ected^ 

WARE  LABORATORIES,  INC.,  3700  N.W.  2Slh  ST.,  MIAMI.  FLORIDA 

MEMBER  OF  THE  ALUMINUM  WINDOW  MANUFACTURERS  ASSOCIATION 


Jalousie 
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'  I  hA 


Give  the  knob  a  half 
turn.  Then  watch  the 
lower  track!  It  moves 
back  to  let  the  inserts 
clear  quickly,  easily. 


The 


Jrad$L 


for  the  EASIEST  CLEANING 
and  EASIEST  SELLING  EVER! 


_ _ ^CIUSIVE  IN  rue  ^ 

— - - ^  New 

weatherTbol 


Here's  the  "track  moves  back"  feature  that  made 
a  hit  at  the  Nersica  show.  More  important:  it's 
making  a  hit  with  housewives  everywhere.  Its 
work,  time  and  energy-saving  performance  has 
them  sighing  and  signing! 

EVERYTHING  THE  HOMEOWNER  WANTS 
The  Weathertrol  has  more  selling  features  than 
just  the  Retractable  Track.  It  has  3  full  channels, 
all  the  way  round,  for  complete  control,  perfect 
insulation  and  self-storing;  polyethilene  lined  in- 

Availabl*  dawbla  bans,  tlMiny,  iatida  cataaiairt. 


serts  for  jam-free  operation;  locks  to  let  in  air, 
keep  out  dust  and  dirt;  extra  heavy  extruded 
aluminum  construction  to  eliminate  upkeep. 

EVERYTHING  YOU  NEED 

Pre-Fab  helps  you  sell  every  step  of  the  way  with 
FREE  mats,  FREE  booklets,  FREE  publicity  stories, 
a  competitive  price  structure  and  a  HEALTHY 
profit  margin.  You  see,  despite  its  advantages 
the  WEATHERTROL  is  competitively  priced. 

*rat.  pand. 


First  Oil  Check  Made 
For  Storm,  Screen  Doors 

The  Keystone  Klo-Sure,  first 
automatic  hydraulic  oil  check  for 
storm  and  screen  doors,  is  a  new 
product  made  by  Keystone  Alloys 
(’ompany,  manufacturers  of  Key¬ 
stone  aluminum  storm  windows 
and  doors. 


AccordinK  to  the  manufacturers, 
the  new  Keystone  Klo-Sure  pro¬ 
vides  continuous,  positive  control 
which  clo.ses  doors  (pdetly  and 
smoothly  every  time,  whether 
opened  full  or  only  an  inch.  It  is 
suitable  for  installation  on  any 
screen  or  storm  door,  wood  or 
metal. 

The  manufacturers  emphasize 
that  the  new  Klo-Sure  is  an  oil 
check,  not  an  air  check.  The  “O” 
riiiK,  or  Toroid  .seal  u.sed  in  the 
unit  is  a  device  developed  for  the 
Air  F'orces  in  World  War  II  —  now 
u.sed  almost  exclusively  for  hydrau¬ 
lic  systems  in  military  aircraft. 
The  Klo-Sure  hydraulic  unit  oper¬ 
ates  etliciently  in  temperatures 
from  sub-zero  to  125°  F.,  and  has 
pa.s.sed  cycle  tests  of  250,000  open- 
ii  Ks.  equivalent  to  fifteen  years  of 
normal  service,  without  leakage  or 
impairment  of  function. 

U.se  of  a  compre.ssion  spring 
allows  for  a  shorter,  more  compact 
body  than  that  of  hydraulic  checks 
for  prime  doors.  The  housing  of 
the  Klo-Sure  is  aluminum,  equipped 


with  its  own  .safety  chain.  Attach¬ 
ment  of  the  Klo-Sure  to  the  door 
jamb  is  secure  and  universal. 

Keystone  Alloys  ('ompany.  Dept. 
MS,  Derry,  Pa. 

Win-Chek  Introduce.^ 

Low-Cost  1"  Door 

Sam  Rappaport,  President  of  the 
Win-t'hek  ('ompany,  recently  an¬ 
nounced  the  introduction  of  their 
new  extruded  aluminum  combina¬ 
tion  door.  The  new  door  was 
specially  designed  to  meet  the  re- 
(piirements  of  the  mass  buying 


public  as  far  as  price  and  features 
are  concerned.  The  Win-Chek  De¬ 
sign  and  Engineering  Department, 


If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


through  new  manufacturing 
methods,  has  succeeded  in  incor¬ 
porating  in  this  door  .several  fea¬ 
tures  usually  found  only  in  more 
expensive  doors.  These  include : 
full  1"  thick  frame;  extruded — not 
cast — corner  gussets ;  hollow  mul- 
lion  cro.ss  bars;  fully  concealed 
hinges,  and  a  knob  lock.  In  addi¬ 
tion,  Win-f'hek  offers  this  low- 
priced  door  in  a  choice  of  1  or  2 
light. 

Win-Chek,  Dei)t.  MS,  Arnot  PL, 
Lodi,  N.  J.  GRegory  3-0937. 

*  *  * 

Aluminum  Prime  Slider 
Exhibits  Many  Features 

Jack  Kamlet,  President  of 
Weather  Wizard  Aluminum  Mfg. 
('orp.,  reports  that  the  aluminum 
prime  slider  he  exhibited  at  the 
Nersica  Show,  received  much 
prai.se  for  its  con.struction. 

Details  of  the  slider  include :  pre¬ 
cision  fabricated  of  100%  extruded 
aluminum,  master  frame  com¬ 
pletely  l)eveled  and  heliarc  welded, 
drain  slope,  finger  tip  sliding  and 
ventilation  control,  light-weight 
take-out  panels,  virgin  vinyl  glaz¬ 
ing  channel,  stainless  steel  weather- 
.stripping,  fin  trim  models.  They 
are  shipped  asembled,  K.D.  or  semi- 
K.D. 


Weather-Wizard  Aluminum  Mfg. 
Corp.,  Dept.  BS,  50  Tulip  Place, 
Garden  City  Park,  L.  I.,  N.  Y. 
{Continued  on  Page  69) 
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CopihM  ttorm  ond  screen  doors,  mode  of  Alcoa 
63  ST-5  olumiiHim,  ore  one  of  the  few  building 
specialty  products  which  are  sold  notioiMilly. 
Shipped  in  distributor  lots  of  1 100  units,  dr^- 
shipped  on  route  where  feosible,  the  method 
of  operotion  Capitol  distrH>tttors  enjoy  is  os 
exciting  as  it  is  unique  in  the  trode  . .  .  ond 
while  the  morket  moy  be  softening  for  some, 
Capitol  Dome  cimtinue  to  show  rapid  goin  in 
every  port  of  its  distribution  choin. 


in  outoniobil«s«««or  In 


Theoretically,  selling  automobiles  seems  the 
eosiest  thing  in  the  world.  Here's  the  list  price 
for  model  X  . .  .  locol  transportation  chorges 
. . .  plus  occessortes  at  so  and  so  many  dollors. 
Why,  anyone  —  the  office  hvf  or  the  janitor 
—  ought  to  be  able  to  sell  a  car! 

Of  coune  that  is  not  so.  In  octuol  practice,  it 
does  very  much  foke  a  Salesmen  —  o  smart, 
experienced  salesman  to  sell  cars  ot  a  prof¬ 
it.  He  hos  the  knack  of  quickly  grasping  the 
"psychology"  of  the  transoction  ...  of  sensing 
the  competitive  picture  ...  of  adopting  hh 
strategy  to  the  selling  situation  ot  the  mo¬ 
ment.  Thot  is  why  he  con  toke  pride  in  a 
bolonce  sheet  showing  the.  highest  over-oil 
profit,  with  few  or  no  soles  lost. 

Given  the  right  product  with  the  right  pricing 
policy,  the  vendor  of  storm  and  screen  doers 
con  opply  the  some  fruitHil  flexibility  of  op- 
roach  to  his  business.  The  <^l*ITOL  DOOR  is 
thot  product.  Copitol  assures  the  astute  seilmr 
the  same  profit  leeway  and  the  some  high  ratio 
of  soles  to  leads  that  ore  typical  of  o  success¬ 
ful  outomobile  selling  operation. 

Why  h  This  So? 

C«pit«l  Ms  Hm  priiKipl*  ef  esmd  Msifii 

endl  mass  wradwcHon  fe  Hmir  Mars,  locattsa  CapiM 
tjMrejallsos.  makine  doers  and  doors  olem.  locaaso 
Cofritol  osos  aRkpio  monafactarbif  motkods  te  a  kif  — 
4(0,000  se.  tt.  —  modom,  offkioat  pimir.  Boceoso, 
thanks  to  its  own  traitor  Hoot,  O^pitol  doors  ore  whoro 
they  ore  noodod  whoa  they  ora  needed.  And  bocanso 
Capita  knows  how  to  sofi,  and  how  to  aid,  sopport  and 
botstor  the  efforts  of  its  distribators  md  satosmon  every 
stop  of  the  way. 
a 


CAPITOL  DOOR  CO. 

DIVISION  OF  CAPITOL  PRODUCTS  CORPORATION 

M E C H A N I C S B U R G.  PENNSYLVANIA 

Yes,  I  want  to  become  a  part  of  Capitol's  amaz-  Name  . 

ing  success  story.  Please  rush  me  full  details  Address .  city .  state . 

and  available  territories  from  Coast  to  Coast.  Distributor  n  Dealer  □  Other  □ 
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(THE  BETTMANN  /TRCHryV) 


''They  don't  make  'em  that  way  anymore . . 


The  old  print  above  shows  a  typical  factory  in  operation  in  the  late  1800's.  The 
nostalgia  some  old  timers  recall  about  "the  good  old  ways"  conveniently  forget 
the  high  cost,  low  output,  scattered  manufacturers  that  kept  the  benefits  of 
industry  from  the  majority  of  people  and  what  it  delivered  was  poor  in  quality 

by  today's  standards. 


Today's  standards,  as  set  by  such  leaders  in  its 
field  as  WARNER  WEATHER-MASTER,  demand 
absolute  control  of  quality  from  raw  materials  to 
finished  product.  Only  in  this  way  can  the  stability 
of  business  be  maintained  so  that  every  member 
of  its  chain  of  distribution  may  rely  upon  a  bright 
and  secure  future.  From  aluminum  billet  through 
extrusion,  production  and  delivery.  WARNER 
WEATHER-MASTER  keeps  its  vigilant  eye  on  pre¬ 
cision  and  cost,  performance  and  delivery  to  bring 
its  markets  the  best  products  at  lowest  cost. 
There's  no  better  foundation  for  a  good  business. 

MANUFACTURERS  OF  STORM  WINDOWS, 
DOORS  &  PORCH  ENCLOSURES 


facilities  in  space  and  equip¬ 
ment,  like  the  extrusion  press  above, 
enable  us  to  accommodate  a  few  new 
territories.  Inquiries  are  invited. 


265  Watsessing  Avenue 


Uleather-nioster 


Bloomfield#  New  Jersey 


In  Canada:  Warner  Weather-Master  Ltd.,  224  Blvd.  LoBelle,  St.  Rose,  P.Q. 
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New  Harvey  aluminum 


alloy 


will  reduce  your  costs 


high-strength-low-cost-ratio 


means  that  Harvey  metallurgists  have 
combined  the  essential  qualities  of 
many  ideal  structural  alloys  into  a 
single  new  aluminum  alloy— 66S.  This 
general  purpose  alloy  is  bringing  real 
economy  to  many  industries.  It  com¬ 
bines  the  high  strength  of  24S  and 
the  good  corrosion  resistance,  weld¬ 
ability  and  economy  of  6 IS.  Alert 


aluminum  fabricators  can  now  use 
66S  to  reduce  material  costs,  cut 
weight  without  sacrificing  strength, 
and  lower  fabricating  costs.  You  can 
reduce  your  costs  at  Harvey  Alumi¬ 
num  .  .  .  tooling  service  charges  are 
nominal,  and  Harvey  prepays  the 
freight  to  your  dock.  Send 
for  a  66S  f3ulletin  today. 


NUUdNG  THi  MOSf  OT  ALUMINUM  ...  KM  fVf  KYONE 


The  shaded  area 
indicates  the  saving 
in  material  made 
possible  by  66S. 


NAffVCY  MJUMHIM  SALES,  IHC, 
TOUANCE-im  ANGEUS,  CAllFOKNIA 
UANCM  OffKES  IN  MtlNCIFAL  CITIES 


The  men  at  Harvey  Aktnti* 
num  Me  dedicated  to  tihe 
idea  of  improving  your 
product  while  reducing 
your  costs.  And  remember, 
we  prepay  the  f^e^ht  to 
your  plain. 


p  how  you 

K'- 

The  high  yield  strength  of  66S 
permits  you  to  reduce  the  cross 
sectitm  of  structural  members. 
This  means  real  dollar  savings 
;  in  material  costs.  The  extrusion 
;  at  right  was  made  of  61S.  By 
:  using  the  high  yield  strength  of 
66S  its  cross  section  is  reduced 
“  as  shown.  The'SaVing  in  mate¬ 
rial  amounts  to  approximately 
26%.  Saving  in  cost,  21%. 


here’s 


An  independent  producer  of  aluminum  extrusions  in  all  alloys  and  all  sizes:  special  extrusions,  press  forgings, 
har  stock,  forging  stock,  tubes,  impact  extrusions,  aluminum  screw  machine  products  and  related  products. 


Hints  To 
SALESMEN 


(From  on  article  on  specialties  selling) 

HTALKING  with  the  head  of  a 
relatively  small  but  successful 
storm  window  and  siding  company 
recently,  the  conversation  natural¬ 
ly  shifted  around  to  the  subject  of 
sale.s — the  life-blood  of  any  busi¬ 
ness.  “Sales  are  all-important,  and 
the  salesman  is  the  one  who  can 
make  or  break  any  firm,”  I  was 
told. 

During  the  course  of  this  inter¬ 
view  most  of  the  sins  of  omission 
and  commission  by  salesmen  were 
fully  explored,  one  in  particular 
came  to  the  surface  again  and 
again. 

•  •  • 

Simply  stated,  “overselling”  has 
probably  lost  more  orders  for  spe¬ 
cialty  dealers  than  any  other 
single  factor,  according  to  my  in¬ 
formant.  By  this  the  owner  meant 
losing  a  sale  after  it  was  “in  the 
bag.” 

After  tbe  preliminary  work  has 
been  done,  and  prospects  located, 
screened,  contacted,  and  SOLD, 
many  salesmen  still  don't  come 
back  to  the  office  with  the  order. 
Why?  They  talk  too  much.  They 
oversell.  They  don’t  instinctively 
know  when  it  is  time  to  say  “thank 
you,”  put  on  their  hats  and  leave. 

•  •  • 

There  are  many  ways  in  which 
thi.s  works,  but  the  most  frequent 
.seems  to  be  the  salesman  ho  is  too 
thankful  for  the  order.  Instead  of 
accepting  it  with  dignity  on  a  busi¬ 
ness-like  basis,  thereby  giving  the 
customer  the  feeling  that  he  has 
made  a  wi.se  inve.stment  for  him¬ 
self,  the  .salesman  all  too  frequent¬ 
ly  becomes  so  effusive  in  his  thanks 
for  the  order,  and  in  throwing  in 
unnecessary  assurances  that  the 
job  will  be  up  to  par  in  quality, 
{Continued  on  Page  80) 
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ALUMINUM 

AWNING 

WINDOWS 


FULL  CANTILEVER  SUP¬ 
PORT  PLUS  TWELVE-INCH 
VENTS  eliminate  undesir¬ 
able  projecting  arms. 


COMPLETE  WEATHER¬ 
STRIPPING  plus  double 
metal-to-metal  contact  be¬ 
tween  meeting  roils  as  well 
as  jamb  and  sill. 


SLOPING  SILL  allows  free 
drainage  of  water  to  the 
outside. 


THE  FIRST  COMPLETELY  KD 
ALUMINUM  AWNING  WINOOW! 


^  EXCLUSIVE 

TUPLE-POWERED 
OPERATING  MEOMANISM! 


Vent  frames,  outer  frames 
shipped  KD.  Shipped  assem¬ 
bled,  if  specified. 

Frames  assembled  in  seconds 
with  screwdriver.  Any  width 
window  made  by  simple  cutting 
operation. 

Mechanism  and  vents  easily  in¬ 
stalled  after  frame  installation. 
Store  seven  KD  units  in  the 
space  of  one  assembled  window. 
Center  operation  eliminates  left 
and  right  hand  window  inven¬ 
tory.  Head,  picture  window, 
and  mull  sections  interchange¬ 
able  with  Denison  Model  10 
Jalousie. 


Three  sets  of  gears  for  effortless  feather-touch 
operation. 

Center  operator  delivers  equal  power  to  jamb 
jack-screw  mechanisms. 

All  vents  automatically  coordinated.  Cannot  get 
out  of  adjustment. 
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RAMODE  BAY  WINDOW  AWNING 
(Note  how  it  conforms  with  the 
angle  of  the  bay.) 


RAMODE  DOUBLE  VlTCH  CANOPY 
(Conforms  with  cioi:ible  pitch  patio. 
Has  rain  trough  to  cfeflect  rain.) 


(A/UIRKA^S  MOST  BiAUTIFUL 
ALL  ALUMINUM  AWNINGS) 


worth  of  business  which 
the  awning  industry  will 
write  next  year 


"G£T  YOUR 
SHARE  NOW 


Cleveland  Plant 


^  METAL  PRODUCTS,  INC. 

1750«  MILES  AVE.  •  CLEVELAND  2$,  OHIO 
WYomins  1-7646 

Romode,  the  awning  that 
revolutionized  the  awning 
industry.  Immediate  accept¬ 
ance  wherever  introduced. 
Franchised  plants  in 
Cleveland,  Chicago  and 
Toronto.  Dealer  inquiries 
invited  for  potential  manu¬ 
facturers.  Write,  wire  or 
phone  for  details. 
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For  better  sales,  give  customers 
a  better  buy. ,,  with 

STANDARD 


Hints  to  Salesmen 

(Cof/fi/tued  from  Page  26) 

that  the  customer  frequently  be¬ 
gins  to  wonder  if  it  will  be  a  good 
job.  He  wonders  if  the  price  is 
right.  He  wonders  of  the  choice  of 
materials  ivas  the  best.  In  short, 
he  loses  confidence,  and  cancels  the 
order. 


INSECT  WIRE  SCREENING 


IT’S  BEEN  PROVED  over  and  over  that  Standard  Insect  Wire 
Screening  gives  screen  manufacturers  a  really  important  sales 
point.  Standard  Screening  is  absolutely  uniform  and  com¬ 
pletely  dependable.  It  is  strong  and 
nigged— built  to  ensure  users  a  long 
and  trouble-free  life  of  service.  It 
gives  your  screens  an  extra  value 
without  extra  cost  to  you. 

Standard  Insect  Wire  Screening  ^|||L 
is  made  in  aluminum,  bronze  and 
galvanized  steel . . .  and,  of  course,  V 
in  all  usual  widths.  It  meets  U.  S. 

Dept,  of  Commerce  Commercial 
Standard  1.38-49.  Order  Standard 
from 


your  usual  supplier  tor  the 
customer  satisfaction  that  wins  sales 
and  builds  business. 


•  •  • 

Another  way  this  same  oversell¬ 
ing  works  is  demonstrated  by  a 
recent  case  in  which  the  head  of 
this  company  was  actually  with 
one  of  his  salesmen,  and  personal¬ 
ly  watched  the  job  sold,  and  then 
lost.  This  was  to  have  been  a  siding 
'  job,  and  this  firm  was  particularly 
anxious  to  get  this  job,  as  it  was 
the  first  one  in  a  certain  area 
where  all  of  the  houses  were  of 
frame  construction,  and  had  been 
built  in  the  1929-.‘U  era.  The  head 
of  this  firm  felt  that  the  first 
hou.se  to  be  worked  on  by  his  firm 
in  this  area  would  be  a  good  ad¬ 
vertisement,  and  would  probably 
re.sult  in  additional  jobs  from  the 
I  prospect’s  neighbors  in  the  near 
future.  But  the  order  was  lost. 


The  history  of  this  ca.se  runs  a 
typical  course:  the  prospect  was 
located  through  a  mode.st  news¬ 
paper  advertising  campaign,  and 
the  .sale.sman  made  an  initial  call, 
at  which  time  he  talked  with  the 
hou.sewife;  .showed  samples,  and 
made  preliminary  mea.su rements. 
At  the  same  time  he  made  an  ap¬ 
pointment  to  call  in  the  evening  a 
few’  days  later,  to  talk  with  the 
owner  of  the  hou.se,  at  which  time 
he  was  to  have  final  co.st  figures  on 
two  types  of  material,  which  had 
been  .selected  by  the  hou.sewife. 

•  •  • 

The  night  of  the  appointment 
rolled  around,  and  the  head  of  the 
firm  accompanied  by  the  .salesman, 
made  the  call.  The  owner  was  im¬ 
pressed,  and  a  final  choice  of  mate¬ 
rial  was  made.  After  some  conver¬ 
sation,  the  price  was  agreed  upon, 
(Continued  on  Page  64) 
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complete  quality  package . . . 


of  combinotion  screen  and 
storm  sash  for: 


Double  Hung  Windows 

15  different  expander  dies  available 
for  mounting  on  every  type  of 
window  opening. 


Ranch  Sliders  and 
Casement  Windows 


Expander  type,  glass  and  screen 
sliding  panels  with  locks.  Inside 
or  outside  (one  trip)  installation 
made  on  the  14  inch  height 
or  width  any  size. 


Picture  Windows 


Four  side  expander  or 
economy  type  available. 


Ranch  Push-Outs  or 
Basement  Windows 


One  lite  glass  and/or 
screen  with  double 
locking  bolts. 


. . .  and  Winstrom's 
Triple  Shield  Invis¬ 
ible  Hinge  Door 

Available  in  two  lite, 
one  lite,  jalousie  or 
completely  self-storing. 


Winstrom  . . .  America's  finest  quality  aluminum  storm 
and  screen  sash  . . .  made  by  Suburban  Bronze  Works. 
For  over  fifty  years  leaders  in  the  quality  window 
market. 


All  Winstrom  windows  and  doors  are  delivered,  when  desired,  by 
our  own  trucks  in  eleven  Eastern  states.  Orders  individually  and 
protectively  packaged,  and  shipped  on  a  two-week  delivery  sched¬ 
ule.  Trained  field  men  aid  in  promotion  and  installation.  Displays, 
mats  and  point-of-sale  material  on  request.  Printed  and  registered 
guarantees  provided.  Winstrom  products  bear  the  famous  Good 


Housekeeping  seal  of  acceptance. 

W 


uimsfRom 


mfg.,  <orp. 


a  division  o/  Suburban  Bronze  Corp. 

15-40  127th  Street,  College  Point  56,  N.  Y. 
Tel.:  FLuehing  3-5S50 
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special  for  RiuUUwf,  SpeclaJtu  ^eaJe/id 

ATTEN^ - 

•  REVOLUTIONARY  NEW  KD  DESIGN 

•  PERMITS  HACK  SAW  CUT  OFF  FOR 
CUSTOM  USES 

•  COMPLETELY  WEATHERSTRIPPED 

•  HEAVY  GAUGE  EXTRUDED  ALUMI¬ 
NUM  MATERIAL 

•  LABORATORY  TESTS  PROVE 
LU-VENT  BEST  IN  INDUSTRY 

•  MASS  PRODUCTION  PERMITS  SEN¬ 
SATIONAL  NEW  LOW  PRICES 

WEATHER  PRODUCTS,  INC. 

General  Offices  and  Plant:  1074  East  27th  St.  Phone:  88-9748  Hialeah,  Florida 


it  : 


Q0  emraT? 


•  towtl  VlWtHAtlOW 


SELECT  DEALERSHIPS  AVAILABLE 
DON'T  DELAY 

WRITE  FOR  COMPLETE  DETAILS 


Highest  quality  materials.  Extra  heavy  extruded  |  j 
aluminum,  anodized  for  permanent  protection  against  ~  — 

corrosion.  Accepted  by  A. I. A.  and  permanently  displayed 
at  the  Miami  Architects’  Sample  Bureau. 

For  assembly  or  installation  —  no  special  equipment  or  mechanical 
know-how  needed.  Priced  for  competition  and  profit. 


assembled  units 

Custom  made  to  >0“^  furn¬ 
ished  measurements.  Arrives 

completely  ready  for 

installation.  Includes  7/3i 
thick  glass  with  etched  designs 
fiKrP  class  nanels  m  choice 


drilling  tub,  only  SIX  w 


of  5  pastel  shades. 


Available  in  5  other  designs 
or  Old  English  initial. 


MODERN  SHOWER  DOOR  MFRS.  INC. 

3498  N.W.  7th  STREET,  MIAMI  35,  FLORIDA  •  PHONE  64-2841 
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DISTRIBUTORS: 

A  fev^'  key  cities  still  \open 
for  active  distributorships. 
WRITE  TODAY 
for  cor^plefe  details. 


in  addition  to  those  which 
have  always  made  Ron-del 
Awnings  preferred  — 


•  Pre*Painted  Parts 

•  Simpler  Assembly 

•  Minimum  Equipment 

•  Minimum  Space 

•  Small  Investment 

•  Lower  Cost,  and 

•  MORE  PROFIT 

when  you  sell 


LOWERED 
For  complete  protection 
winter  and  summer  olike. 


ADJUSTABLE  RAISED 

to  any  position,  from  inside  for  maximum  light  in  winter, 
or  outside  the  building.  on  cloudy  days  year  ’round. 


^  ;4icUKiHlUK 

lX  awnings 


COMPLETE  LINE 

for  both  residerstiol 
ond  commercial  instoMotiont. 


Yes,  it  takes  SALES  to  put  money  in  your  pocket  .  .  .  and  it  takes 
FEATURES  to  close  the  sale! 

Ron-del’s  exclusive  FOLDING  feature,  alone,  is  enough  to  keep 
the  Ron-del  dealer  out  in  front  .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 

But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  less  time  .  .  .  extra 
sales  .  .  .  and  extra  PROFITS! 

If  you  are  a  well-established,  aggressive  dealer .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  if 
you  can  sell  a  well-known,  nationally  accepted  product  that 
is  attractively  designed  -.  .  .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  . . 

Then  .  .  .  write  us  on  your  letterhead  today  ...  for  facts  about  a 
Ron-del*  distributorship  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


CASEMENT  WINDOW 


DOOR  CANOPY 


PATIO 


COMMERCIAL  CANOPY 


Penthouse/  Reserve  Loan  Life  Building, 
Dallas,  Texas  Tel.:  PR  5104 


♦Registered 


Pat.  No.  2378139 
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TRADE 


MARK 


BATH  ENCLOSURES 


i  Daryl  Products  Corp.-;D«pi.  BS-5 
I  965  S.W.  8lti  Street  •  Miami,  Florida 
I  Gentlemen: 

I  Send  me  complete  information  on  big  SHOWER  MAGIC 
I  profits  and  enclose  brochurei,  drawings  and  price  lists. 


NAME _ 

ADDRESS _ 

CITY _ ZONE _ STATE _ 


TRADE  MARK 


DARYL  PRODUCTS  CORPORATION 

965  S.W.  tth  Street  •  Miami,  Florida  •  Phone:  82-tS77 


MAIL  THIS  COUPON -TODAY! 


ALL  3  LINES  INCLUDE  THESE  FEATURES 

POLISHED  AND  ANODIZED 
ALUMINUM  EXTRUSIONS  * 

NOISELESS  NYLON  BALL-BEARING  ROLLERS  • 

EXCLUSIVE  "CLEAN  EASY"  BOTTOM  TRACT  • 


l.ASSEMBLEO  GLASS  UNITS 

Available  in  7/32  (semi-obscure) 
glass,  plain  or  etched  designs.  26 
styles  available. 


COMPITITIVILY  PRiCIO 

Shower  Magic  Bath  Enclosures  are  priced  much 
lower  than  most  others  on  the  market. 


2.  ASSEMBLED  FIBERGLAS  UNITS 

Available  in  5  decorator  colors.  Only 
superior  fiberglas 

used.  26  styles  available. 


3.KN0CKED-D0WN  KD  KITS 

Shipped  complete  for  easy  assem¬ 
bly.  Glass  or  fiberglas  not  included. 
26  styles  available. 
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'  ^  wh.  ALUMINUM  SIDING  CORP?  ^ 


DEEPEST  SHADOW  LINE 


Interlocks  along  the  entire  length 
of  every  panel  .  .  .  permanently 

Vi  eatherSeals  every  installation. 

Available  in  smooth  or  embossed  finish. 


Sold  with 

or  without  Back-Up 
insulating  board. 


•  For  low  cost  appliralion. 
the  KOVERLl  M  panel 
interlocking  feature  saves  time  am 
money,  ('omplete  line  of  accessories 
includes  enameled  Aluminum 
window  and  door  casings. 

•  KOVERLl  M  is  resistant  to: 

ROT  .  .  .  MOISTl  RE  .  .  .  HEAT  .  .  .  TERMITES 
FIRE  .  .  .  MOLD  .  .  .  W  EATHER 
Send  for  our  “Little  Salesman”  Kit  and  Sampleboard. 

U.  S.  ALUMINUM  SIDING  CORP. 

2725  W.  FULIERTON  AVE  CHICAGO  47,  ILIINOIS  Dickens  2-9500 

lAKE  YOUR  CHOICE 


EXCLL'tIVE  IKTEILOCK  FEATl’RE 


Available  in  the  following  colors: 
White,  yellow,  gray,  cream,  green. 


Permanently  colorized  EVERLUM 
gives  the  stylized  quality  j(d> 

that  melts  sales  resistance. 


WHITEST 

WHITE 


WHEN  SALES  NEED  QUALITY! 


IMPORTANT! 


Total  investment  for 
complete  working  stock 
(not  samples)  for  imme¬ 
diate  sales.  No  one  else 
con  moke  this  offer. 


Would  you 


$2163' 


FOR  A  YEAR  ’ROUND 
PROFITABLE 
BUSINESS 


U 


l>PI 


% 


Potcnfcd,  No.  2,655,345  •  Copyright  1952 


^  400  awning, 

Venetian  blind  and  home 
specialty  firms  are  doing  it  now 
with 


Oroamental 


COLUMNS  and  RAILINGS 

Manufactured  exclusively  by 

DALLAS  IRON  &  WIRE  WORKS 

6025  Denton  Dr.  P.  0.  Box  7202  Dallas  9,  Texes 


Here’s  what 
you  want 


in  an 


ALUMINUM  AWNING 


No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


^  Fifteen  colors;  guaranteed  auto¬ 
motive  baked  enamel. 

All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  excvusive  territories. 

Get  set  for  a  successful  awning  season  with  Sterling  Awning  Co.! 

WRITE,  PHONE  OR  WIRE  TODAY  for  literature  and  details,  it 

Sterllna  AWNING  COMPANY 


Box  305 


Phone:  8-7998 


Belpre,  Ohio 
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DISTRIBUTORS 

WANTED!!! 

To  sell  to  dealers  for  $0 

the  finest  two-track  window  ever  produced  . 
at  the  lowest  price  ever  offered  . . . 

by  the  biggest  national  advertiser 
X  in  the  industry. 


INTRODUCES 


// 


The  STREAMLim 


li 


at  this  amazing  low  price  to  dealers 
100%  all  extruded  up  to  and  including 

aluminum,  two-track, 
self-storing  window 


32  "  X  32 
glass  size 


l-Tf!' 


completely  assembled, 
ready  to  instoll  I 


JASCO’S  two-color,  half-page  ads  In:  — 

•  SATURDAY  EVENING  POST  (April  24th  Issue) 

•  UFE  (May  10th  Issue) 

•  AMERICAN  HOME  (May  Issue) 

•  BETTER  HOAAES  &  GARDENS  (May  issue) 

ore  already  making  the  JASCO  name  a  household  word. 

ond  the  best  known  name  In  the  aluminum  window  and  door  field. 

You  can  now  offer  the  home  owner  a  nationally  recognized 

brand,  not  a  “bah”  odvertised  window,  at  an 

attractive  price  everyone  can  afford. 


modern  extrusion  press, 
advanced  engineering  and 
mass  production  methods 
make  this  low 
price  possible. 


CHOICE  TERRITORIES  STILl  OPEN 

Wrife,  wire  or  telephone  today: 

JASCO  ALUMINUM  PRODUCTS  CORP.  New  Hyde  Park,  N.  Y.  Fleldstone  7-8703 


¥ 


The  XadiUac"  of  the  Business 


America's 
Finest  Fastest- 
selling 

ALL-ALUMiNUM 
Combination 
STORM  and 
SCREEN  DOOR 


•  Fully  extruded. 

•  Single  life  doon, 
two  lite  doors, 
self  -  storing 
doors. 

it  Aluminum  wire 
screen. 

•  Expander  on  sill 
—for  tolerances. 

•  Reenforced  cor¬ 
ners  for  life-time 
rigidity. 

•  Complete  with 
aluminum  en¬ 
semble  and 
(ta inless  steel 
hardware. 

ADVERTISING 
MATERIAL 
AVAILABLE: 
Cuts,  Mats, 
Literature! 


aram 


Presents  the  u 


produrt  of 
Aluminum 
^killrraft 


CfOit  Section  View  of 
TRIPLi  1RACK  fiAfUPES 

1.  TOP  GLASS  >' 

2.  SCREEN  '' 

3.  BOTTOM  GLASS 

Complets 

WtATHlRSTKimNG 


”  WINDOW 
PICTURE 
format! 

The  K-D  PLAN  that  brings  you  . .  . 

Outstanding  GREATER  PROFITS 
Outstanding  LOWER  PRICES 
>  Outstanding  HIGHER  QUALITY 

paramount 

ALL-ALUMINUM 

cneniT  smN 

mmw- 


What's  More 
The  ONLY 
WINDOW  LINE 
with  the 
FOLLOWING 
FAST-SELLING 
SUPERIOR 
FEATURES 


NEWLY  IMPROVED 

paramount 

TRIPLE  TRACK 

all-aluntinum  combination 

STORM  &  SCREEN 

WINDOWS 


Some  other  Outstanding  Selling  Features 


with  built  in  weatherstrip 

•  TRIPLE  TRACK 

Not  Channel 

•  EASY  INSTALLATION 

Service  Free 

•  TWIN  VENTILATION 

Sashes  Raise  or 
Lower  to  Any  Level 

•  CHANGEOVER  NEVER  NECESSARY! 

Make  Self-Storing  Obsolete 

•  POSITIVE  100%  WEATHER  STRIPPING 

•  HEAVY  EXTRUSIONS 

Truly  the  window  and  door  line  that  is  3  ways  better! 

1.  QUICKtR  AND  EASIER  TO  INSTALL  2.  SERVICE-PROOF 


WITH 


EXCLUSIVE  1 

FULL  1 

i  1 

LENGTH 

■  j 

1 

1  - 

I  1  i 

I  <  1 

f  1 

PIANO 
HINGE  ! 

Feature 

■' 

; 

. 

;  1 

j  . 

;  j 

_j 

i 

'■ 

1  t 

1.  Full  Lenfth  PIANO  HINGE. 

Permits  euier  claanina  from  the 
outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(j;63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  effect  a  perfect  seal  between 
Casement  window  and  storm  win¬ 
dow.  Eliminates  Window  Conden¬ 
sation. 

4  FULLY  EXTRUDED  Weaher 

Strippinf  installed  on  each  Win¬ 


ter  positive 


dow  Vent  openini 
seal. 

5.  Specially  desifned  rubber  extrusion 

to  seal  and  secure  (lass  in  plate, 
for  permanency.  And  permittin( 
simple  replacements  of  broken 
(lass  by  home  owners. 

6.  Designed  for  Single.  Double  thick 

and  Demiplalo  for  Picture  Win. 
tows. 

7.  Controlled  ventilation. 

8.  Draft  Free. 

9.  Reenforced  lor  oermanent  rigidity. 

10.  Priced  Right. 


KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  NO  CALL-BACKS. 
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Dealers  Report  Industry 

Facing  a  Slow  Upward  Trend 

Majority  of  componies  will  have  to  fight  harder 
for  business  but  are  meeting  the  challenge  with 


rriHE  building  specialty  business 
is  showing  definite  signs  of 
improvement.  After  getting  off  to 
a  bad  start  during  January  and 
h^ebruary  when  business  was  poor, 
there  was  a  slow  rise  during 
March  and  by  April  dealers  and 
manufacturers  were  reporting  that 
business  was  “pretty  good.”  A  few 
firms  who  have  overextended 
them.selves  are  in  trouble  and  some 
of  the  smaller  undercapitalized 
companies  are  probably  in  for  a 
rough  time. 

The  majority  of  companies  ir 
the  field  know  that  they  will  have 
to  fight  harder  for  busine.ss  this 
year  but  are  confident  of  holding 
their  own.  Most  of  them  have 
come  out  with  new  or  improved 
models,  have  spent  a  lot  of  money 


Strong  advertising  and 


for  promotion  and  advertising  and 
ready  to  go  to  work  on  a  hard 
.selling  campaign  this  season. 

The  greatest  optimism  seems  to 
be  among  the  metal  awning  peo¬ 
ple.  They  feel  that  the  time  has 
finally  come  when  their  product  is 
finally  going  to  boom  in  the  way 
that  combination  windows  did  a 
few  years  ago.  There  is  a  great 
infiux  of  new  capital  and  new  com¬ 
panies  in  the  awning  field. 

Present  Picture 

New  awnings  are  being  jiro- 
diiced  including  a  number  of  trans¬ 
lucent  fiberglass  types.  Many  small 
awning  KI)  operators  have  cut 
loo.se  from  their  original  .sources 
of  supply  and  have  gone  into  busi-> 
ne.ss  for  themselves.  Meanwhile, 
a  number  of  .storm  window  manu¬ 
facturers  hav'e  gone  into  the  awn¬ 


promotion  campaigns. 


ing  business  without  giving  up 
their  storm  window  production 
and  are  offering  their  dealers  a 
package  deal  embracing  both  awn¬ 
ings  and  windows. 

The  jalousie  people  are  al.so  op- 
timi.stic  and  there  is  also  an  influx 
of  new  companies  manufacturing 
new  products  in  this  field.  Florida 
companies  are  making  a  deter¬ 
mined  drive  for  northern  business 
and  many  have  .set  up  representa¬ 
tives  and  new  dealers  throughout 
the  middle  Atlantic  states  and  New 
England.  Jalousies  are  vastly  im- 
jiroved  comjiared  to  a  few  years 
ago,  esp'icially  from  the  point  of 
view  of  suitability  to  northern 
climate.  Merchandising  methoils 
and  KI)  operations  have  been 
streamlined  and  the  jalousiemanu- 

(Continmd  on  Page  101) 
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Inaccurate  Charges  Against  FHA  Cited 
As  a  Serious  Threat  to  Housing  Program 

Texas,  protested  the  “irresponsi- 


TN  A  recent  letter  to  Senator 
Homer  ('apehart,  (’hairman  of 
the  Senate  Banking  and  Currency 
(’ommittee,  Preston  p].  Smith, 
President  of  the  Improvement  Con¬ 
tractors  Association,  Houston, 


rpHP]  unusual  window  installation 
shown  here  on  the  Day-O-Lite 
Manufacturing  Corporation  build¬ 
ing  at  150  Pine  Street,  Providence, 
R.  I.,  consists  of  640  units  specially 
designed  by  the  Winstrom  Manu¬ 
facturing  Corp.  of  College  Point, 
N.  Y. 

The  windows  are  48"  x  116"  in 
height.  A  double  hung  window, 
48"x81"  was  installed,  and  then. 


bility”  with  which  news  of  the 
Committee’s  investigation  is  being 
passed  out. 

Mr.  Smith  expres.sed  the  alarm 
felt  by  many  dealers  that  FHA 


in  the  .same  sub-frame,  a  perman¬ 
ent  picture  window.  The  meeting 
rail  was  matched  perfectly.  From 
the  exterior  of  the  building,  the 
unit  looks  like  one  complete  double 
hung  window. 

The  account  was  sold  by  Mr. 
Jack  Brennan,  president  of  the 
New  England  Window’  Co.,  Inc., 
Warwick,  R.  I.,  who  is  now’  em- 
{Coutinued  <m  Parte  102) 


Title  I  and  the  entire  housing  pro¬ 
gram  is  seriously  threatened  as  a 
result  of  careless  and  inaccurate 
charges  handed  out  to  the  press. 
He  noted  that  Senator  Homer 
Fergusson,  R.  -  Michigan,  ranking 
Republican  on  the  Senate  Appro¬ 
priations  Committee,  was  reported 
to  have  threatened  recently  that 
all  new  funds  to  all  housing 
agencies  may  be  .stricken  from  the 
Hou.se  approved  Independent  Of¬ 
fice  appropriations  bill  now  before 
a  Senate  sub-committee.  Several 
other  Senators,  Mr.  Preston  noted, 
had  reportedly  expres.sed  the  .same 
attitude. 

As  proof  of  the  inaccuracy  and 
incompletene.ss  of  information  fur¬ 
nished  in  the  press  by  the  Com¬ 
mittee,  Smith  cited  a  report  re- 
lea.sed  by  the  Committee  to  the 
effect  that  82  Houston,  Texas, 
firms  were  on  the  FHA  "blacklist”, 
and  were  prohibited  from  partici¬ 
pating  in  any  FHA  Home  loan 
projects.  This  release  resulted  in 
a  5  column  .screaming  headline  on 
page  1  in  a  Houston  afternoon 
paper  reading  "82  HOUSING 
FIRMS  IN  HOUSTON  AREA  ON 
FHA  BLACKLIST.”  The  paper 
also  ran  a  complete  li.st  of  the  "82 
firms”  on  the  list.  The  Improve¬ 
ment  Contractors  As.sociation  of 
Houston  checked  out  the  entire  list 
and  "found  that  not  a  single  one 
of  the  firms  or  individuals  listed 
is  currently  operating  in  our  city 
(Houston) .” 

The  letter  goes  on  to  .say,  "We 
found  only  .seven  of  the  names 
were  even  in  the  telephone  direc¬ 
tory.  Five  of  the.se  had  been  dis¬ 
connected,  one  did  not  answer 
repeated  calls  and  one  telephone 
belonged  to  a  man  who  apparently 
had  a  similar  name  since  he  is  not 
now’  and  never  has  been  engaged 
in  any  type  of  construction  work. 

"We  also  found  that  nine  of  the 
names  listed  —  and  counting  as 
nine  of  the  .sensational  “82  firms” 
—  were,  to  the  most  superficial 
examination,  obviously  duplica¬ 
tions  of  the  same  man  or  group, 
(i.e.  "Harry  Caine,  Chicago  and 
Hou.ston ;  Harry  Cain,  Chicago  and 
(Continued  on  Page  103) 


f'hoto  courtesy  H  iustntfu  Mffi.  Co. 


Unique  Window  Installation 
Boosts  Retail  Sales 
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NCSWDl  Passes  Resolution 
Condemning  Bait  Advertising 


The  National  Combination 
Storm  Window  &  Door  Insti¬ 
tute  held  a  special  meeting  at  the 
Savoy  Plaza  Hotel  in  New  York  on 
April  28rd  to  discuss  the  problems 
affecting  the  industry  caused  by 
serious  abuses  in  advertisinj?  and 
sellinjr  practices  at  the  consumer 
level.  The  diflicult  situation  in  the 
New  York  area  caused  by  the  bait 
advertising  practices  of  some  deal¬ 
ers  was  di.scussed  at  the  meeting. 
Articles  appearing  in  the  Long 
Island  Daily  Pre.ss,  New  York 
Journal- American  and  New  York 
World  Telegram  exposing  phony 
practices  of  the  “slave  shoe  boys” 
were  displayed  at  the  meeting.  It 
was  realized  that  if  the  industry 
did  not  take  measures  to  clean  up 
the.se  abuses  a  wide-spread  dam¬ 
age  to  the  reputation  of  legitimate 
dealers  and  manufacturers  would 
result  as  well  as  the  possibility  of 
action  by  outside  agencies.  Al¬ 
though  local  oflicials,  newspapers, 
and  Better  Business  Bureaus  are 
working  towards  correction  of 
these  abu.ses,  it  was  generally 
agreed  at  the  meeting  that  the 
industry  mu.st  do  more  to  .save 
it.self.  Primarily,  it  was  felt  that 
the  problem  was  one  of  ethics. 

Membership  Seal 

As  an  immediate  measure  it  was 
decided  that  a  Seal  of  Membership 
would  be  adopted  for  use  by  all 
members  who  accepted  a  Code  of 
Ethics.  A  committee  compo.sed  of 
A.  J.  Zappone,  President  of  the 
1  Institute,  and  of  Keystone  Alloys; 
Nelson  Blair  of  the  Eagle  Picher 
('o.  and  a  Director  of  the  In.stitute; 
Jack  Lippman  of  Warner  Mfg. 
('().;  Charles  Hawkins,  legal  coun¬ 
cil  of  the  A.s.sociation,  and  H.  R. 
(liblin.  Executive  Secretary,  was 


Shown  above  are  a  few  of  the  NCSWDl  members  who  met  in  New  York  at  the  Savay  Plata 
Hotel  on  April  23  to  discuss  bait  advertising  and  unethical  practices  on  the  consumer 
level.  L.  to  R.:  Fred  Day,  F.  C.  Russell  Co.;  R.  Saalfield,  Pres.,  Storm  Windows  of  Alumi¬ 
num,  Inc.,  Nelson  Blair,  Eagle-Picher  Co.;  A.  J.  Zappone,  Pres,  of  the  Institute  and  of 
Keystone  Alloys,  Inc.,  and  Harold  Giblin,  Exec.  Sec.  of  NCSWDl. 


NCSWDl 

Resolution 

BE  it  resolved  that  the  members 
of  Hie  NATIONAL  COMBINA¬ 
TION  STORM  WINDOW  AND 
DOOR  INSTITUTE,  INC.,  do  here¬ 
by  condemn  that  type  of  advertis¬ 
ing  be  it  in  newspapers,  on  radio 
or  television  which  is  intended  to 
mislead  the  consumer  by  the  use 
of  so-called  “bait”  practices  where¬ 
in  alluring  offers  are  made  insin¬ 
cerely  for  the  purpose  of  not  selling 
the  advertised  items  but  for  the 
sole  purpose  of  gaining  contact 
with  the  interested  customer  with 
the  intent  of  selling  him  something 
else.  Be  it  further  resolved  that  be¬ 
cause  such  practices  are  deceptive, 
unfair  and  unethical  the  National 
Combination  Storm  Window  and 
Door  institute  will  render  its 
fullest  assistance  to  government 
agencies.  Federal,  State  and  City, 
Better  Business  Bureaus  and  Bank¬ 
ing  institutions  in  every  endeavor 
towards  preventive  and/or  correc¬ 
tive  action  wherever  these  prac¬ 
tices  exist. 


appointed  to  draw  up  the  propo.sed 
code  which  will  be  pre.sented  to 
the  membership  at  the  next  meet¬ 
ing  to  be  held  June  17th  through 
19th  at  Hot  Spring.s,  Virginia. 

A.s  part  of  the  long-range  pro¬ 
gram  to  .solve  the  problem  of 
abu.se.s,  it  wa.s  decided  that  a  .set 
of  minimum  standards  for  quality 
would  be  developed  with  tests 
made  by  an  independent  te.sting 
laboratory,  of  windows  and  doors 
submitted  for  approval  in  meeting 
these  standards.  A  Seal  of  Ap- 
pjoval  will  be  issued  by  the  te.sting 
laboiatory  cho.sen  in  conjunction 
with  the  In.stitute.  It  was  pointed 
out  that  the  As.sociation  of  the 
aluminum  prime  window  manu¬ 
facturers  has  rigid  specifications 
for  (piality  which  mu.st  be  met  by 
all  members.  It  wa.s  also  suggested 
that  such  a  Seal  of  Quality  be 
publicized  a.s  an  t.id  to  .sales  for 
legitimate  manufacturers  who  met 
the  required  specifications,  and  for 
their  dealers. 

on  Page  104) 


(Sc  Home  Improvement  Dealer 


41 


To  "Clinch"  More 


they  haven’t?  A  better  product? 
A  better  company?  Better  guar¬ 
antees?  If  each  of  you  were  asked 
to  answer  those  questions  individu¬ 
ally,  it  would  be  “yes”  to  all  of 
them. 

No  longer  is  there  a  scarcity  of 
goods.  It’s  a  buyer’s  market  and 
make  no  mistake  about  it.  Of 
course,  a  good  pre.sentation  some¬ 
time  makes  the  difference  between 
making  the  .sale  and  not  making  it. 
Yet,  we  all  know  that  many  a 
“closed”  deal  has  been  reopened 
and  reclosed  by  a  competitor.  Well, 
what  then  is  the  “clincher”?  The 
answer  to  that  one  requires  in¬ 
dividual  creative  selling  tech¬ 
niques.  There  is  no  general  advice 
which  can  be  written  to  guarantee 
the  .sale ;  but,  today,  a  little  “extra” 
goes  a  long  way  in  getting  the  big 
one. 


By  NORMAN  S.  GILBERT 
Merchandising  Manager 
R.  D.  Werner  Co..  Inc. 


The  .secret  is  out!  There  is 
no  doubt  that  unless  building 
specialty  organizations  concentrate 
on  new  approaches  to  .selling,  the 
consumer  dollars  are  going  to  be 
spent  on  high  dollar  products  other 
than  tho.se  common  to  their  trade. 
In  the  kind  of  competitive  markets 
existing  today,  a  door-to-door  oper¬ 
ator  is  con.stantly  faced  with  the 
problem  of  selling  homeowners 
who  have  ju.st  purcha.sed  a  new 
car,  a  new  refrigerator,  a  freezer 
or  a  few  other  home  improvement 
“necessities”.  If  the  purchase 
hasn’t  been  made,  it  is  being  con¬ 
templated. 

You  need  more  than  .selling 
"guts”  to  clinch  the  deal  on  home 
improvement  selling.  Once  the 
homeowner  has  obligated  him.self 
financially  by  buying  a  high- 
ticketed  item,  the  home  improve¬ 
ment  .salesman  is  better  off  look¬ 
ing  for  a  new  prospect.  This 
article,  however,  is  being  written 
for  the  door-to-door  canvas.ser  and 
closer  who  finds  prospects  with 
"unobligated”  funds. 

Having  found  such  prospects, 
intra-competition  prevails.  This 
means  that  there  are  dozens  of 
.salesmen,  ju.st  like  you,  hitting 
your  prospect’s  door  every  day. 
What  have  you  got  to  .say  that 


Use  “Clincher 


Let  us  assume  that  the  mechanic 
u.ses  a  20-foot  or  a  24-foot  alumi¬ 
num  e.xtension  ladder  for  his 
application  work.  As  a  premium, 
this  expensive,  durable  and  most 
u.sable  house  tool  could  be  left  with 
the  homeowner.  In  such  cases,  you 
don’t  offer  the  advantages  of  this 
lightweight  hou.sehold  necessity  at 
the  time  of  the  “pitch”.  You  use 
it  as  a  “clincher”.  For  instance, 
“Mr.s.  Jones,  if  I  can  get  Mr.  Jones 
and  you  to  authorize  tonight  our 
getting  .started  this  week,  I  think 
I  can  convince  our  company  to 
leave  our  premium  quality  alumi¬ 
num  ladder  as  a  special  gift.  Its 
worth  a  hundred  dollars  and  you 
(Continued  on  Page  105) 


f*hoto  courtesy  H.  D,  li’erm  r 

Shown  at  the  left  are  some  of  the  aluminum 
ladders  which  can  be  used  as  sales  clinch¬ 
ers,  door-openers  and  additional  products 
to  any  dealer's  line  of  home  improvement 
products. 
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Dealer 

Advertising 


By  CHARLES  J.  CAUDLE 
Charles  J.  Caudle  Associates 
New  York 


(Editor's  Note:  This  is  tiie  7th  in  u  s€-ries 
of  articles,  written  by  Charles  J.  Caudle, 
New  York  advertising  and  public  rela¬ 
tions  specialist,  on  How  Home  Improve¬ 
ment  Dealers  can  best  utilize  the  various 
advertising  media  and  tools  fo  sell 
products  and  services.) 

Every  year  a  total  of  more 
than  257,000  business  firms, 
includinK  some  Home  Improvement 
Dealers,  put  advertising:  messages 
on  the  covers  of  match  books. 

Americans  use  12,500,000  match 
books  a  year,  and  99.8%  carry 
advertising.  The  match  books  are 
made  in  different  sizes,  and  vary 
in  the  number  of  matches  provided. 
With  an  average  of  20  matches  per 
book,  there  are  thus  20  potential 
readings  of  the  advertising  mes- 
.sage.  In  all,  the  potential  reader- 
ship  is  250,000,000,000. 

The  HID,  if  he  is  alive  and  alert 
to  advertising  and  merchandising 
techniques,  will  find  the  following 
survey  results  on  matchbook  u.se- 
age  very  interesting  reading.  These 
figures  are  from  surveys  conducted 
by  Fact  Finders  Associates,  Inc. ; 
Hooper-Holmes  Bureau,  Inc.; 
Opinion  Research  Corporation : 
99.8%  of  all  match  books 
carry  advertising  mes.sages. 
90%  of  these  match  books  are 
free  to  the  user. 

85%  of  U.  S.  families  include 
at  least  one  smoker  —  who 
needs  matches. 

72.6%  of  American  adults 


How  to  ^^Stiike  Up  Sales^^ 
with  Match  Book  Advertising 


habitually  carry  match 
books. 

57%  of  U.  S.  homes  have 
match  books  in  the  living 
room. 

36.6%  of  persons  carrying 
match  books  can  recall  the 
advertising  message,  with¬ 
out  looking. 

(Note:  This  survey  was  made 
among  smokers  and  non- 
smokers;  when  the  ques¬ 
tions  were  limited  to  smok¬ 
ers,  the  recall  figure  was 
45% .  In  both  cases,  the 
survey  represents  “unaided 
recall” ;  similar  surveys  for 
other  media  generally  refer 
to  “aided  recall.”) 

It  is  interesting  to  note  that  in 
the  above  survey  women  fared  bet¬ 
ter  than  men.  And  that  PEOPLE 
IN  MEDIUM  AND  SMALL 
CITIES  FARED  BETTER  THAN 
THOSE  IN  LARGE  CITIES  in 
being  able  to  recall  the  advertising 
message  on  the  match  book  in  their 
pockets,  without  looking. 

Distribution 

The.se  facts  and  statistics  are  a 
tremendous  thing.  They  indicate 
that  the  HID  can  “Strike  Up 
Sales”  if  he  u.ses  match  books  to 
good  advantage.  Now  the  next 
question  to  be  answered  is:  How 
Can  The  HID  Take  Advantage  of 
Match  Book  Advertising? 

The  most  important  single  factor 
in  the  value  of  match  books  as  an 
advertising  medium  is  that  the 
advertiser  can  control  the  di.stribu- 


tion.  He  is  al)le  to  pin-point  his 
particular  customer. 

This  is  of  special  importance  to 
you,  the  Home  Improvement 
Dealer.  Yon  ean,  at  low  cost,  put 
pour  sale.s  story  right  in  your 
customer's  pocket  where  he  will 
see  it  frequently — remember  it 
for  a  long  time  —  and  pass  along 
tit  additional  customers  for  you! 
In  other  words,  you  can  make  a 
salesman  out  of  your  cu.stomer. 

Of  primary  importance  to  the 
HID  is  the  careful  .selection  of 
distribution.  Why?  Because  care¬ 
ful  distribution  eliminates  wa.ste 
and  achieves  low  cost  per  hot  pros¬ 
pect.  Match  books  offer  a  flexibility 
and  n  .selectivity  not  possible  in 
most  other  media. 

The  following  is  a  list  of  sug- 
ge.stions  for  the  HID  to  u.se  as  a 
guide  in  di.stributing  match  books : 

•  Banks 

•  Home  Loan  Offices 

•  Real  Estate  Offices 
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•  Contractor  Otlices 

•  Coal  Dealers 

•  Oil  Dealers 

•  Appliance  Stores 

•  Hardware  &  Paint  Stores 

•  Neighborhood  Shopping 
('enters 

d'here  is  also  another  source  of 
distribution  that  will  help  cut  costs 
even  further.  Most  business  places 
selling  cigarettes  and  cipars  will 
pay  for  matches  if  you  offer  them 
at  a  price  that  is  cheaper  than  the 
tobacconist  can  buy  them  himself. 
Such  outlets  include:  drup  stores, 
newsstands,  cipar  .stands,  food 
stores,  etc. 

Match  books  can  also  be  u.sed  as 
“door  openers”  for  salesmen  and 
as  a  pift  (usinp  a  box  of  match 
books)  to  potential  customers. 
'Fhey  are  akso  an  e.xcellent  pimmick 
for  remindinp  the  customer  of  your 
.services  and  products  after  a  .sale 
has  been  made.  So  u.se  them  as 
“remimiors”  —  as  a  .sales  follow¬ 
up. 

Direct  mail  is  another  valuable 
method  of  match  book  di.stribution. 
Special  “.safety”  containers  can  be 
obtained  from  match  book  manu¬ 
facturers.  Or  .send  out  a  mailinp 
piece  invitinp  the  cu.stomer  to  call 
for  his  box  of  matches. 

In  short,  there  are  many  ways 
to  distribute  the.se  valuable  little, 
useable  billboards.  If  you  put  your 
mind  to  it,  you  can  probably  come 
up  with  a  dozen  or  so  more  ideas 
than  those  li.sted  above. 


Now  that  you’ve  gotten  to  your 
customer,  here’s  what  you  can  tell 
him : 

•  Introtluce  your  name  into 
homes 

•  Tell  a  sales  story 

•  (iive  your  phone  number 

•  Offer  a  premium 

•  Use  coupon  (such  a  coupon 
on  the  inside  flap  can  ex¬ 
tract  certain  valuable  infor¬ 
mation  :  size  of  hou.se,  num¬ 
ber  of  rooms,  what  home 
improvements  are  desired, 
ape  of  hou.se,  etc.) 

.And  it  is  always  a  pood  idea  to 
coincide  your  match  book  advertis- 
inp  with  other  advertisinp.  Use 
the  .same  slopan,  lopo,  symbol,  pic¬ 
ture.  This  will  make  for  more  ready 
identification  and  remembrance. 

A  number  of  new  technicjues 
have  been  developed  in  the  produc¬ 
tion  of  match  books  to  brinp  them 
liefore  the  user  with  preat  eye- 
catchinp  effect.  The.se  include: 

{See  I Ua.sf  ration  Behnc) 

1.  Extra  widths  of  match 
books  —  various  producers 
offer  books  in  sizes  of  up  to 
40  matches.  One  has  a  240- 
match  special  and  another 
has  a  10-match  miniature. 

2.  Messapes  or  pictures  on 
match  splints. 

.*>.  (’ountoured  edpes  —  .some 
circular  in  shape,  others  in 
odd  shapes  to  fit  special 
needs. 

4.  Tip-ins  and  cut-outs.  One 


Basic  Sales  Message 


Phone  Number  or  Slogan 


Basic  Sales  Message 


Coupon  o.  Premium  Offer 


Product  listings  or  sales  features 


producer  offers  a  tip-in  mes- 
.sape  that  stands  up  inside 
the  cover,  or  a  cut-out  in  the 
front  cover  that  allows  the 
user  to  read  through  to  a 
message  on  the  match 
splints. 

5.  Embossing.  The  use  of 
rai.sed  lettering  or  design  is 
now  possible. 

6.  Seal  covers.  One  producer 
seals  the  front  cover  and 
provides  tabs  so  that  the 
matches  can  be  pulled  out 
from  the  sides. 

In  the  illu.stration  on  the  title 
page  of  this  article  it  can  (juickly 
be  seen  that  practically  every  frac¬ 
tion  of  space  can  be  utilized  as 
“sellinp”  space.  However,  one 
strong  word  of  caution  —  don’t 
overload.  This  maxim  hold,  of 
course,  for  all  media,  but  is  par¬ 
ticularly  important  when  dealing 
with  such  relatively  small  space. 
Keep  that  copy  simple.  Keep  it 
straightforward.  Don’t  overload. 

(  atch  the  Eye 

Match  books  have  “.sell”  when 
they  .  .  . 

1.  Uatch  the  eye. 

2.  (^onvey  one  basic  idea. 

.‘U  Key  the  approach  to  the 
task  at  hand. 

If  you’re  a  HID  with  budget 
problems  (and  who  doesn’t  have 
’em  the.se  days?)  then  you  might 
be  intere.sted  in  ready-made  match 
books.  Most  match  book  manufac¬ 
turers  have  .stock  books  with  stock 
mes.sapes.  This  source  of  supply  is 
cheaper  than  an  original  order  and 
can  be  imprinted  inexpensively 
with  your  name  and  addre.ss. 

The  chief  drawback  to  these 
stock  mes.sapes  is  the  lack  of  in- 
terpration  with  other  advertising. 
Also,  be  sure  that  you  do  not  buy 
books  that  feature  minor  sales 
points. 

Another  ti)ing  to  keep  in  mind  is 
that  Hip  suppliers  (i.e.,  manufac¬ 
turers)  often  times  furnish  match 
books  for  dealer  imprint.  Ask  for 
them.  U.se  them. 

{Continued  on  Page  74) 
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rust;  this  means,  of  course,  that 
it  can’t  stain  sidewalls  or  sills, 
eliminating  the  need  for  periodic 
repaintinjr.  It  is  resistant  to  most 
acids,  oils  and  to  pittinjr  and 
sulphur  fumes  —  a  frecpient  cause 
of  sci  een  deterioration ;  in  indus- 
ti  ial  areas  it  won’t  mildew  and  is 
unatfected  by  salt  air  —  thus  mak¬ 
ing  it  particularly  suitable  for 
costal  regions. 


What  is  most  unusual  about  this 
screening  is  that  the  material  it¬ 
self  is  glass.  Several  hundred 
glass  filaments  —  each  finer  than 
a  human  hair  yet  so  strong  their 
tensile  strength  measures  over 
250,000  pounds  per  .square  inch  — 
are  twi.sted  and  plied  together  into 
sion  and  weathering  as  well  as  fire  a  core  or  “thread”.  Around  each 
safety,  permanent  color  and  high  thread  is  fu.sed  an  in.separable 
impact  strength  is  now  being  coating  of  vinyl  pla.stic.  The  coated 
produced  for  combination  storm-  gla.ss  threads  are  then  woven  into 
screen  window  and  door  units  and  a  flexible  cloth.  The  result  is  fiber- 
is  expected  to  be  available  shortly  glass  .screening  which,  becau.se  the 


From  Data  Submitted  By 
Lumite  Division. 
Chicopee  Mills,  Inc. 


Won’t  Burn 

2.  It  resists  temperature  vaiia 


on  a  national  basis  in  roll  form. 

From  the  viewpoint  of  its  un¬ 
usual  physical  properties  and  its 
many  advantages  as  a  home 
improvement  product,  the  new 


basic  material  is  gla.ss,  embodies 
many  of  the  unique  features  and 
advantages  of  gla.ss  it.self. 

The.se  features  and  advantages 
are  as  follows: 


tions.  P'or  years,  fibergla.ss  has 
been  u.sed  in  high-temperature 
electrical  insulations  becau.se  of  its 
known  and  tested  resistance  to 
high  temperatures.  Accordingly, 


.screening  should  be  of  considerable  1.  Fibergla.ss  .screening  doesn’t  fibergla.ss  .screening  will  not  .soften 


interest  to  specialty  dealers.  corrode.  The  screening  cannot  {Continued  on  Poqe  106) 


{’liolii.f  l.umiti-  l)iv.,  Chicupee  Mills.  Inc. 


Interior  view  of  a  porch  enclosure  with  the  new  fiberglass  Exterior  view  of  fiberglass  screen  porch  enclosure.  The  new 

screening — one  of  the  many  uses  for  which  the  product  is  product  has  so  many  advantages,  dealers  will  find  it  easy  to 

ideally  suited.  sell. 
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Jalousies  Solve  Light  and  Air  Problems 


From  Data  Submitted  By 
Sun-Sash  Co. 

The  entire  front  of  the  build¬ 
ing  shown  in  the  accompanying? 
photographs  is  made  of  strips  of 
>?lass.  Done  solely  for  effect?  You 


might  think  so,  on  learning  that 
“Robertson  Square”,  as  the  build¬ 
ing  is  named,  is  located  at  “Robert¬ 
son  Square”,  as  the  building  is 
named,  is  located  at  Robertson  and 
Beverly  Boulevards  in  Los  An¬ 
geles,  squarely  in  the  middle  of 


the  area  that  has  become  known 
as  “Decorators’  Row”  —  but  there 
was  a  better  reason. 

Tho.se  strips  of  gla.ss  .solved  a 
problem  —  because  they’re  mov¬ 
able. 

Robert.son  Square  faces  the  west 


Below  (left):  Comfortable  ventilation  is  available  within  the 
building  at  any  hour,  with  no  drafts  to  disturb  carefully  arranged 
displays.  During  the  day,  the  floor-to-ceiling  window  area  provides 
a  maximum  amount  of  natural  daylight,  so  important  in  dis¬ 


playing  colored  materials.  Below  (right):  A  view  of  the  inner  court 
of  the  Robertson  Square  building,  showing  how  louvered  windows 
provide  both  display  spoce  and  ventilation  for  the  shops  facing 
on  the  court. 


Left:  A  wall  of 
glass  ...  an  over- 
oil  front  view  of 
Robertson  Square, 
shown  here  with  oil 
window  louvers 
open  for  maximum 
ventilation.  Notice 
the  vertical  and 
Horizontal  rhythm 
of  the  design. 


Photos  ro’irfrsv  .'sun-^ash  Co. 


Faxon  explained  this  statement 
by  pointing  out  several  ways  in 
which  jalousies  make  for  less  cost 
than  ordinary  windows.  The  pur¬ 
chase  cost  of  the  sash  is  often 
lower,  to  bepin  with.  The  installa¬ 
tion  is  simpler  —  and  particularly 
in  Robertson  Square  —  because 
there  was  no  need  for  extensive 
carpentry  and  plastering.  No  mul¬ 
tiple  window'  openings  were  re¬ 
quired.  The  jalousies  were  quickly 
installed.  Glass  was  inserted  and 


clips  closed  over  the  edges  to  .se¬ 
cure  it.  No  putty  was  used. 

The  future  economies  he  re¬ 
ferred  to  are  yielded  in  the  form 
of  easier  maintenance  and  replace¬ 
ment.  Both  sides  of  the  glass 
louvers  can  be  easily  and  quickly 
washed  from  inside  the  building, 
and  in  case  of  accidental  breakage, 
one  or  several  louvers  can  be  re¬ 
placed  from  the  inside  with  no  need 
for  special  tools  or  techniques. 

The  design  of  Robert.son  Square 
has  produced  a  building  of  which 
the  entire  front  can  be  opened  to 
the  outside  air.  (The  building  has 
forced  air  ventilation,  but  not  re¬ 
frigerated  air  conditioning.)  Any 
desired  degree  of  ventilation  is 
available,  from  100%  open  to 
100%  clo.sed.  And,  depending  on 
the  wishes  of  the  building’s  vari¬ 
ous  occupants,  the  degree  of  ven¬ 
tilation  can  be  varied  from  place 
to  place  within  the  building  to  suit 
individual  comfort. 

A  desk  worker  can  have  ample 
ventilation  with  no  draft  to  stir 
the  papers  on  his  desk,  and  a  few 
feet  away  another  individual 
whose  work  requires  physical  exer¬ 
tion  can  adjust  the  louvers  near 
him  to  supply  whatever  amount 
of  breeze  he  may  want. 

The  simple  movement  of  a  con¬ 


Above:  A  close-up  of  fhe  entrance-way  to 
the  inner  court  of  the  Robertson  Square 
building  becomes  a  dramatic  composition 
of  lines  and  angles. 

trol  lever  opens  and  clo.ses  the 
glass  louvers.  In  the  Robert.son 
Square  in.stallations,  as  many  as 
14  lites  are  controlled  by  one  con¬ 
trol. 

F'axon  took  full  advantage  of 
the  design  po.ssibilities  of  jalousie 
windows.  Structural  components 
of  the  building  itself  —  beams, 
girders,  columns  and  ends  of  par¬ 
titions  —  were  left  exposed,  and 
can  be  .seen  through  the  glass  front 
of  the  building.  In  the  ca.se  of 

(Continued  on  Page  108) 


Below:  A  close-up  of  the  front  of  Robertson  Square,  showing  details  of  construction.  Again 
the  louvers  are  open,  yielding  ventilation  from  floor  to  ceiling.  In  this  case,  they  arc  open 
about  two-thirds  to  provide  plenty  of  air  but  reduce  draft. 


—  .squarely  into  the  hot,  late  after¬ 
noon  sun.  How  then  to  get  light 
into  the  building?  Fixed  plate 
glass,  even  wdth  small  vent  sec¬ 
tions,  would  have  broiled  those  in¬ 
side  the  building  to  a  crisp.  The 
problem  w'as  solved  with  air- 
control  jalousies,  or  louvered  win¬ 
dows,  u.sed  as  an  integral  element 
of  the  building’s  design. 

Sun  and  Heat 

“I  used  louvered  windows,”  said 
Robert  E.  Faxon,  A. I. A.,  architect 
for  the  building,  “to  solve  the 
problem  of  afternoon  sun  and  heat, 
while  utilizing  the  vertical  and 
horizontal  rhythms  of  the  6”  glass 
strips  to  add  to  the  beauty  of  the 
basic  design.” 

Although  he  was  guided  in  this 
instance  by  the  need  for  maximum 
ventilation  in  addition  to  light  and 
view,  Mr.  Faxon  pointed  out  that 
there  are  many  other  valid  rea- 
.sons  for  using  louvered  windows. 
He  began  by  comparing  them  with 
casement  windows. 

“Casement  windows  swing  in  or 
out,”  he  reminded.  “This  means 
that  the  architect  must  move  the 
building  w'all  back  from  the  prop¬ 
erty  line  to  clear  the  swing-out  — 
thus  reducing  the  inside  area  of 
the  building  —  or  mu.st  w’aste  the 
.same  amount  of  valuable  space 
inside  the  building  to  make  room 
for  them  to  swing  in.  Either  w'ay, 
you  lose.  It  is  a  matter  of  economy 
interms  of  space,  which  is  worth 
money  in  any  business  building. 
There  were  additional  direct  econ¬ 
omies  —  and  w  ill  be  more  in  the 
future  —  through  the  retluction  of 
costs.” 
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Trained  ^^Salesmen-Engineers^' 
Rocket  Sales  for  This  La.  Dealer 


Bernard  Shondler,  president  of  Alsco  of 
Louisiana. 


By  LEE  MALONEY 
Special  Correspondent 
Building  Specialties 


with  an  individual  closely  con¬ 
nected  with  the  firm,  and  elimin¬ 
ates  the  “con”  men  whose  unethical 
business  practices  in  charKing  for 
themselves  “what  the  traffic  will 
bear”  while  they  work  a  particular 
section,  harming  the  building  busi¬ 
ness  and  cheating  customers. 


extremely  common  practice  of 
local  home  owners  to  do  their  own 
minor  home  repair  work  despite 
cost  and  length  of  time  and  labor 
involved  has  caused  Mr.  Shandler 
to  push  his  indoctrination  program 
to  educate  the  various  home  own¬ 
ers,  showing  them  how  his  com¬ 
pany  can  do  these  jobs  with  a 
greater  degree  of  permanence  and 
many  times  at  even  smaller  cost. 

Here  again  Mr.  Shandler’si 
theory  of  company  integration 
comes  into  existence.  Mr.  Shandler 
offers  the  services  of  his  own  com¬ 
pany-employed  carpenter,  painteiv 
whose  work  can  be  closely  super- 
{Confiniml  on  Pope  88) 


THKKK  times  as  many  jobs  in 
a  month  and  a  half  as  8  dealers 
in  6  months  has  been  the  result 
of  the  setting  up  of  his  own  re¬ 
tail  sales  division  for  aluminum 
weather  board,  according  to  Ber¬ 
nard  Shandler,  president  of  Alsco 
of  Louisiana,  739  S.  Clark  Street. 
New  Orleans,  who.se  building  speci¬ 
alities  are  aluminum  windows, 
doors,  screens  and  jalousies. 

Mr.  Shandler’s  present  plan, 
which  is  being  put  into  operation 
for  the  first  time  in  New  Orleans, 
also  is  presently  in  the  process  for 
window  selling. 

h].stablishing  his  factory  plant  in 
New  Orleans  in  April,  1953,  Mr. 
Shandler  has  adapted  himself  to 
the  problems  which  he  finds  uni(pie 
to  the  locale.  Lack  of  progressive¬ 
ness  on  the  part  of  local  dealers 
led  him  to  the  e.stabli.shment  of  his 
own  company  .sales  force. 

Making  the  .selling  division  an 
integral  part  of  the  company  with 
h  igh  ly  - 1  rained,  clo.sely  -  supervised 
.sales  engineers  gives  the  builders, 
contractors,  individual  customers  a 
better  and  lower  price  on  a  job, 
gains  their  confidence  in  dealing 


In  addition,  to  gain  the  good  will 
and  confidence  of  his  customers, 
Mr.  Shandler  offers  the  .services  of 
his  “minor  home  improvement 
company”  which  takes  on,  at  only 
co.st  of  labor  and  material,  any 
small  maintenance  job  needed  on 
the  j)articular  home  on  which 
aluminum  work  is  being  done.  The 


Shawn  right:  Alsco  of  Louisiana  factory 
plont  at  739  Clark  Street,  New  Orleans,  La. 
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Ventil-Aire  Corp.  To  Make 
De  Luxe  Storm  Windows 

Three  veterans  of  the  aluminum 
combination  storm  window  field 
have  formed  Ventil-Aire  Inc., 
located  at  260b  Parkman  Rd.,  War¬ 
ren.  Ohio. 

The  new  company  is  manufac- 
turinjr  a  deluxe  line  of  aluminum 
combination  storm  windows.  Ven- 
til- Aire’s  new  plant  has  been 
especially  designed  for  etlicient 
fast  production.  Much  of  the  pro¬ 
duction  equipment  used  in  the 
plant  is  of  an  original  design. 

The  company  claims  they  are 
able  to  turn  out  completely  a.s- 
sembled  units  in  quantities  faster 
than  anything  known  to  the  trade. 
K.D.  and  sub  K.D.  units,  including 
special  sizes,  will  usually  clear  the 
\’entil-Aire  plant  the  .same  week 
orders  are  received. 

Ventil-Aire’s  president  is  VV'il- 
liam  “Bill”  Busa,  one  of  the  pio¬ 
neers  of  the  industry.  Mr.  Bu.sa 
has  seen  the  industry  grow  from 
a  fledgling  to  its  pre.sent  status. 
He  has  al.so  been  a  major  factor 
in  designing  some  of  the  more 
[)opular  storm  windows  now  in 
vogue. 


Mr.  Frank  VV’.  (lorog  is  secretary 
and  treasurer  respectively  of  Ven¬ 
til-Aire.  Mr.  Gorog’s  business 
activities  go  back  over  a  period 
of  85  years,  the  last  ten  of  which 
were  spent  as  a  major  executive 
in  the  aluminum  storm  window 
industry.  Mr.  Gorog  is  one  of  the 
mo.st  highly  regarded  men  in  the 
field. 

Engineering  and  planning  are 
in  the  hands  of  John  Balintfi,  who 
is  also  a  “veteran”  in  the  field.  Mr. 
Balintfi  is  the  true  engineer  in 
that  he  is  everlastingly  seeking 
new  and  better  ways  to  improve 
the  design  and  operation  of  alumi¬ 
num  storm  windows. 

This  combination  of  “pros” 
promises  to  be  a  tremendous  factor 
in  the  storm  window  industry. 
They  are  convinced  that  the  storm 
window  indu.stry  should  “live  up” 
to  the  highest  busine.ss  standards. 
Mr.  Busa  stated  Ventil-Aire’s 
policy  quite  aptly :  “We  have  found 
through  experience  that  the  Ameri¬ 
can  public  wants  quality  at  a  fair 
price.  Convinced  of  this,  we  have 
formed  this  company  to  produce 
the  kind  of  storm  window  people 
will  buy  and  be  proud  to  own.” 


Ventil-Aire  has  already  set  up 
distribution  in  .several  states  and 
is  proceeding  as  fast  as  po.ssible 
in  other  areas. 

4c  ♦  ♦ 

Display  Panels  For  Storm 
Doors,  Windows,  Screens 

President  R.  S.  Saalfield,  of 
Storm  Windows  of  Aluminum,  Inc., 
recently  announced  new,  stream¬ 
lined  display  panels  designed  for 
u.se  with  Sto-A-Co  Aluminum  Com¬ 
bination  Storm  Windows  and 
Screens  as  well  as  doors. 


R.  S.  Saalfield 


Available  to  Sto-A-Co  distribu¬ 
tors  and  dealers,  the  floorstand 
demonstrators  simplify  effective 
displays  in  the  salesroom,  at  home 
and  builders  shows  and  at  fairs. 
They  are  easily  attached  to  the 
deluxe  Triple  Track  Window,  the 
“Companion”  budget  window  and 
the  Sto-A-Co  combination  door. 
Working  drawings  or  complete  dis¬ 
plays  are  available  to  all  Sto-A-Co 
outlets  and  the  displays  are  de¬ 
signed  to  do  double  duty  —  first, 
accentuate  the  exclusive  French 
Roll  frame  —  second,  provide  a 
means  of  enumerating  and  demon- 
slrating  all  Sto-A-Cc,’s  design  and 
performance  features.  Storm  Win¬ 
dows  of  Aluminum,  Inc.,  Dept.  BS, 
.•\pco,  Ohio. 

{Contmued  on  Page  50) 
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Awnair  Corp.  Reorganizes 
For  Volume  Expansion 

A  reorganization  of  manufjictur- 
inK  an(i  distribution  of  the  Awnair 
(’orjioration  of  America  to  take 
care  of  expanded  volume  was  an¬ 
nounced  recently  by  James  Cos- 
man.  President  of  the  company 
which  manufactures  adjustable  alu¬ 
minum  awnings, 

Awnair  is  the  adjustable  alumi¬ 
num  awning  with  Indoor  Knob 
('ontrol  for  turning  louvers. 


Arnold  Wassermon 


“Awnair  is  enlarging  its  facili¬ 
ties  for  nationwide  distribution,” 
Mr.  Cosman  .said.  “We  are  ap- 
I)ointing  distributors  and  as.sem- 


blers  in  many  new  areas  for  ship¬ 
ment  of  prefabricated,  kn(x.*ked- 
down  parts  to  dealers.” 

The  new  distribution  plans  of 
Awnair  include  one  assembly  plant 
to  a  state;  distributors,  handling 
knocked-down  awnings  and  assem¬ 
bling  them  ;  sub-distributors  to  buy 


Benjamin  Weinraub 


as.sembled ;  dealers,  who  will  either 
.sell,  install,  or  turn  inquiries  over 
to  distributors  or  sub-distributors. 
Mr.  Cosman  anticipates  that  the 
new  distribution  arrangements  will 
be  completed  from  coa.st  to  coast 
in  time  for  the  1955  selling  .season. 

A  new  plant  with  8,000  square 


Above:  new  assembly  plant  of  Hie  Awnair  Corporation  of  America  in  Garfield,  N.  J.  with 
8,000  square  feet  of  floor  space. 


feet  of  floor  space  has  been  opened 
in  Garfield,  X.  J.,  to  handle  Awnair 
assembly.  Benjamin  Weinraub  has 
been  placed  in  charge  of  this  plant. 
The  home  plant  at  Wayne,  N.  J., 
will  be  utilized  exclusively  for  man¬ 
ufacturing.  An  additional  floor  at 
the  Wayne  plant  has  been  equipped 
for  cold  rolling  aluminum  stock 
u.sed  in  the  manufacturing  process. 

Mr.  Cosman  stated  that  in  addi¬ 
tion  to  these  manufacturing 
changes,  the  sales  organization  has 
been  reorganized  with  the  follow¬ 
ing  personnel  appointments:  Ar¬ 
nold  Was.sei’man,  Director  of  Sales 

{Continued  on  P(t<je  78) 


N.  J.  Organizes  Association 
For  Storm  Door,  Window  Field 

The  first  meeting  of  the  Alumi¬ 
num  Storm  Products  Retail  Asso¬ 
ciation  of  New  Jersey  was  held 
Tuesday  night,  March  30th,  at  the 
Essex  Hou.se  in  Newark,  New 
Jersey. 

The  primary  purpose  of  the 
formation  of  this  as.sociation  is  to 
familiarize  the  home  owner  inter¬ 
ested  in  purchasing  these  products 
and  to  give  the.se  home  owners  an 
opportunity  to  receive  dollar  for 
dollar  value. 

Ofiicers  were  voted  upon  as  fol¬ 
lows:  Co-Chairmen,  Mr.  M.  Silvers 
of  Ea.stern  Weather  Products, 
Westfield,  N.  J,,  and  Mr.  White- 
head  of  AAA  Home  Improvement 
Co.,  Newark,  N.  J. ;  Secretary- 
Treasurer,  Mr.  A.  DeAntoni  of 
Imperial  Sales  Co.,  Elizabeth,  N.  J. 

Con.stitution  and  By-Laws  are 
to  be  prepared  by  two  members: 
Mr  Epstein  of  Progress  Con.struc- 
tion  Co.,  Newark,  N.  J.  and  Mr. 
Kell  of  Laggren  Awning  Company, 
Plainfield,  N.  J. 

The  above  committee  will  guide 
their  preparation  for  this  Con.stitu¬ 
tion  and  By-Laws  from  a  pamphlet 
issued  by  Better  Business  Bureau 
of  New  York  which  is  entitled 
“Standards  for  the  Advertising 
and  Selling  of  Combination  Storm 
Windows  and  Doors.” 
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Vairs 


‘■^ut  JSKtaM.AliSSSiSr’ 


Above:  scene  at  the  Reynolds  Metals  Co.  (Louisville,  Ky.)  labor-management  celebration 
expressing  20  years  of  harmonious  relations  between  the  company  and  its  Louisville  em¬ 
ployees. 


Reynolds,  Unions  Observe 
"Twenty  Years  of  Harmony" 

Production  workers  in  Reynolds 
Metals  Company’s  Louisville,  Ken¬ 
tucky  plants  have  observed  20 
years  of  harmonious  labor-manajre- 
ment  relations  by  presenting  a 
scroll  expressinK  their  appreciation 
to  R.  S.  Reynolds,  Sr.,  chairman  of 
the  Reynolds  Metals  board  of  direc¬ 
tors  and  founder  of  the  aluminum 
firm. 

Matt  W.  Davis,  business  a^ent 
for  Aluminum  Workers  Local 
19388,  serving  as  spokesman  for 
that  local  and  12  other  unions  with 
a  total  of  2300  workers  in  the  Rey¬ 
nolds  Louisville  plants,  declared : 
“Our  local  doesn’t  have  one  unan¬ 
swered  grievance.  The  company 
very  readily  sits  down  and  works 
out  any  problem  it  has  with  a 
union.  It  has  been  about  .seven 
years  since  we  had  to  take  a  ca.se 
to  arbitration.  And  we  have  full 
employment.’’ 

The  occasion  was  celebrated  by 
a  dance  for  the  union  members  in 
the  Loui.sville  armory.  David  P. 
Reynolds,  the  firm’s  vice-president 
in  charge  of  .sales,  accepted  the 
.scroll  for  his  father,  who  was  un¬ 
able  to  be  present. 

The  certificate  of  appreciation, 
citing  the  20  years  of  harmonious 
relations  between  the  company  and 
its  Louisville  employees,  told  of  the 


workers’  appreciation  for  the  com¬ 
pany’s  contributions  to  a  strong 
employment  picture,  and  its  mani¬ 
festation  of  “  .  .  .  simple  dignity 
and  human  spirit  in  its  relation¬ 
ship  with  its  employees.’’ 

Representing  the  American  Fed¬ 
eration  of  Labor  at  the  observance 
was  Pete  McGavin,  the  union’s 
a.ssistant  director  of  organization. 
*  *  * 

"Speechless"  Convention 
Features  Fishing  Trip,  Dinner 

Representatives  and  field  men 
from  all  over  the  United  States 
assembled  at  the  Atlanta  home 
office  recently  for  the  annual  .sales 
convention  of  Shower  Door  Com¬ 
pany  of  America,  the  world’s 
large.st  exclusive  manufacturer  of 


shower  doors,  tub  enclosures,  and 
daylight  shower  stalls. 

Al.so  attending  were  office  and 
plant  executives  and  officials  of 
Shower  Door  Company  of  Ameri¬ 
ca’s  Hotel-Contract  Division.  While 
in  Atlanta,  representatives  and 
ofiicials  toured  the  company’s  large 
new  plant  now  under  construction 
and  near  completion. 

Highlight  of  this  annual  event 
was  a  fishing  trip  for  all  visiting 
personnel  and  home  office  and  plant 
officials.  Immediately  following  the 
dinner  meeting,  the  entire  Shower 
Door  party  departed  in  chartered 
bus.ses  for  Homo.sas.sa,  Florida, 
where  they  remained  for  three 
days.  The  entire  Homo.sa.s.sa  Inn, 
including  a  yacht  and  fishing 
launches  and  equipment,  was  at 
the  company’s  dispo.sal. 

Shower  Door  Company  annual 
.sales  conventions  are  unique  as 
being  “Speechle.ss  .sale.s-meetings’’. 
No  official  speeches  are  made,  no 
formal  planned  business  is  dis¬ 
cussed.  The  whole  proceedings  are 
informal  “shirt-sleeve’’  type,  the 
object  being  rela.xation  and  fun  for 
all. 

*  *  * 

Sol  Bayes  Heads  Extrusion 
Sales  For  Jasco 

Jasco  Aluminum  Products  Cor¬ 
poration  has  announced  that  Sol 
Bayes,  National  Sales  Director  for 
the  company  has  Vjeen  appointed 
to  a  new  po.st  and  is  now  in  charge 
of  Extrusion  Sales,  acting  under 
the  supervision  of  Mr.  Scott  Skod- 
nek. 

(Contitmed  on  Page  ^2) 


Above:  representatives  and  field  men  together  with  their  families  gather  for  the  annual 
sales  convention  of  the  Shower  Door  Company  of  America  in  Atlanta,  Ga.  The  convention 
was  "speechless" — no  official  speeches  were  made;  concentration  was  on  relaxation  and 
fun. 
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Above:  new  showroom  and  offices  of  the  Lincoln  Products  Corp.  at  1010  Sunrise  Highway, 
between  Baldwin  and  Rockville  Centre,  L.  I. 


Lincoln  Prod.  Corp.  Opens 
New  Plant  And  Offices 

1'he  new  showroom  anti  oilices 
(tf  Lincoln  Products  Corp.  were 
opened  with  much  fanfare  on  April 
HI.  heralded  by  full  pa^e  ads  and 
news  stories  in  the  local  papers. 
1’he  oflicial  snipping  of  the  ribbon 
by  Na.ssau  County’s  top  executive. 

Holly  Patter.son.  marked  the 
opening  of  the  4.000  .sq.  ft.  .stucco 
and  brick  building  at  1010  Sunri.se 
Highway,  between  Baldwin  and 
Rockville  Centre. 

Arnold  B.  Mallins  acted  as  host 
for  a  preview  for  the  trade  on 
Friday.  April  2.‘L  Founder  and 
President  of  Lincoln,  Mallins  looks 


Grover  Richards  (left)  Sales  Manager  of 
Youngstown  Industries  poses  with  Arnold 
B.  Mallins,  President  of  Lincoln  Products 
Corp.  at  the  opening  of  Lincoln's  new  show* 
room  ond  offices. 


forward  to  increased  operating 
etliciency  as  a  result  of  his  in- 
crea.sed  factory  working  space. 
'I'he  oilices  and  showroom  used  to 
l>e  located  in  the  factory,  which 
is  on  the  .same  property  but  .set 
farther  back  from  the  thorough¬ 
fare. 

The  entire  front  and  part  of  the 
sides  of  the  building  are  enclo.sed 
in  glass,  showing  to  advantage  the 
firm’s  product.s — Sto-A-Co  combin¬ 
ation  windows  and  doors,  Shieldall 
iContinned  on  Page  78) 

«  4c 

New  Distributors  For  Plexolite 

The  Plexolite  Corporation  of  El 
Segundo,  Calif.,  has  announced  the 
following  new  li.st  of  regional  dis¬ 
tributors:  Albuquerque.  .V.  M. — 
h^iberglas  Engineering  &  Supply 
Co.,  1011  Sawmill  Rd.,  N.  \\\;  Den¬ 
ver,  Colo.  —  Con.struction  Special¬ 
ties  Co.,  2625  Walnut  St. ;  Houston, 
Te.mn.  —  W.  L.  Macatee  &l  Sons, 
Inc.,  103  Austin  St.;  Oklahoma 
Citjf,  Okla.  —  Kilpatrick  Bros.,  820 
X.  W.  4th  St.;  Phoenix,  Anz. — 
Fiberglas  Engineering  &  Supply 
Co.,  1880  W.  Fillmore  Ave. ;  Salt 
Lake  City,  Utah  —  Fiberglas  Engi¬ 
neering  &  Supply  Co.,  336  S.  3rd 
St.,  W.  ;  San  A  ntonio,  T exaft  — 


Builders  Specialty  Co.,  931  VV’.  Hil¬ 
debrand  Ave. 

“This  is  a  start  in  our  program 
of  expanded  di.stribution  for  Plexo¬ 
lite  Fiberglas  panels,’’  stated  Mr. 
David  S.  Perry,  President  of  Plexo¬ 
lite  Corporation.  Our  new  distribu¬ 
tors  along  with  their  dealers  will 
be  adequately  equipped  to  service 
homeowners,  architects  and  con¬ 
tractors  with  the  be.st  .sales  aids 
and  advertising  support.  Distribu¬ 
tors  will  maintain  complete  stocks 
of  Plexolite  corrugated  and  flat 
panels.’’  Mr.  Perry  al.so  indicated 
that  more  distributors  will  soon  be 
named. 

*  * 

Seaview  Starts 

$200,000  Expansion  Program 

With  the  recent  acquisition  of 
the  inventory  and  equipment  of 
Alfab  Manufacturing  Company’s 
Miami  plant,  Paul  Rimmeir,  Presi¬ 
dent  of  SeaView  All-Aluminum 
Awnings,  has  announced  a  one 
year  program  of  expansion  involv¬ 
ing  an  investment  of  $200,000. 

The  Alfab  plant  will  add  $70,000 
in  tool  and  die  equipment  to  Sea- 
View’s  pre.sent  manufacturing  ca¬ 
pacity  and  will  be  a  factor  in 
tripling  Sea\’iew’s  production  dur¬ 
ing  the  coming  year.  This  will 
sustain  SeaView’s  position  as  the 
large.st  manufacturer  of  All-Alu¬ 
minum  awnings  and  carports  in 
the  South.  It  is  akso  a  part  of 
another  South  Florida  industrial 
success  story. 

“SeaView’s  growth  is  an  out¬ 
standing  tribute  to  the  quality  of 
our  awnings  and  carports’’,  Mr. 
Remmeir  .said.’’  We  started  in  1951 
with  only  two  employees.  Then  we 
outfitted  a  mobile  customer’s  .serv¬ 
ice  truck  equipped  for  precision 
in.stallations  and  .service.  This  has 
resulted  in  thousands  of  SeaView 
owners  who  have  constantly 
boosted  both  our  products  and  our 
service.  We  now  have  168  em¬ 
ployees  and  our  local  and  national 
.sales  volume  is  in  exce.ss  of  $1,000,- 
000  annually.” 

(Continued  on  Page  54) 
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N.  J.  Jalousie  Dealei's  Pricing  System 

Helps  Salesmen  Estimate  lob  Costs  Quickly 


By  O.  J.  MARK 
Special  Correspondent 
Building  Specialties 


PROBLEM  No.  1  in  jalousie  .sell- 
injr,  how  to  break  through  into 
public  acceptance  in  the  north, 
seems  pretty  well  solved  by  now. 
The  next  bip  problem  is  how  to 
make  an  estimate  of  a  jalousie 
installation  that  will  not  be  so  low 
as  to  make  you  go  broke,  or  so 
hijrh  as  to  lose  a  sale. 

Paul  Blatt,  president  of  Weather 
('onditioninp  Co.,  of  74  South 
Essex,  Oranpe,  N.  J.,  has  put  his 
bitter  experience  to  work  for  him, 
and  has  come  up  with  a  system  of 
pricing:  that  lets  a  .salesman  make 
a  firm  estimate  durinjr  his  first 
visit  to  a  prospect.  The  technique 
is  flexible  enouph  to  allow  for  any 
footape  of  pla.ss,  any  size  bulkhead. 


Above:  Paul  Blatt,  president  of  Aluminum 
Products  Distributors,  Inc.,  Weather  Con* 
ditioning  Co.,  Inc.,  and  the  New  Jersey 
Guild  of  Nersica,  at  his  desk  at  his  Orange, 
N.  J.,  headquarters. 

any  lengths  of  shoe  or  header. 

After  a  couple  of  years  of  hap¬ 
hazard  by-gues.s-and-by-god  pric¬ 


ing,  Blatt  had  enough  data  on  his 
own  in.stallations  available  to  do 
some  co.st  analysis.  He  went  over 
the  history  of  every  jalousie  job 
he  had  done  (and  those  he  had  lost 
because  of  over-safe  e.stimating), 
and  compared  estimate  with  actual 
cost.  He  broke  down  every  job 
into  its  components  —  bulkheads, 
jalousies,  door  frames,  and  after 
much  comparing  of  linear  foot  and 
square  foot  costs,  came  up  with 
his  answer. 

He  makes  a  seperate  measure  of 
bulkheads  needed,  and  sets  a 
.square  footage  price  (about  $4). 


Above:  Big  moment  in  Orange:  the  trailer 
from  Florida  arrives  with  a  shipment  of  ex¬ 
trusions  for  Arnold  jalousies. 


There  is  a  .separate  linear  foot 
price  for  the  shoe,  different  for 
concrete,  wood,  wood  sheathed  in 
aluminum,  or  aluminum  extrusion. 
Then  there  is  a  figure  for  the  scrib¬ 
ing  to  be  done,  on  a  linear  measure, 
and  reflecting  the  kind  of  siding 
material  to  be  matched  —  brick, 
clapboard,  asphalt,  asbestos,  or 
column  work.  Building  a  header 
down  from  the  upper  plate  involves 
(Conti tnted  on  Page  94) 


Left:  Blatt,  left,  and  Seymour  Holub,  man¬ 
ager  of  the  jalousie  operation,  take  a  look 
over  the  jalousie  assembly  room.  The  worker 
in  the  background  is  unpacking  a  shipment 
of  glass  from  Belgium. 


<St  Home  Improvement  Dealer 


53 


.  S.  Reporter . . . 


{Continued  from  Page  52) 


Gries  Re-organizes; 

Forms  3  New  Depts. 

In  line  with  their  over-all  expan¬ 
sion  projrram,  dries  Reproducer 
dorporation  has  re-orjfanized  their 
Sales  Division  in  a  move  that  es- 
tahlishes  three  new  divisional  de¬ 
partments,  all  to  remain  under  the 
sui)ervision  of  Joseph  Saks,  Direc¬ 
tor  of  Sales.  The  new  set-up,  ac- 
cordinpr  to  an  announcement  by 
Otto  dries,  president  of  the  firm, 
will  answer  the  increased  service 
demands  of  a  rapidly-prowinjf  cus¬ 
tomer  list,  as  well  as  result  in 
y^reater  sales  effect ivene.ss. 


Joseph  Saks 


Named  to  the  three  new  depart¬ 
ments  —  Sales,  Order  and  Adver¬ 
tising —  are;  ('arl  L,  Cha.se,  as 
Sales  Manager  and  Jack  Maher  as 
Assistant  Sales  Manager  and  Ad¬ 
vertising  Manager.  Peter  White  is 
Manager  of  the  Order  Department, 
and  Jack  J.  McDermott  takes  the 
l)o.st  of  Sales  Department  Engi¬ 
neer.  Edward  L.  Brancato  a.ssumes 
the  duties  of  Sales  Correspondent. 
.All  will  work  closely  with  Mr.  Saks, 
who,  as  Director  of  Sales,  heads 
the  entire  division. 

The  divisional  re-organization 
reflects  the  recent  physical  expan¬ 
sion  of  the  firm,  which  took  pos.ses- 
sion  of  a  new  two-story  brick  and 
steel  plant,  125  Beech  wood  Ave., 
New  Rochelle,  la.st  August.  The 
new  building,  a  100,000  square  foot 
structure,  was  specifically  planned 
and  built  by  Gries  to  provide  maxi¬ 
mum  precision  and  efficiency,  and 


has  already  resulted  in  an  increase 
of  per.sonnel  from  200  to  800.  It  is 
situated  on  a  three-acre  site  that 
provides  complete  staff  and  visitor 
parking  facilities. 

The  re-organization  also  reflects 
on  the  accomplishments  of  Sales 
Director  Saks,  Mr.  Gries  said.  Mr. 
Saks  has  been  an  integral  part  of 
the  Gries  operation  for  20  of  the 
firm’s  86  years,  during  which  time 
Gries  has  gained  national  recogni¬ 
tion  for  the  design  and  manufac¬ 
ture  of  special  machinery,  tools, 
and  tiny  plastic  parts  and  has 
become  the  country’s  large.st  pro¬ 
ducer  of  small  zinc  die  castings  and 
die  cast  metal  products,  such  as 
wing  nuts,  tubular  rivets,  cap  nuts, 
gears  and  pinions,  cup  hooks  and 

“intercast”  multiple  part  units. 

*  * 

Wayne  Plant  Manager 
Named  By  Awnoir 

The  Awnair  Corporation  of 
America  announces  the  recent  ap¬ 
pointment  of  Nicholas  A.  Vetere 
as  plant  manager  at  the  Awnair 
Wayne,  N.  J.,  plant.  A  mechanical 
engineer,  Mr.  Vetere  is  in  charge 
of  manufacturing,  design  and  de¬ 
velopment  of  awnings  for  the  cor¬ 
poration. 


Nicholas  A.  Vei'ere 


Mr.  Alex  Levine,  President  of 
the  Awnair  Corporation,  says  that 
Mr.  Vetere’s  former  experience 
with  and  knowledge  of  metal  prod¬ 
ucts  is  of  extreme  importance  and 
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help  to  their  rapidly  expanding 
operations.  Awnair  is  the  adjust¬ 
able  aluminum  awning  with  exclu¬ 
sive,  patented  indoor  knob  control. 

Before  joining  Awnair,  Mr.  Ve¬ 
tere  was  production  manager  of 
the  Standard  Steel  Corporation, 
whei'e  for  eight  years  he  was  active 
in  all  phases  of  production,  engi¬ 
neering  and  management. 

*  *  * 

Kaiser  Alum.  Siding  Now 
Made  By  Federal  Bldg.  Prod. 

Mr.  Charles  C.  Davis,  Vice-Presi¬ 
dent  and  General  Manager  of  Fed¬ 
eral  Building  Products  Corpora¬ 
tion  of  Milwaukee,  has  announced 
that  his  firm  has  taken  over  com¬ 
plete  production  of  Kaiser  Alumi¬ 
num  Siding,  formerly  manufac¬ 
tured  by  the  Kaiser  Aluminum  and 
Chemical  Corporation  at  Trent- 
wood,  Washington. 


Charles  C.  Davis 


According  to  Davis,  Federal,  of 
181  W.  Seeboth  St.,  will  manufac¬ 
ture  this  famous  product  under  the 
brand  name  “Koralum”,  and  he 
al.so  made  it  clear  that  the  change 
in  name  will  be  the  only  change 
made.  All  manufacturing  rights 
and  precision  machinery  used  in 
production  of  this  outstanding 
aluminum  siding  have  been 
acquired  by  Federal  and  the  prod¬ 
uct  will  be  manufactured  and  dis¬ 
tributed  in  Milwaukee. 

Koralum  Aluminum  Siding  re¬ 
tains  all  the  out.standing  features 
which  made  Kaiser  Aluminum  Sid¬ 
ing  .so  popular  with  homeowners 
and  applicators,  including  the  ex¬ 
clusive  curved  surface  which  elimi¬ 
nates  any  chance  of  ripples,  waves 
or  buckles.  It  is  con.structed  from 
a  full-hard  aluminum  alloy  w’hich 
contains  manganese,  an  element 
used  to  harden  steel. 

{Continued  on  Page  56) 
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SAL^S 


/ILl/iWfiVl/iWr  ytivo  PLASTiC  GLASS 
AWIAMIVGS  HOLD  THE  AIVSWER 


boeausc 


the  naturally  bt'autiful  horizontal  lints 
cannot  be  confused  with  any  other  aluminum  or  plastic 
glass  awning.  Of  more  than  100  awnings  today,  70%  or 
more  are  of  one  basic  design,  LOCK  VENT  is  decidedly 
different. 


•  bcM?ausc 


you  are  furnished  all  component  parts; 
there  is  no  shortage  of  materials  and  you  control  your  own 
delivery.  Labor  costs  are  significantly  reduced,  tbanks  to 
LOCK  vent’s  simplicity  of  design. 

>  because  your  margin  of  profit  is  greater;  only 
LOCK  VENT  offers  you  a  cust«»m  awning,  built  in  your 
own  shop,  for  less  than  10c  per  square  foot  assembly  cost. 

Don’t  delay,  write,  wire  or  call 
today,  before  tbe  franchise  is 
closed  in  your  area: 

LOCK  VENT,  INC. 
r.O.  BOX  8r>85 
RICHMOND  26.  VIRGINIA 
PHONE:  CHESTER  2.161 


Home  Improvement  Dealer 
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National  Sis.  Mgr.  Named 
By  R.  B.  Leonard 

Mr.  R.  H.  Leonard,  of  R.  II. 
Leonard.  Inc.,  5775  N.  VV.  ,‘?5  C'oiirt, 
man n fact urer.s  of  the  Air-Viie 
Aluminum  Awning?  Window.s, 
Miami,  ha.s  announced  the  appoint¬ 
ment  of  h'rank  Ro.sendahl  at  Na¬ 
tional  Sale.s  Manajrer. 


Frank  Rosendahl 


Mr.  Ro.sendahl  is  well  known  in 
the  window  field,  particularly  in 
Florida  where  he  is  recognized  as 
one  of  the  top  authorities  on  jalou¬ 
sies  and  aluminum  windows.  He 
pioneered  in  the  sales  of  jrlass 
jalousies  as  sales  manager  for  the 
Air-Vue  Jalousie  Company.  Mr. 
Ro.sendahl  left  that  organization 
to  become  president  of  the  ARC 
('on.struction  Products  where  he 
tlirected  all  .sales.  He  .sold  his  in¬ 
terest  about  a  year  ago  to  take  over 
the  national  sales  for  the  Adams 
Kngineering  Company  in  Miami, 
which  position  he  held  until  joining 
R.  H.  Leonard,  Inc.  recently. 

“When  Mr.  Leonard  pre.sented 
the  opportunity  of  joining  his  or¬ 
ganization  as  National  Sales  Man¬ 
ager,”  Mr,  Rosendahl  commented, 
"I  was  particularly  pleased  becau.se 
Pve  had  a  considerable  respect  for 
his  products.” 

Mr.  Ro.sendahl’s  thorough  knowl¬ 
edge  of  the  window  business  has 
made  him  one  of  the  most  .sought- 
after  men  in  this  field.  Mr.  Leonard 


i-ealized  the  importance  of  a  toj) 
window-man  as  National  Sales 
.Manager  and  consequently  was 
pleased  to  make  this  appointment. 
During  the  short  time  with  the 
company,  he  ha.s  already  effected 
the  appointment  of  .several  sub¬ 
stantial  dealers  and  distributors. 

«  *  * 

Ajax  Changes  Name, 

Product 

In  mid-April,  the  Ajax  Alumi¬ 
num  Window  Mfg.  Co.,  of  Grand 
Rapids,  Michigan,  became  Ajax 
Aluminum,  Inc.  —  a  change  corres¬ 
ponding  to  the  change  in  emphasis 
from  the  storm  window  they  pro¬ 
duced  and  distributed  originally,  to 
their  new  combination  door. 

A  short  time  after  forming 
Ajax,  the  two  partners,  Harry 
Solomon  and  Maurice  H.  Blyveis, 
were  impre.s.sed  with  the  need  for 
a  combination  door  designed  for 
the  dealer  and  builder  as  well  as 
the  home  owner.  Designed  and  put 
into  production,  demand  for  this 
door  was  such  that  a  new  20,000 
.square  foot  building  ha.s  been 
added  to  the  original  7000  .square 
foot  plant. 

Mr.  Blyveis,  who  is  the  Vice- 
President  Design  Engineer,  ha.s 
had  consultant  engineering  experi¬ 
ence  during  the  war  at  the  Vultee 
Boml)er  Plant.  It  was  here  that 
his  first  interest  in  aluminum  ex¬ 
trusion  was  aroused.  For  Aiax, 


Blyveis  has  designed  .sj)ecial  equip¬ 
ment  and  (piality  control  measures 
to  streamline  pioduction.  Mr.  Solo¬ 
mon,  President  and  Sales  Manager 


Maurice  H.  Blyveis 


Harry  Solomon 


of  Ajax  Aluminum,  contributes  25 
years  of  experience  in  .sales  and 
.sales  organization  in  aluminum 
and  other  metal  products. 

Inselbric  Nersica  Booth 
Gets  Favorable  Reaction 

According  to  Earl  Littman, 
Director  of  Advertising,  who  is  be¬ 
hind  the  camera  at  the  In.selbric 
Insulating  Siding  Products  booth 
of  the  recent  Nersica  convention. 
Hotel  Statler,  N,  Y.,  more  than 
iConfinned  on  Page  58) 
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INCREASE 
YOUR  PROFITS 
WITH 


the  new 


A  Practical,  Low-Cost  10^  x  20  Shelter 


ALL  ALUMINUM 

ORNAMENTAL 
IRON  PILASTERS 

MODERN  BEAUTY 
NO  UPKEEP 

BUILT  TO  LAST 
IN  ANY  CLIMATE 

EASY  INSTALLATION 
IMMEDIATE  DELIVERY 
ANY  SIZE  AVAILABLE 


FOR: 

CAR  PORTS 

PORCHES 

PATIOS 


MOTELS 
STORES 
AUTO  LOTS 


WRITE  OR  CALL  TODAY 


EXCLUSIVE  DEALERSHIPS  OPEN 


,  W  .  ^  \  \  ‘  ‘  ^ 

1293  E.  Broad  Street,  Columbus,  Ohio 

EVergreen  9545 


<S  Home  Improvement  Dealer 
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{('out  in  IK  (i  from  P(t(j(  56) 


1,500  dealers  visited  to  have  their 
photos  taken  and  placed  on  the 
cover  of  a  Life  Magazine  promo¬ 
tion  j)iece.  “The  reaction  to  this 
merchandising  stunt  has  been  tre¬ 
mendous”,  accordinjr  to  Mr.  Litt- 
man,  who  jjoes  on  to  say  “that  none 
of  oui-  literature  was  wasted  and 
we  believe  the  merchandising  affect 
of  our  “Get  on  the  Inselbric  lirand- 
Wajron  propam  was  effectively  pre¬ 
sented  to  our  customers”.  Reports 
have  been  coming  in  from  Nersica 
visitors  that  they  have  kept  the 
In.selbric  folder  with  their  own 
photo  as  a  valued  souvenir  of  the 
’54  convention.  All  Inselbric  In¬ 
sulating^  Sidinjr  products  are  dis¬ 
tributed  nationally  by  Jones  and 
Brown,  Inc.,  489  Sixth  Ave.,  Pitts¬ 
burgh  19,  Pa. 

*  *  * 

Sales  Seminar  Held 
By  Alwintite 

Alwintite  Division  of  General 
Bronze  Gorp.  held  its  1954  Sales 
Seminar  for  combination  window 
di.stributors  and  dealers  at  the 
Hotel  Roosevelt,  New  York,  on 
April  22nd.  After  a  mes.sage  of 
welcome  by  C.  P.  Pratzner,  Sales 
Manager  and  speeches  by  C.  T. 
Carter,  Vice-President,  and  M.  S. 
Salomon,  Secretary,  Mr.  Pratzner 
presented  new  Alwintite  products 
to  the  a.s.sembled  dealers  and  dis¬ 
tributors.  Placed  on  display  were 
new  triple  channell  combination 
window,  new  combination  window 
and  new  combination  windows 


Above:  (I.  to  r.)  H.  G.  Munro,  vice  pres. 
Skanton  Aluminum  Corp.;  C.  P.  Pratzner, 
sales  mgr.,  Alwintite;  T.  M.  P.  Wagner, 
exec,  vice  pres.,  Wildrick  &  Miller. 


Above:  (I.  to  r.)  Lloyd  Oppenheim,  George 
Schiroga  of  the  Stetson  Window  Co.,  Bel¬ 
mont,  Mass.,  and  C.  T.  Carter  of  General 
Bronze  Corp. 


and  .sales  promotion  projfram.  He 
di.scussed  the  company’s  advertis- 
iiiK  support  for  dealers  and  di.s¬ 
tributors,  which  will  jro  on  into 
the  fall  and  continue  into  1955. 
The  addition  of  .several  new  .sellinj;: 
tools  to  help  dealers  close  sales  was 
al.so  di.scussed.  Stuart  Erwin,  the 
film  star,  Kuve  a  speech  entitled. 
“The  World’s  Greate.st  Salesman 


look  at  advertising.”  T.  M.  P. 
Wajrner,  Executive  Vice-President 
of  Wildrick  &  Miller,  advertising 
agency,  spoke  on  “Take  the  (’) 
Out  of  the  Combination  Window 
Business.”  The  meeting  was  sum¬ 
marized  by  T.  C.  Carter,  \’ice- 
President  of  General  Bronze. 

s;: 

Allan  Gardner  To  Be  N.  Y. 
Season-all  Distributor 

Allan  Gardner  Co.,  Inc.,  375 
Jericho  Turnpike,  Laurel  Park, 
N.  Y.  has  been  appointed  dis¬ 
tributor  of  Sea.son-All  Storm  Win¬ 
dows  according  to  Frank  Gurrell, 
President  of  Sea.son-all  Sales  Corp., 
Pittsburjrh,  Pa.  The  Allan  Gard¬ 
ner  Co.  will  cover  all  of  New  York 
City,  Nas.sau,  Suffolk  and  We.st- 
chester  Counties.  They  will  handle 
the  Sea.son-all  outside  casement 
storm  sash  and  new  triple  track 
combination  aluminum  window. 
Mr.  Gardner,  president  of  Allan 
Gardner  Co.,  .said  that  he  will  carry 
sutlicient  completely  as.sembled 
windows  in  his  warehou.se  to  pro¬ 
vide  immediate  delivery  to  all 
dealers. 

He  has  been  in  business  since 
1940  and  brought  the  Aksco  win¬ 
dow  to  New  York  in  1946.  Si.x 
months  later,  he  took  on  the  Hun¬ 
ter  line  of  storm  windows  and 
remained  with  them  until  recently. 
He  has  a  larjre  parage  building, 
complete  with  warehou.se  store¬ 
room  and  oflices.  Gardner  is  especi¬ 
ally  proud  of  the  huge  job  that 
he  did  in  June-August  1948  when 
he  hung  716  aluminum  combina¬ 
tion  windows  on  the  Roo.sevelt 
Apartment  Houses  in  Queens, 
N.  Y.  C. 

{Continued  on  Puf/e  60) 


with  ca.sements  including  the  piggy 
back  and  inside  installation  types, 
as  well  as  a  new  storm  .sash  that 
Jits  the  windows.  This  was  fol¬ 
lowed  by  luncheon  at  which  Mr. 
A.  S.  Saphier,  President  of  General 
Bronze  Corp.  addres.sed  dealers 
and  di.stributors. 

Following  the  luncheon,  R.  E. 
Gilbert,  Advertising  Manager,  out¬ 
lined  the  company’s  advertising 


Above:  fhe  Allan  Gardner  Co.,  Inc.,  showroom  and  office  of  375  Jericho  Turnpike,  Lourel 
Pork,  N.  Y. 
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JONES  &  BROWN,  INC 

439  SIXTH  AVE. 
Pittsburgh  19,  Pennsylvania 


INSULATING  BOARD  adds 

the  third  dimension  to  the  World's  Finest 


OIIAENSIOH 


Jobbers,  Dealers,  Salesmen— this  is  it!  The  hottest  siding 
product  since  Inselbric  itself!  It's  got  everything!  Beauty 
that  never  shows  its  age— aluminum  that  looks  like  charm¬ 
ing  new  clapboard— the  deepest  shadow-line  on  the  mar¬ 
ket— and  Insulation  they  can  actually  see! 

Yes,  it  has  more  of  everything  than  any  other  Aluminum 
Siding— plus  thick  insulation  board  that  locks  out  heat 
or  cold— that  acts  as  a  built-in  shock  absorber  to  end 
damage  or  dents— that  eliminates  the  rattle  of  rain.  3D- 
Inselum  is  the  siding  for  your  future!  It's  easier  to  sell— 
because  the  difference  is  so  easy  to  see  and  show! 

And  wait  till  you  see  the  promotion  package.  As 
dramatically  different  as  3D-INSELUM  itself, 
product  and  promotion  are  proof  again  that 
iJ  IhlSELBRIC  accepts  the  challenge  of  leadership  — 
t  and  stays  out  —  way  out  front! 

VV'RE/  WHITE  OR  PHONE  FOR  DETAILS 


J  3-DIMENSION  INSULATION 

Other  aluminum  sidings  have  aniy  length  and  width.  3D- 
Inselum  adds  depth  with  heavy  insulatian  board. 

2  THE  ONLY  SILENT  ALUMINUM  SIDING 

Eliminates  the  rattle  of  rain  or  hail.  Seals  out  street  and 
traffic  noisesi  Ends  dents  and  damagel 

2  GUARANTEED  TO  OUTLAST  THE 
WALLS  IT  COVERS 

Nothing  con  match  it  I  Nothing  can  mar  it  I  Time-proof! 
Noise-proof  I  Vermin-proof  I  Fire-safel 

Can  Be  Applied  In  The  Conventional  Manner 
Without  Insulation  Board 


Please  rush  me  the  complete  Pnce  —  Profit 
and  Selling  Story  on  3D-INSELUM.  I  om  o 

□  DEALER  □  DISTRIBUTOR 


NAME 


ADDRESS 


STATE 


Phone  Number. 


&  Home  Improvement  Dealer 


m 


.  S.  Repoitei . .  • 
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The  Season-all  Company  an¬ 
nounced  Gardner’s  distributorship 
by  taking?  a  larjfe  sized  ad  in  the 
Sunday,  April  11,  1954  issue  of  the 
New  York  Daily  News  and  the 
Lour  Island  Daily  Press. 

*  *  * 

Warner  Moves  To  Big 
New  Plant  in  Bloomiield 

Warner  Manufacturing  Co.  has 
completed  the  finishing  touches  on 
its  big  new  plant  at  265  Watsessing 
Ave.,  Bloomfield,  N.  J.  The  new 
plant  combines  the  company’s  two 
former  establishments  in  .Jer.sey 
City  and  Newark  and  adds  an  ex¬ 
trusion  operation.  Company  of¬ 
ficials  report  that  the  new  building 


Jack  Lipman 


Sam  Pokotilow 


provides  :U),000  .scpiare  feet  of 
working  s|)ace  and  8500  for  ofiices. 


Emerson,  Thermo,  New 
Dickey  Distributors 

Mr.  H.  L.  Dickey,  President  of 
the  Dickey  Mfg.  Co.,  115  Ontario 
St.,  Toledo,  Ohio,  announces  the 
appointment  of  two  new  distribu¬ 
tors  for  the  company’s  fiberglass 
awnings.  Emerson  Indu.stries,  Inc., 
Cambria  Heights,  L.  I.,  will  cover 
the  metropolitan  area  of  New 
York  City,  and  Thermo-Window 
Company  of  Shrewsbury,  Mass., 
will  have  all  of  New  England  as 
its  territory. 

In  addition,  Mr.  Dickey  .said, 
Mr.  Ed  Wilson,  formerly  with  the 


Shown  directly  above  are  (left)  Leonard  Lipman  and  (right)  Lou  Warner,  president  of 
Warner  Mfg.  Co.;  small  photos  show  (left)  Warner  Vice-President  Jack  Lipman  and  Sam 
Pokotilow.  Warner  Mfg.  Co.  recently  moved  its  plant  to  Bloomfield,  N.  J.  where  it  em¬ 
braces  35,000  square  feet  of  production  space.  Offices  are  air  conditioned  and  the  plant 
has  its  own  extrusion  press. 


Chamberlain  Company  branch  in 
Louisville,  Ky.,  has  been  appointed 
factory  repre.sentative  for  Ken¬ 
tucky  and  Tennessee,  and  is  now 
travelling  through  those  states. 
Mr.  Dickey  akso  announced  that 
8  new  colors,  chartreuse,  black  and 
brown,  have  been  added  to  the 
company’s  previous  9  colors,  mak¬ 
ing  a  total  of  12.  Commenting  on 
business  conditions,  the  Dickey 
Company  President  was  optimistic 
about  the  future  and  said  that  in- 
crea.sed  demand  had  compelled  him 
to  put  two  shifts  on  his  factory 
production  line. 

* 

NMAA  Convention  Jon.  23-26 
At  Hotel  Jung,  New  Orleans 

The  National  Metal  Awning  A.s- 
.sociation  recently  announced  to  its 
members  that  its  1955  convention 
will  be  held  in  New  Orleans  at 
the  Hotel  Jung  on  January  28rd 
through  26th.  Members  (only)  will 
be  invited  to  exhibit  industrial 
materials  and  awnings.  Individual 
company  .sales  meetings  in  con¬ 
junction  with  the  convention  will 
be  encouraged  if  in  keeping  with 
NMAA’s  aims.  Members  of  the 
Convention  Committee  for  1955 
are:  Lionel  Babin,  Jr.,  B  &  M; 
George  Ferber,  Ferber  Sheet 
Metal;  1).  J.  Showalter,  Showalter 
Mfg.  Co. ;  Jack  McCormack,  Four- 
Way  Metal  Awning  Co. ;  Robert 
('’hilders,  ('hilders  Mfg.  Co.  and 
D.  J.  Lane,  Aluma  Kraft  Mfg.  Co. 

The  As.sociation  informed  its 
members  that  NMMA  will  invest 
.$500  in  Air  Conditioned  Village. 
Au.stin,  Texas  home  project,  to  find 
out  if  air  conditioning  with  metal 
awnings  is  economically  practical 
on  $12,000  homes.  Results  of  this 
project  will  be  made  available  to 
members  of  NMMA  as  the  work 
goes  along.  Robert  Childers  of  the 
Childers  Mfg.  Co.  will  handle  the 
details  for  the  Association  with 
NAHB  officials  in  Austin. 

*  ♦  ♦ 

Canadian  Home  Project 
Features  Quikbrik 

Just  on  the  outskirts  of  Wind.sor, 
Ontario,  Canada,  is  a  tremendous 
(Continued  on  Page  108) 
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Eagle-Picher  is  offering  to 
qualified  men  a  few  exclusive 
dealer  and  distributor 
franchises  for  a  distinctive  and 
complete  line  of  storm  enclosures 


With  an  Eagle-Picher  franchise  you  get  a  name  that’s  been 
famous  for  quality  since  1843 — an  exclusive  territory — 
national  and  cooperative  advertising  backing— outstanding 
sales  helps  and  counsel — realistic  prices  and  discounts  and  an 
opportunity  to  make  REAL  PROFITS  while  building  an 
enviable  reputation  for  yourself. 


ERAYDO  metal  tracks  on  Kagle-Picher’s 
competitively  priced  Triple-Slide  Alumi¬ 
num  Combination  Storm  Window  give 
effortless,  jam-proof  sliding  year  after  year. 


STORM  ENCLOSURES  FOR  EVERY  OPENING 


HORIZONTAL 
SLIDING  WINDOWS 


PICTURE  WINDOWS  CASEMENT  WINDOWS 


PORCH  ENCLOSURES 


Budget  priced  Eagle- Picher  Metropolitan 
Double-Slide  Storm  Window  features 
“pivot -act  ion"  makes  washing  and  re¬ 
moval  easy,  safe  and  convenient. 


The  Eagle-Picher  Compony  •  Cincinnati  (1),  Ohio 


THE  EAGLE-PICHER  COMPANY 

Storm  Window  Deportment,  Cincinnati  (1),  Ohio 


I  am  interested  in  discussing  the  possibility  of  becoming  a  Q  Dealer  [3  Distributor 
with  the  Storm  Window  Department  of  The  Eagle-Picher  Company. 


Nome 


Business 


Address 


Completely  new,  popularly  priced  Eagle- 
Picher  Aluminum  Combination  Storm 
Door  gives  beauty  to  any  doorway. 


Stote. 


5t  Home  Improvement  Dealer 


Investigate  these 


quality  products 

with  the  big 

A  PROFIT 
S-  PLAXI 


Dhplay  Hm  THI-SiM  Imitiuti 
M  dktrA^tttr  mf 

mrodvtH  maitvtm€t¥r»(i  fcr 
ChorfM  C*.  9l  MIhNMpM. 


TRi-SEAL's  superbiy  designed,  feature-packed,  trou¬ 
ble-free,  triple-track  combination  aluminum  storm 
window  .  .  .  acclaimed  the  nation's  finest  .  .  .  con¬ 
tinues  to  evoke  and  inspire  the  enthusiastic  praise 
of  distributors,  quick  to  recognize  TRI-SEAL's  terrific 
profit-making  possibilities! 

Gadget-free,  easier  to  operate,  simple  to  demonstrate, 
quick  to  sell,  TRI-SEAL  has  earned  top-place  in  con¬ 
sumer  preference.  This  response  from  consumer  and 
distributor  alike  accounts  for  the  rapid  growth  of  the 
Charles  Co.  —  to  one  of  the  leaders  in  the  industry. 
Available  assembled  or  K-D.  We  will  send  an  engi¬ 
neer,  free  of  any  cost,  to  assist  you  in  setting-up  a 
K-D  plant.  When  he  leaves  you  will  be  ready  to  oper¬ 
ate  a  TRI-SEAL  franchise  on  a  K-D  basis. 

TRI-SEAL’S  PIANO-HINGE  DOOR 

. .  .1-1/6  inches  thick . . .  full  length  piano-hinge . . .  engineered,  designed 
and  constructed  la  eliminate  all  service  colls.  This  fealure-patked 
door  sells  itself. . .  means  more  sales  and  greater  profit  for  you! 


Investigate  the  several  valuable  territorial 
franchises  still  open.  Write  or  phone — 

•he  CHARLES  CO. 

228  NEW  STREET  •  PHILA.6,  PA. 
PHONE  WAinut  2-2660 

Three  Plants  To  Serve  You 


^  if  '  ’  Vv  ‘  3.’ '1  ? ' 
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Continues  their  rapid  expansion  due  to  the  fact  that 
Alhom  Products  have  consistently  maintained  their 
original  high  standard  of  quality. 

Not  only  has  Alhom  designed  a  quality  product, 
but  in  Alhom's  "Dealer  Consideration  Plan,"  ar¬ 
rangements  have  been  made  to  allow  for  greater 
profits. 

Another  Alhom  advantage  is  immediate  delivery,  of 
either  K.  D.  or  assembled  units. 

Alhom  also  offers  a  factory  guarantee  against  de¬ 
fects  in  workmanship  and  materials. 

Alhom  Products  have  been  tested  and  compared  in 
independent  laboratories,  by  qualified  technicians, 
and  have  been  rated  as  one  of  the  finest  products 
of  its  kind  in  the  storm  enclosure  Industry. 

We  of  Alhom,  offer  every  possible  consideration  to 
each  dealer  or  distributor  no  matter  how  large  or 
how  small  they  may  be.  For  further  Information 
please  call  us. 


WRITE 

WIRE 

OR 

CALL  TODAY! 


Complete  line  of 
storm  enclosure 
products  including 

Triple  Track 

''Alhom  Special" 
Self-Storing  Unit 

Casements 


Alhom  Deluxe 
and 

Alhom  Special 
Model  Doors 


All  K.  D.  units  are  completely 
fabricated. 


Extruded  Heat-treated 
Aluminum 


ALUMINUM  HOME  PRODUCTS  INC. 
BLOOM  AND  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 
CALHOUN  1494-1495 


Exclusive  Franchises  available. 


&  Home  Improvement  Dealer 
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SELL  THE  WINDOW 
THAT  SELLS  ITSELF! 


ETCHODIZED  for  lasting 
Satin  Finish  Boauty 

EZE-TILT  ACTION 

makos  windows 
oasy  to  cloan, 
insido  and  out, 
without  romoving  from  track 

Distributorships  still  open  in  AAossochusetts, 

Virginia  and  West  Virginia.  Write,  phone  or  wire 

S.  D.  DAVIS.  INC.  1220-28  Cherry  St,  Phila.  7.  Pa. 


D 


A 


T»AOE 


c 


o 


TRIPLE  TRACK 

ALUMINUM  COMBINATION  WINDOWS 


HOW’S  YOUR  "Hmri 


The  one  on  your  window  we  mean! 

Yes,  to  the  consumer,  the  people 
who  actually  use  it,  the  "Heart" 
of  any  Louver  or  Jalousie  window 
is  the  operating  device  mounted 
on  it. 

Don't  take  chances!  —  It  will 
certainly  pay  you  to  have  your 
window  operated  by  the  strongest, 
smoothest,  long-life  GUARANTEED 
Operator  available.  The  PARLYN 
r30  JALOUSIE  TYPE  OPERATOR. 

Write  your  own  preKription  now 
and  hove  a  "chonge  of  'Heart'  ". 
Chonge  to  PARLYN  —  the  best 
for  any  window. 


PARLYN  r30 
JALOUSIE 
OPERATOR 


VRITE  OR  WIRE 
FOR  COMPLETE 
INFORMATION. 


PARLYN,  LTD. 

Manufacturers  of  Qualify  Hardware 
1600  MONTEREY  PASS  ROAD,  MONTEREY  PARK,  CALIFORNIA 


On  the  House 

(CofitiuKed  from  Page  18) 

times  as  much  as  the  advertised 
price. 

The  salesmen  would  bring  a 
battered  sample  of  the  advertised 
product,  he  said,  and  then  proceed 
to  “knock”  the  item  while  trying 
to  sell  a  much  more  expensive  win¬ 
dow. 

The  salesmen  also  made  false 
claims  about  financing  and  deliv¬ 
ery,  he  said,  and  often  tried  to  get 
certificates  of  completion  .signed 
even  before  the  higher-priced  win¬ 
dows  were  installed. 

Gold.stein  pointed  oLit  that  if  the 
windows  were  sold  at  the  usually 
adverti.sed  price  of  $9.95  each,  the 
firm  would  be  selling  below  cost 
and  the  salesman  would  not  receive 
a  commission. 

Gold.stein  .said  that  the  markup 
even  among  the  legitimate  firms  in 
the  industry  ranges  up  to  150  per 
cent.  He  .said  the  indu.stry  last 
year  did  a  busine.ss  running  over 
^40, 000, 000. 

Since  .storm  windows,  properly 
in.stalled,  will  la.st  as  long  as  the 
hou.se  itself,  Gold.stein  said,  un- 
.scrupulous  dealers  did  not  have  to 
worry  about  good  will  or  future 
patronage  from  a  customer. 


Hints  to  Salesmen 

{Continued  from  Page  :}0) 

and  the  salesman  wrote  up  the 
order.  However,  instead  of  giving 
the  order  form  to  the  owner  for 
his  signature,  the  salesman  kept 
on  talking! 

After  the  .sale  was  practically 
consummated,  the  salesman 
started  to  talk  about  other  types 
of  materials!  The  owner  either  be¬ 
came  confused,  or  began  to  sus¬ 
pect  that  the  material  he  had 
specified  was  unsuitable.  He  final¬ 
ly  bluntly  told  the  salesman  that 
he  had  changed  his  mind  about 
doing  the  job  right  away  —  he 
(Continued  on  Page  74) 
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Now!  the  biggest  sales  builder  in  home  improvement! 


The  solid  individual  stone  facing.  It’s  live  steam  cured! 

Natural  rock  hewn  face,  stone  up  to  20"  long 

Comes  in  natural.  Crab  Orchard,  Sandstone,  or  Fieldstone  colors 

Bigger  profits!  Easier  sales!  No  risk  inventory! 


Glenstone  is  one  stand-out,  sure-fire  stone  fac¬ 
ing  seller  that  has  no  competition.  It's  priced 
right  and  made  right  to  handle  right!  You'll  sell 
it  faster  because  it  costs  less  and  applies  easier 
. . .  because  it  looks  better  and  does  more  for 
a  home.  You'll  create  more  beauty,  more  value 
. . .  produce  more  iobs  faster  with  GLENSTONE 
than  any  other  stone  product ...  and  make  a 
bigger  profit.  So  get  the  money  making  facts 
and  details  of  the  amazing  Glenstone  no-risk 
inventory  plan  now. 

Limited  number  of  protected  franchise  territories  still  open. 

Write,  wire,  or  phone 


F.H.A.  accepted  item 


Special  to  Glenstone  dealers 


UNIVERSAL  STONE  CORR  116  East  Merrick  Rd.  Freeport,  L.I.,  N.  Y. 

FReeport  9-4161 

— -ii—i— — -Fill  out  this  coupon  and  mail  today!——. 


We' show  you  hoW  to  set  up  yoOr  so^es  stoffy 
Sell  in  one  week! 

We  train  your  applicators. 

Applicate  within  2  weeks! 

We  plan  your  promotion  and  advertising. 

Results:  Qualified  leads  galore! 

End  results  .  .  .  Bonanza  in  3  weeks! 


Un>ersal  Stone  Corp. 
116  East  Merrick  Rd. 
Freeport,  L.  I.,  N.  Y. 

Please  send  me  full  in¬ 
formation  and  details 
on  Glenstone  and  your 
no-risk  inventory  plan. 


Name 

Company  Name 

Address 

City 


State 


<Sr  Home  Improvement  Dealer 


65 


JUNE  1954  BUILDING  SPECIALTIES 


"A  Man's  real  limitations  are  not  the  things  he  wants  to  do, 
but  cannot;  they  are  the  things  he  ought  to  do,  but  does 
not."  —Anonymous 


BATH  BHCtOSOB« 

giass  BA  j..  to 

'1. 

'«orte5\^ _ M 


N»w  Specialty  On  fli*  Market 

ShoweRites  are  splash  proof . . .  draft- 
free.  Made  of  lustrous,  special  finish 
heavy  extruded  aluminum.  Double  ball 
bearing  roller  doors  for  smooth  glid¬ 
ing.  "Water-seal"  insulated  glass  in 
choice  of  fluted  or  frosted. 

Installed  in  Minutes  With  Only  a  Screwdriver 

No  installation  iieadaches.  Goes  in  easily, 
quickly.  Fits  any  standard  5'  recessed  tub. 
Also  available  For  4V2'  and  5V2'  tubs. 

Get  in  on  the  ground  Floor  on  these  new 
end  glamorous  ShoweRite  Glass  Bath  En¬ 
closures.  Priced  way  under  similar  units, 
they  are  a  "Natural"  to  up  your  sales  and 
build  lasting  customer  satisFaction. 

BEFORE  BUYING  .  .  CHECK  THESE  FACTS 
Due  to  our  Superior  Buying  and  Engineering 
Facilities,  we  unconditionally  guarantee 
ShoweRite  to  be  the  lowest  priced  unit  of 
Its  kind  on  the  morket.  Write  For  full  par- 
ticulors  Write  to  Dept.  BS-6. 


THEODORE  EFRON 

turiiKj  Co. 

6434  S.  WENTWORTH  •  CHICAGO 
EASTERN  DISTRIBUTOR:  Stylofi  Company 
Clifton,  N.  J. 


By  GEORGE  SCHIRAGA  and 
LLOYD  OPPENHEIM 
Stetson  Window  Co.,  Belmont.  Mass. 

IN  THIS  fjreat,  wide  world  of 
ours  there  are  three  types  of 
sins  a  man  can  commit :  the  sin 
of  commission,  the  sin  of  omission, 
and  by  far  the  ^I’eatest,  the  sin 
of  procrastination. 

Yes,  the  sin  of  procrastination 
is  the  jrreatest  because  it  is  the 
sin  of  knowing  that  something 
should  be  done  and  yet  putting  it 
off  from  day  to  day,  week  to  week, 
year  to  year.  It  is  the  sin  which 
eventually  turns  promisinK  young 
men  into  doddering,  old  “might- 
have-been’s.”  It  is  the  sin  which 
cau.ses  the  wives  of  such  men  to 
acFpiire  wrinkled  brows,  a  worried 
look,  and  premature  gray  hair. 

Procra.stination,  believe  it  or 
not,  leads  to  the  downfall  of  more 
men  than  liquor  or  drugs.  Once 
this  habit  is  acquired,  furthermore, 
it  is  even  more  difficult  to  break 
than  tho.se  of  the  aforementioned. 
It  affects  not  only  a  man’s  busi- 
ne.ss  life,  but  his  personal  living 
as  well.  Unfortunately,  too,  it  is 
an  insidious  habit  which  can  take 
hold  of  a  man  almost  before  he  is 
aware  of  it. 

Procrastination  is  the  force 
which  keeps  a  man  from  learning 
enough  about  his  .sales  talk  or  busi¬ 
ness  to  write  a  .satisfactory  sales 
volume.  When  he  has  a  blank  day, 


he  tells  him.self  that  tomorrow  is 
the  day  on  which  he  will  begin 
to  “go  to  town.”  It  is  always  “to¬ 
morrow”  but,  as  in  the  story,  “to¬ 
morrow  never  comes.” 

Procrastination  is  the  force 
which  keeps  a  man  from  buying 
a  raincoat  to  wear  in  the  wet 
weather.  When  it  rains,  he  repri¬ 
mands  him.self  and  swears  that  he 
will  have  a  raincoat  by  the  time 
the  next  .storm  rolls  around.  Next 
storm  —  no  raincoat  —  no  orders 
—  no  pay  check  —  no  nothing. 

Procra.stination  is  the  force 
which  cau.ses  a  man  to  be  late  to 
work  in  the  morning.  When  the 
alarm  clock  rings,  he  must  go  back 
to  sleep  for  that  extra  five  minutes. 
Well,  the  five  minutes  stretch  into 
a  half  hour  or  more;  the  .salesman 
begins  work  late,  is  thrown  off 
stride  and  loses  a  day’s  pay.  Of 
course,  the  alarm  might  not  ring 
due  to  the  fact  the  salesman  has 
been  po.stponing  the  purcha.se  of 
said  clock.  Well,  we  all  know  that 
one  order  written  on  the  day  lost 
due  to  lateness  would  pay  for 
several  clocks. 

Defense  Mechanism 

Thei-e  are  many  men  who  u.se 
the  future  as  a  defense  mechanism. 
In  other  words,  they  thrust  all 
the  hard  work,  all  their  respon¬ 
sibilities,  all  the  good  deeds  they 
are  going  to  do,  into  the  future 
where  they  subcon.sciously  hope  all 
(Continued  on  Page  100) 
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MAIL  COUPON 
TODAY 


For  the  first  time  in  25  years! 

A  B&G  OCfAlfTF  DOOR  at  a  PHENOMEHAl  PRICE! 

You  benefit  from  our  vast  purchasing  power 
and  25  years  of  moss  production  achievement! 

Ifte  BiG  “SS”er 


Ovr  Anniversary  Present  To  You 


Extruded  bottom  expander  with  built-in 

Koroseal  weatherstripping -custom-fit  to  sill. 

Fingertip  "Glass- Screen”  Changeover 


Custom  Built  Frame  prevents  sagging 


Aluminum  Screen  Mesh  finest  available 


Attractive  pebble  patterned  aluminum  kick  plate. 


EXTRUDED 

BOTTOM  EXPANDER 


Mitred  corners  reinforced  with  special  die-cast 

gussets. 

Glass  inserts  cushioned  in  rubber  secured  by 

pressure  clips. 


Half-mortise  stainless  steel  hinges  —easy 


installation. 


Aluminum  hollow  mullions. 


Burglar  Proof  finger-tip  latch. 


HALF-MORTISE  HINGES 


Pneumatic  door  check.  •  Wind  chain. 


B&G  MFG.  CO. 

BOX  5786.  PITTSBURGH  8,  PA 


Manufacturing  Company 

BOX  5786, 
Pittsburgh  8,  Pa. 

6412  Stony  Island  Avenue 
Chicago  37,  III. 


Gentlemen:  Tm  interested  in  your  "55''er  door 


Name 


Address. 


NEW  Products— Ideas— Methods 

(Cotfti H iicf}  from  Paf/c  22) 


Unique  K.D.  Plan  For  Doors 
Set  Up  By  Elmont 

The  New  h^lmont  Plan  was  intro¬ 
duced  to  distributors  at  the  Ner- 
sica  show.  The  Semi-K.  I).  Plan  is 
as  follows.  The  Fdmont  (inality 
dooi-  is  shipped  to  distril)utors  com¬ 
pletely  as.sembled  inclndiny^  the 
jrlass  and  screen  inserts.  The  scrt'en 
insei’t  has  the  .screen  cloth  already 
in  it,  but  the  ydass  must  be  put 
into  the  jrlass  insert  by  the  disti’il)- 


ntor.  This  method  of  shii)pinK  pre¬ 
vents  kIhss  breakage  or  damage  to 
the  door;  al.so  the  freight  rate  clas¬ 
sification  is  lower  due  to  the  lessei' 
risk  involved  to  the  carriei'  ami 
lower  poundage  in  transit  conse- 
(piently  reduces  the  freight  cost 
per  door.  Installation  hardware  in¬ 
cludes  the  door  buck  with  half  con¬ 
cealed  stainless  .steel  hinges,  door 
sweep  of  Aluminum  and  vinyl. 
Storm  King  ('loser.  Ideal  latch  and 
all  necessary  screws  are  included. 

The  Elmont  door  is  precision  fab- 
!)ricated  of  lOO'X  extruded  63ST5 
Aluminum,  with  rugged,  mitred 
.sag-proof  corner  construction  with 
.sash  that  is  rattle  and  draft  free, 
in  15  16"  ribbed  face  and  1" 
smooth  face  frame,  quick  and  easy 
to  install.  It  is  4  to  5  pounds  heavier 
in  Aluminum  than  any  door  avail- 


al)le  in  a  comparative  price  range. 
P'lmont  doors  al.so  have  a  brand 
new  feature  —  a  special  finish  that 
gives  Aluminum  a  new  luxurious 
look. 

Elmont  Manufactui  ing  ( '<).,  Inc.. 
Dept  PS.  575  Hemi)stead  Turnpike, 
Elmont,  X.  Y. 

Sconzo  Jalousie  On 
Wood  And  Aluminum  Doors 

Louv-Air,  the  jalousie  manufac- 
tui  ed  by  Sconzo  and  Sons,  has  l)een 
incorporated  into  aluminum  and 
wood  jalousie  dooi-s. 

'I'he  manufacturer  says  that  the 
uni(pie  .selling  feature  of  the  Eouv- 
Air  jalousie,  available  for  the  first 
time  on  both  windows  and  dooi-s, 
is  the  built-in  louver-lock  clip. 
This  clip,  which  is  a  patented 
feature,  permits  removal  or  instal¬ 
lation  of  the  glass  slat  with  a 
simple  finger-tip  flip.  There  are  no 
loose  parts,  nothing  to  bend,  and 
no  splining  to  mess  with. 

Once  the  louver  is  sealed  with 
clip  it  stays  rattle-free  and 
weather-tight.  Louv-Air  aluminum 
doors  ai’e  1"  thick  and  come 
e(pni)ped  with  door  stops,  lock  and 
key,  chain,  stainle.ss  steel  concealed 
hinges,  embos.sed  kick  plate  and 
Z-bar.  Louv-Aii-  wood  doors  are 
lyi"  thick  with  all  the  built-in 
jalousie  features  that  are  incor¬ 
porated  into  the  Louv-Air  window 
plus  beauty  and  maximum  trouble- 
free  utility. 


Sconzo  &  Sons  Aluminum  Prod¬ 
ucts  Mfg.  Co.,  Dept.  RS,  Montauk 
Highway,  Bayi)ort,  L.  L,  X.  Y. 


Fiberglass  Shower  Door 
Now  Made  By  Ludmon 

A  new.  beautiful  fiberglass 
shower  door,  lightweight  but 
strong  as  steel,  that  can  be  in¬ 
stalled  in  any  standard  rece.s.sed 
tub  in  a  matter  of  minutes,  has 
been  introduced  by  Ludman  Cor¬ 
poration.  The  new  product  will  be 
sold  through  a  vast  network  of 
disti  ilnitoi  s,  jolibers  and  dealers 
throughout  the  country. 


This  unit  is  so  simple  to  as.semble 
and  install  that  it  re'juires  no 
unusual  tools  oj-  ecpiipment.  It 
comes  completely  packaged,  easy 
to  handle,  store  and  ship.  The 
features  of  Ludman’s  new  Showei’ 
Dooi-  1'nl)  Enclosui-e  includes  rust 
proof  sturdy  extruded  aluminum 
.sections,  anodized  foi’  added  beauty. 
Shatterproof  fi!)ergla.ss  that  will 
not  warp,  mold  oi*  mildew.  Jaml)s 
and  door  panel  frames  cushioned 
with  sponge  rubber  strips  to  elimi¬ 
nate  all  rattles.  Xylon  rollers  both 
at  the  top  and  bottom  of  the  door 
panels  for  lifetime  silent  operation. 
A  sloped  sill  section,  with  weep 
holes,  that  allows  water  to  drain 
back  into  the  tul).  LudmaiTs  entire 
closure  may  be  wii)ed  clean  in  a 
jiffy.  Door  panels  and  head  .section 
can  be  easily  removed  without  the 
use  of  tools. 

Ludman’s  new  three  (piarter  of 
a  million  dollar  plant  is  ready  ami 
able  to  meet  the  demand  for  their 
new  product.  This  new  Showei- 
Door  Tub  hbiclosure  is  available 
for  immediate  delivery  in  five 
})opular  '  frosty  decorator  colors. 
Ludman  Corj).,  Dei)t.  BS,  X. 
Miami,  F'la. 

(Coutiniofl  on  Paf/e  70) 
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Air  Fresh'ner  Device 
New  Remington  Feature 

After  two  summers  of  successful 
field  tests,  Reminjrton  C’orporation 
has  incorporated  as  standard 
ecpiipment  into  its  •  h.p.  deluxe 
window  air  conditioner,  an  exclu¬ 
sive  Air  Fresh’ner  device  contain¬ 
ing  chlorophyll  which  sweetens 
room  air  and  kills  odors  in  a  jiffy. 
Jointly  developed  by  Remington 
and  Airkem,  Inc.,  eiiKineers,  the 
new  Air  Fresh’ner  fits  snujrl.v  into 
the  side  of  the  unit  and  may  be 
turned  on  or  off  as  desired.  With 
normal  u.-5aKe.  one  container  lasts 
all  season;  replacements  are  easily 
available  at  about  79c.  The  new 
.\ii-  Fresh’ner  is  particularly 
recommended  for  u.se  in  dispelling 
tobacco  smoke,  cookinj?  and  other 
unplea.sant  odors.  Other  new  fea¬ 
tures  of  Remington’s  i  o  h.p.  deluxe 
window  unit  are  a  one-piece  tube 
type  cabinet  which  permits  in.stal- 
lation  almost  entirely  outside  or 
inside  the  window,  air  intake 
grilles  at  the  front  to  prevent  in¬ 


terference  with  drapes,  ultra-quiet 
operation,  a  thermostat  for  auto¬ 
matic  temperature  control  and 
optional  electric  heating.  Prices 

.start  at  about  $299.95. 

♦  ♦  ♦ 

Winick  Awnings 
In  10  Colors 

The  new  line  of  Winick  awnings 
have  the  following  quality  features, 
it  is  claimed :  plastic  strips  to  filter 
sunlight ;  aluminum  .strips  to  de¬ 
flect  heat ;  rugged  construction ; 


hidden  steel  supports;  aluminum 
sides  and  struts;  weather-resi.stant 
enamel  coating  available  in  10 
colors.  Longer  width  sizes  may  be 
made  by  joining  stock  size  awnings 
together ;  special  widths  and  pro¬ 
jections  available.  They  are  shipped 
K.D.  or  fully  assembled,  and  are 
popularly  priced. 


All  sizes  have  a  ^16  inch  projec¬ 
tion,  a  6  inch  front  ai)ron,  and  are 
ea.sy  to  install. 

A.  Winick  &  Sons,  Dept.  BS,  185 
Bradford  St..  Brooklyn  7,  N.  Y. 

* 

Hammer  Blow  Installs 
New  Blind  Rivet 

Installed  from  one  side  of  the 
job  by  one  man  working  without 
special  tools,  a  new  5  82"-diameter 
Southco  Blind  Rivet  is  applied  with 
only  a  hammer.  The  rivet  is  in¬ 
serted  into  a  hole,  and  the  pin 
protruding  from  the  rivet  head  is 
struck  with  a  hammer.  F'our  prongs 
on  the  blind  end  of  the  rivet  are 
thus  expanded,  forming  a  .second 
head  and  pulling  panels  tightly 
and  permanently  together. 


Since  the  head  appearance  is 
neat  and  attractive,  rio  finishing 
operations  are  needed ;  no  buffing 
or  grinding,  no  stem  to  be  trimmed. 
Because  pulling,  exploding,  or 


twisting  actions  are  unneces.sary, 
all  co.stly  special  expanding  tools 
are  eliminated.  Thus,  the  number 
of  workers  who  can  install  Southco 
Rivets  is  not  limited  by  the  number 
of  tools  present  in  the  plant. 

The  Southco  Blind  Rivet  is  now- 
produced  in  four  diameters  iVn", 
5  32",  3  16".  and  >  j")  and  in  a 
range  of  grip  lengths  from  1/32" 
to  ■»<.". 

W.  S.  (dement.  Dept.  BS,  Southco 
Division,  South  (’hester  (’orpora- 
tion,  Lester.  Pa. 

*  'fi 

Draftprooi,  Germproof 
Looky-Talky  Window! 

Ever  stop  to  think  that  the 
circular  oi)ening  on  the  window 
of  your  cashier’s  booth  is  a  natural 
entrance  not  only  for  cold  winter 
winds  and  uncomfortable  drafts, 
but  for  contagious  disease  germs 
as  well?  Now,  with  the  Sun-Sash 
Company’s  amazing  new  patented 
talk-thru  window,  “Looky-Talky”, 
your  cashier  no  longer  needs  to 
risk  these  exposures  —  because 
“Looky-Talky”,  the  window  that 
transmits  sound  as  if  there  wei’e 
no  window  at  all,  is  draft jtroof  and 
(fe  nn  proof . 


Looky-l'alky,  which  consi.sts  of 
an  outside  rim  and  a  flange  con¬ 
taining  an  inside  rim  and  a  mem¬ 
brane  in  its  carrying  frame,  takes 
only  minutes  to  in.stall.  Ju.st  cut 
a  circular  hole,  6-9  16"  in  diameter 
in  the  glass  window  and  then  in.sert 
Looky-Talky.  That’s  all  there  is 
to  it ! 

The  carrying  frame  w-ith  the 
membrane  may  be  opened  for 
transfer  of  papers  and,  in  warm 
w-eather,  for  additional  ventilation. 
A  removable  plate  for  burglar  pro¬ 
tection  is  provided  for  in.sertion 
when  the  window  is  not  in  u.se. 

Sun  Sash  Co.,  Dept.  BS,  38  Park 
Row.  N.  Y.  38.  N.  Y. 
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Nelson  Industries  Produces 
Awning,  Canopies,  Car  Ports 

A  new,  collapsible,  retractable, 
self-storinp  awning  of  coated  alu¬ 
minum  to  sell  in  the  low-priced 
field  has  been  announced  by  Nelson 
Industries  of  Pittsburgh,  Pa.  They 
are  available  in  K-I)  package  form, 
in  a  group  of  standard  sizes  rang¬ 
ing  from  30  inches  to  120  inches 
in  width.  Projection  and  drop  range 
from  20  inches  to  44  inches. 

An  adaptation  of  this  style  of 
awning  makes  it  posible  to  offer 
beautiful  fixed  door  canopies,  patio 
covers  and  car  ports  which  can  be 
(piickly  and  easily  installed.  All 
work  is  done  from  the  floor.  No 
climbing  is  necessary.  The  unique 
mounting  method  also  guarantees 
perfect  alignment,  one  with  an¬ 
other.  The  average  cost  per  square 
foot  to  the  homeowner  is  $1.50  for 
this  style. 

The  horizontal  striping  effect 
pre.sented  by  all  styles  of  the.se 
awnings  is  being  quickly  seized 
upon  by  dealers  as  one  of  the  lead¬ 
ing  sales  features  becau.se  of  its 
blending  with  the  ranch-type  con- 
.struction  .so  popular  today. 


AWNINO  IN  CLOSED  POSITION 
roios  NEATLY  AGAINST  MONnE. 


All  styles  are  very  sturdily  con¬ 
structed  and  expertly  engineered. 
They  are  finished  with  a  flint-like 
coating  of  lustrous  baked-on 
enamel.  Colors  available  are  red, 
terracotta,  dark  green,  light  green, 
light  blue,  dark  blue  and  gray.  All 
Nelson  Awnings  are  produced  with 
white  undercoat  creating  a  pin¬ 
stripe  effect  because  of  the  exclu¬ 
sive  patented  design. 

The.se  new  Nel.son  Awnings  have 
been  created  as  companion  items 


to  the  well-known  Nel.son  DeLu.xe 
Self-Storing  Awning  with  sides. 
This  attractive  product  is  offered 
to  the  trade  at  slightly  higher 
prices. 

Mr.  Fred  E.  Nelson,  General 
Manager  of  the  firm,  in  announcing 
this  new  awning,  states  their 
company  has  enlarged  its  capacity 
considerably  during  the  past  few 
months  in  order  to  continue  offei’- 
ing  i)rompt  deliveries  to  dealers 
throughout  the  United  States. 
Their  rapid  handling  of  all  orders 
in  this  modern  plant  permits  ship¬ 
ments  to  go  forward  via  motor 
freight  or  rail  within  .several  days 
of  receipt  of  the  order. 

Nel.son  Industries,  Dept.  HS,  115 
E.  Car.son  St.,  Pittsburgh  19,  Pa. 


Shower  Door  Adjusts 
Without  Fillers 

The  new  Beaiwy-Dor  Adjustable 
Shower  Door  introduces  many  new 
developments  in  design,  construc¬ 
tion  and  packaging  which  are  said 
to  make  it  the  easiest  to  handle  and 
simplest  to  install  of  any  showei' 
door. 

Heauti-Dor  has  completely  elimi¬ 
nated  the  need  for  fillers  of  any 
kind.  With  the  unique  self-adjust¬ 
ing  feature,  only  a  simple  adjust¬ 
ment  of  the  jambs  is  all  that  is 
required  to  assume  level  installa¬ 
tions  in  minimum  time.  They  are 
made  in  three  sizes  to  fit  openings : 
23 1./'  to  25",  25"  to  26 1./'  and 
26V-j"  to  28". 

Another  new  and  unusual  fea¬ 
ture  of  the  Beauty-Dor  is  that  it 
is  shipped  in  individual  cartons  — 
completely  assembled  —  and  ready 
to  install  as  it  comes  from  the 
factory.  The  glass  is  already  in- 
.stalled  making  the  door  a  complete 
unit.  There  is  no  cutting,  glazing 
or  extra  parts  required. 

The  manufacturer  claims  the 
pre-assembly  and  adjustable  fea¬ 
tures  offer  unheard  of  conveniences 
and  .savings  for  the  building  field. 
The  builder  no  longer  needs  special 
size  orders.  Shower  doors  can  be 
ordered  and  .stored  till  needed.  This 
saves  delays,  work  and  labor. 


The  Beauty-Dor  is  made  of  extra 
thick,  highly  polished,  heat  treated, 
rust  proof  aluminum.  Continuous 
piano  hinge,  self-draining  splash, 
positive  action  catch.  Heavy  7  32" 
glass  in  exclusive  “Sea  Foam”  pat¬ 
tern  adds  distinction  to  its  smart 
design. 


Shower  Enclosures,  Inc.,  Dept. 
BS,  1227  We.st  Devon  Avenue, 
Chicago  40,  Illinois. 

*  *  * 

Jasco  Introduces  New  Products 

Ja.sco  Aluminum  Products  (’orp.. 
New  Hyde  Park,  N.  Y.,  announces 
the  inclusion  of  two  new  types  of 
])roducts  in  its  line  of  e.xtruded 
aluminum  windows  and  doors.  A 
horizontal-sliding,  primary  window 
has  been  developed  to  meet  the 
I'ising  demand  for  this  type  of 
window  in  modern  ranch  homes. 
.Jalousie  storm  and  .screen  windows 
and  doors,  which  ])ermit  draft-free 
ventilation  without  loss  of  privacy, 
are  also  new  items  in  the  Ja.sco 
line.  Starting  this  month,  these 
l)roduct.s  will  be  introduced  in 
nationwide  trade  and  consumer 
ailvertising  camiiaigns  prepared  by 
A.  M.  Sneider  Co.,  New  York. 

* 

Improved  New  Awnair 
Awning  Available 

The  Awnair  Corporation  of 
America  has  designed  its  whole 
range  of  awnings  to  provide  ample 
light  or  shade  according  to  the 
cu.stomer’s  desire.  Each  Awnair 
window  and  door  installation  is 
(Continued  on  Page  72) 
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built  around  the  {)rinci|)Ie  of  rotat¬ 
ing?  louvres,  adjustable  via  a  freely 
moving?  indoor  knob  control. 

A  simple  twist  of  the  indoor 
knob  opens  the  Awnair  louvres  to 
admit  sun,  li^ht  and  view.  When 
real  protection  from  direct  sun¬ 
light  or  heavy  downpours  is  de¬ 
sired.  another  twist  of  the  knob 
closes  and  locks  the  aluminum 
louvres  to  form  a  sunproof,  water¬ 
tight  shield  above  the  window  or 
dooi*. 


Consumer  reaction,  accordinj?  to 
Arnold  Wasserman,  Sales  and 
Marketing?  Director  of  Awnair,  has 
been  extremely  encouraging.  In 
three  test  markets  alone,  sales  over 
the  past  year  have  amounted  to 
more  than  $2,000,000.00. 

Since  Awnair's  unique  “twi.st  it 
open — twist  it  closed”  feature  has 
proved  so  popular  in  window  and 
door  installations,  the  company  has 
turned  to  variations  of  this  theme 
for  its  large  i)atio  line.  Mr.  Nicho¬ 
las  Vetere,  production  manager  of 
the  Wayne  plant,  points  to  the  new 
line  of  Awnair  patios  as  the  suc¬ 
cessful  embodiment  of  this  think¬ 
ing.  These  new  patios,  built  around 
the  “clerestory”  design,  feature  a 
vertical  “step”  of  adjustable 


louvres,  alternating  with  near-hori¬ 
zontal  blanket  .sections  of  fixed 
louvres.  Again  it  will  be  po.ssible 
to  vary  the  amount  of  light  under 
the  patio  by  a  simple  twist  of  the 
control  knob. 

Mr.  V'etere  concludes  that  cur¬ 
rent  Awnair  products  have  found 
their  gratifying  consumer  response 
becau.se  of  creative  design  coupled 
with  year  long  engineering  experi¬ 
ence  ;  however,  he  does  not  propose 
to  let  matters  rest  there,  but  pre¬ 
dicts  the  introduction  in  the  near 
future  of  a  new  line  of  arched 
patios  of  .soaring  cantilever  design ; 
an  innovation,  he  .says,  just  as  fun¬ 
damental  in  its  implications  as  was 
the  first  Awnair  adjustable  awning. 

Over-The-Counter  Door  Hood 
Offered  By  Sunmaster 

A  new  departure  in  aluminum 
awning  distribution  was  announced 
recently  l>y  Arnold  Wasserman, 
Sales  Director  of  Sunmaster.  A 
comi)act.  ready-to-install  door  can- 
oi)y  will  be  made  available  by  re¬ 
gional  Sunmaster  manufacturers 
to  a  wide  variety  of  retailers  across 
the  country. 


Mr.  Wasserman  asserts  that 
plans  include  lumber  outlets  across 
the  nation  on  this  special  project, 
since  the  ever  growing  do-it-your¬ 
self  market  offers  a  preconditioned 
public  to  the  product. 

Self-installed  with  a  minimum  of 
labor,  this  door  hood  comes  in  a 


sparkling  white  field  color  with  fea¬ 
ture  stripes  in  a  choice  of  four 
shades.  The  coating  used  is  the 
famous  Porcenamel  luster  finish, 
roll  coated  on  the  alodizwl  alumi¬ 
num  under  tons  of  iiressure;  tough¬ 
er  than  the  metal  itself,  it  won’t 
crack,  peei,  fade  or  craze. 

Offered  in  four  sizes,  the  door 
hood  is  designed  to  fit  any  stand¬ 
ard  door  installation.  A  popular 
size  is  the  one  selling  at  $21).f)5 
retail;  cost  to  retailer  is  only 
$19.95,  providing  an  impressive 
$10.00  i^rofit  margin. 

Enquiries  to  the  Sunmaster 
Aluminum  Awning  (’ompany,  Has¬ 
kell,  New  Jersey. 

Aluminum  Metal  For 
Gliding  Windows 

The  patented,  a.r.b.  Remove-A- 
Glide  aluminum  metal  for  hori¬ 
zontal  gliding  windows  is  the  new¬ 
est  product  of  A.  R.  H.  Window 
Sales  Co.  The.se  metals  make  glid¬ 


ing  windows  removable  and  permit 
adjusting  for  ea.sy  operation.  The 
aluminum  metals,  with  three, 
spring  tension  adjusting  screw 
units,  are  permanently  affixed  to 
the  head  jamb.  They  exert  an  even 
pressure  over  the  entire  length  of 
the  window,  eliminating  rattles. 
Aluminum  sill  metals  have  .seep 
holes.  A  .special  metal  weatherstrip 
fits  between  the  two  windows. 

A.  R.  B.  Window  Sales  Co.,  Dept. 
BS,  306  E.  State  Fair  Ave., 
Detroit,  Mich. 

{Continued  on  Fofje  120) 


72 


JUNE  1954  BUILDING  SPECIALTIES 


Address 


ALL  WERNER  LADDERS  BEAR  THE 
GOOD  HOUSEKEEPING  SEAL 
OF  APPROVAL 


Manufacturers -Basic  Aluminum  Extrusions  and  Roll-formed  Products 


♦'/li’HV' 

295  FIFTH  AVE.  —  SALES  OFFICE  —  NEW  YORK  16,  N.  Y. 


R.  D.  WERNER  CO.,  INC.  —  SALES  OFFICE 
295  FIFTH  AVE.  —  NEW  YORK  16,  N.  Y. 

Send  complete  information  and  prices. 

Indicate  type  of  business  — 

[~|  Dealer  Q]  Wholesaler  Sales  Agent 

[n  Applicator  Q  Individual 


Here's  a  real  sales  clincher  V — I 

WERNER  I— I 

ALUMINUM  LADDERS  |_J  { 

The  LIGHTWEIGHT  Champ  that  \  \\  A  J 

wins  friends  easier  f; 

makes  more  sales  faster  —  v  4 

Aluminum  is  the  magic  metal  that  every  homeowner,  housewife  .  W. 

or  mechanic  looks  for  in  modern  living  conveniences,  appliances,  it  *'  Vly 

tools  and  home  improvement.  That's  why  the  WERNER  COM-  ^ 

PANY  chose  aluminum  as  the  strongest  and  most  durable  of  the  L  t't 

light  metals  for  ladder  construction.  WERNER  alumiladders  meet  V  y'\  ^ 

every  household  need.  It's  the  modern  lightweight  ladder  that  V  — ’-iW 

puts  you  within  easy,  safe  reach  of  anything  from  the  top  cup-  *  IV,  u\ 

board  in  the  kitchen  to  the  top  brick  in  the  chimney.  ,(*,  \  \  u 

High  strength,  aircraft  type  aluminum  extruded  sections,  riveted 

construction  and  the  efficient  design  of  WERNER  ladders  makes  ’  V  . 

this  product  the  finest  that  money  can  buy.  /  U  \  V. 

Reinforced  Red  Fiberglas,  another  one  of  today's  modern  mate- 

rials  is  used  for  the  top  step  on  WERNER  step  ladders  and  step  T,/*' 

stools.  I  i" 

Reach  the  TOP  in  ^ 

Sales  and  PROFITS 

WERNER 

ALUMILADDERS  >  !. 

'  MIGHTY-LITE  ^  J  \  t 

STEP  STOOLS  -  T  ' 

lOOFR  ^  <  {,  ^  -  y  ^ 

KJr  Handiest  thing  in  the  I  h  \  Lift  1,?  ^ 

kitchen!  Decorative  y  V  \  ^  I 

4  X  Red  Fiberglas  top  \  V 

J  step.  Serves  os  stool  's  \  \  w 

■,//  's\  H 

M  -  extra  strength.  Riv-  ,  \  ^ 

i  nonskid  insu-  A  \  \  i\  \ 

loted  rubber  feet.  A  Sj.T  1 1 

AK  Pocked  in  individ-  ^  ^ 

A  Size  and  Style  to  Meet  Every  Purpose  ^  j. 

Werner  steplodders  ore  available  in  3-4-5'6-8  BT 

and  10  foot  sizes. 

Werner  step  stools  ore  26''2  high.  -“ 

Werner  extension  and  single  ladders  ore  ovoil  Kjl 

able  in  o  complete  range  of  sizes  from  6  ft.  to 
.S?  ft. 

WRITE  TODAY  for  Complete  Information  and  Promotional  Program 
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VcA$HJ^on  the 

Mmci£  winm 

at  a  ^ 

MommeE!  m 


Modern  Engineering  Produces 
Marriage  of 
ALUMINUM  AND  TENITE 
To  Give  You  a 
LIFETIME  Friction -Free  Window! 


No  Customer 
Sales  Resistance  on  this 
Nationally  Advertised  Price! 


SECUR-RITE' 

Self-Storing  Aluminum 

2  TRACK  WINDOW 

Sell  RETAIL  At 

'15.88 

Any  Size  to  34"  x  34"  Prime  Glass  Size 
(68  United  Prime  Glass  Inches) 


MAKE  BIG  MONEY!  w 


V  'S 


BEATS  Highest  Priced  Units  for  Style  and 
Performance! 

UNDERSELLS  all  Quality  Windows  on  To¬ 
day's  Market! 

This  is  a  Window  that  Any  Home  Owner 
Can  Install  Himself! 

Sill  THIS  BIG 
PROFIT  MAKER  TODAY! 


SECURITY  Features  Low,  Low,  Prices  on  the 
Fastest •  Moving  Items  in  the  Specialty  Line! 
>f|^|yCASH  IN  on  the  DO-IT-YOURSELF  MARKETI 


SECURITY 

WINDOWS,  INC. 

Monvfocfurort 

111  TAYLOR  ST.  .  SPRINGFIELD,  MASS. 
PHONE  9-9172 


exclusive 

Storm  Window  field!  " 


Hints  to  Salesmen 

(CfnithitHfl  from  Page  64) 

wanted  more  time  to  “think  it 
over.”  That  was  the  death-knell 
for  this  sale — to  this  day  this  firm 
has  not  been  able  to  sell  that 
owner  on  having  his  house  sided. 

•  •  • 

Another  variation  of  thi.s  same 
theme  is  the  ca.se  where  a  sales¬ 
man  practically  wraps  up  a  job, 
and  then  starts  to  assure  the  pros¬ 
pect  that  they  made  a  wi.se  choice 
in  dealing  with  him  rather  than 
one  of  his  competitors.  Carried  too 
far,  this  can  not  only  lo.se  the  im¬ 
mediate  .sale,  but  ruin  a  firm’s 
reputation  in  that  neighborhood. 
Human  nature  is  contrary  —  the 
more  you  try  and  “knock”  your 
competition,  the  more  many  pros¬ 
pects  feel  that  you  are  the  ques¬ 
tionable  firm,  and  they  spread  the 
word  among  their  friends. 

All  in  all,  it  boils  down  to  one 
fundamental  fact:  wrap  up  the 
sale  as  quickly  and  gracefully  as 
possible,  .say  “thank  you”  quickly, 
and  then  quietly  put  on  your  hat 
and  get  out!  It  pays! 


"Strike  Up  Sales" 

{Cotiti)iii(fl  from  Page  44) 

Summiiiy 

You’ll  hear  that  match  books  and 
premiums  (and  other  advertising 
tools  which  we  will  di.scu.ss  in  sub¬ 
sequent  articles)  “pooh-poohed”  as 
“marginal  media”.  Never  mind 
these  fancy  terms.  It’s  the  dealer 
that  gives  a  little  more  thought 
and  shows  a  little  more  imagina¬ 
tion  towards  nil  advertising  possi¬ 
bilities  that  gets  more  for  his 
money. 

Match  books  have  done  a  fine 
job  for  any  number  of  different 
business  firms  and  can  do  likewi.se 
for  you. 

The  match  book  is  jTopular  with 
adverti.sers  because  — 

It  is  a  utility  item,  gladly  car¬ 
ried  and  used  by  prospects. 

(Continued  on  Page  88) 
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PLANT  AT  , 
INDIANAPOLIS,  IND. 


in  KEYSTONE  Prodmtioa! 


PLANT  NO.  1,  GREENSBURG,  PA. 


PLANT  NO.  2,  GREENSBURG,  PA. 


PLANT  AT  LATROBF.  PA 


PLANT  AT  DERRY,  PA. 


Our  Modern  Factories  Supply 
K-D  Plants  Coast  to  Coast  with 
Steady  Flow  of  Merchandise! 


GuorantMdby^ 
L  Goad  HontokMplng 


In  each  link,  beginning  with  the  engineering 
and  on  through  each  step  in  the  manufacturing  of 
Keystone  products,  the  aluminum  is  processed  by 
modern  plant  equipment.  Every  operation  is  super* 
vised,  checked  and  expedited  by  technical  experts. 

Each  link  in  our  chain  of  operation  shows  comparative  strength  ...  all  operations  are  completed  in  our 
own  factories.  This  control  makes  it  possible  for  us  to  maintain  an  adequate,  steady  flow  of  products  to  K*D 
plants  from  coast  to  coast. 

It  also  makes  possible  better  quality  through  closer  attention  to  detail.  We  honestly  believe  that  Keystone 
products  are  better  and  give  castomers  the  utmost  in  value.  Records  prove  that  dealers  have  less  handling 
cost,  less  service  cost  and  more  profit  on  Keystone  installations. 


If  you  are  interested  in  becoming  a  "link"  in  the  Keystone  organization,  write 
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DEALERS! 

DON’T  OVERLOOK 
THIS  BIG  .j 

for  your 
direct-selling 
organization  .  .  . 


AmevicoH. 

Ilo/ikee 


Big,  Beautiful  10x20-foot 

CARPORT 

WITH  24  OTHER  USES 


Delivered  KD  packaged,  in  easy-to- 
assemble  sections,  ready  to  install. 
Kverything  included.  No  extras  to 
buy 

Strong  heavy-gauge  aluminum 
weatherproof  roof.  f’ASCIA  has 
white  hard  baked  enamel  finish. 
Decorative  STEEL  PILASTERS 
bonderized  white.  Extruded  alu¬ 
minum  rafters  and  hat  sections, 
airplane  type  construction. 
F^ngineered  to  pass  local  building 
permit  codes.  Reasonably  priced. 
Immediate  shipment. 


VERSATILE  and  ADAPTABLE.  Adds 
new  beauty  and  protection.  Com-  ' 
bine  2  or  more  for  various  uses... 

Porch,  Terrace,  Patio,  Cabana, 
Swim  Pool,  Summerhouse, 
Motel,  Store  Front,  Restaurant, 
Trailer  Court,  Car  Lot,  Outdoor 
Exhibits,  and  many  others. 


BE  FIRST 

with  AMERICAN  MARKEE 

in  your 

Home  Improvement  Market!, 

1  Wtife  Todoj 


FOR  FULL  PARTICULALS 
One  order  makes  you  a  dealer  if  your 
territory  is  open. 

MARKEE  CORPORATION  of  America. 


Dept.  BS 

4045  N.  W.  39th  St.,  Miami,  Florida 


J 


N.  Y.  Distributor  Backs  Up  His 
Dealers  With  On-the-Spot  Help 


Above:  (left)  Bernard  Spitz,  president  of  Cromwell  Aluminum  Distributors,  of  Brooklyn, 
outlet  tor  Cool  Roy  awnings.  Little  Beaver  Windows,  and  Capitol  doors.  Right:  Milton 
Goldstein,  of  the  Beacon  Company,  one  of  the  Cromwell  distributors,  is  well  supported  by 
Sis  office  staff. 


Bernard  spitz,  who  ha.s  lieen 

the  (li.stl'ibutor  of  ('ool  Ray 
Aluminum  AwninK--^  in  Brooklyn, 
(Queens.  Staten  I.sland,  and  Longr 
Island  since  December,  has  .some 
pretty  advanced  ideas  aliout  the 
services  which  a  whole.saler  can 
render  his  dealers. 

Most  distributors  feel  they  are 
doing:  pretty  well  with  their  people 
if  they  can  keep  promi.ses  of  de- 
liveiy  within  a  rea.sonable  time, 
and  g:et  orders  straigrht  without 
snafu.  But  Spit/.,  who  does  busi¬ 
ness  as  ('romwell  Aluminum  Dis- 
tiibutors  of  1  490  (’oney  Island 
.Avenue,  P>rooklyn,  believes  .service 
only  starts  with  checking:  and  de¬ 
livering:  orders. 

Fairness 

h'irst,  you  have  to  lie  fair  to 
dealers  and  not  crowd  them  too 
close.  Each  man  must  have  a  pretty 
e.xtensive  territory  that  he  can  call 
his  own,  so  that  he  can  u.se  his 
energ:ies  ag:ainst  competitive  prod¬ 
ucts,  not  ag:ainst  his  co-called  col- 
leag:ues.  Xe.Kt,  you  have  to  be  ready 
to  back  up  your  dealers  with  on- 
the  spot  help,  to  check  an  estimate, 
to  close  a  sale,  and  .sometimes  even 
to  make  an  installation. 

Spitz  maintains  a  local  retail 
outlet,  the  Beacon  Company,  situ¬ 


ated  across  the  street  from  Crom¬ 
well,  which,  far  from  interfering: 
with  the  other  dealers,  is  a  .source 
of  help  to  them.  Beacon  maintains 
a  complete  sales  and  installation 
staff  that  is  always  at  the  call  of 
any  other  ('romwell  dealer  in  an 
emerg:ency.  Beacon  is  manag:ed  by 
Milton  Coldstein,  with  only  nomi¬ 
nal  supervision  by  Spitz. 

Twice  a  month  dealer  meetings 
are  held  to  discuss  sales  prol)lems 
in  the  metiopolitan  area,  with  all 
the  headaches  of  price  cutting  and 
bait  advertising:.  A  prog:ram  of 
cooperative  advertising:  in  the  local 
newspapers  is  lieing:  worked  out, 
for  launching:  in  the  summer. 

Two  of  the  accounts  which 
Sjiitz  points  to  with  pride  are  A1 
Schneider,  in  charg:e  of  Gimbels 
home  improvement  operations,  and 
Phil  Sieg:el,  of  the  Academy  Com¬ 
pany.  11  Ob  Avenue  U,  who  won 
national  fame  and  widte-ups  in 
('o/b’cr’.s-  and  the  Satin  tJnn  Krcninn 
Post  in  the  fall  of  1952  for  being: 
the  champ  Ru.sco  .salesman  of  the 
l)revious  yeai . 

A  g:rowinir  i)art  of  the  .sales  of 
Cool  Ray  awning:s,  a  division  of 
the  Rosenl)lum  Bros,  ('o.,  of 
Young:stown,  Ohio,  is  in  the  pack- 
ag:ed  models,  the  Victorian  and  the 
(CoHfiin/ed  on  Puffo  82) 
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CUSTOM-BUILT® 


JL. 


VENTILATBd 

ALUMINUM  AWNINGS 


Fastest  Setting  Awnings! 


Ten  Beautifut  Colors! 


All- Weather  Protection! 


New,  Improved  Constrnction  and  Design! 
Big  Sales  Potential! 


Vii 


"ll  !l 


•I*!'!' ' 1 1  'I i 


i^T 


WANTED: 


DISTRIBUTORS  and  DEALERS! 


•  .  -  - 


Franchise  territories  open 
for  quoiified  dealers! 


Write^  phone  or  wire 

SCAHON  BROS.  MFG.  CO 

447-449  West  Queen  Lone  Philadelphia,  Pa. 
Phone:  Tennessee  9-4601-4602 
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. . .  positively  SENSATIONAL! 
^  ...  absolutely  NEW! 

Scott  pioneer 

STAKED  SCREENED 


WINDOWS  AND  DOORS 


Here's  a  deal  that  makes 

KD  OBSOLETE! 


PIONEER 

STAKED  DOORS 


The  most  beautiful  and 
durable  Z-BAR  door  in 
America.  All  hollow 
extrusions  with  massive 
corners.  Also  available 
with  expander  or  piano 
hinges.  Completely  as¬ 
sembled  and  screened, 
less  glass  .  .  .  $23.60. 


Why  knock  yourself  out  with 
knocked-down  windows  when 
you  can  get  these  famous  SCOTT 
PIONEER  all  extruded,  non¬ 
storing  windows  fully  and  com¬ 
pletely  assembled  and  screened 
at  the  factory  by  experts.  All  you 
do  is  glaze  —  nothing  more! 
Absolutely  no  tools  needed. 

CUTS  WORK  99% 

SCOTT  puts  you  in  SELLING  .  .  . 
not  costly,  specialized 
manufacturing! 


^  Sml*€ted  aitd  t•ar«r•rf  iXCLUSIVHY  tor  many  ymen  by  fh»  WerM  tamows 
MfANAMAKte  STOlU.  You  tan't  beat  that  tor  an  andartaaiaatU 

If  you  ore  intorotltd  in  TODAY'S  PftOffTS  at  well  at  a  tolid,  long  form  connection; 
WRITE.  WIRE  OR  PHONE  about  a  valuable  Dittribulor  franchite  in  your 
territory. 


QUAKER  SPECIALTIES  CORP. 

Mo^facturers  of  SCOTT-PIONllR  Windows  and  Doors 

EMERALD  &  BOSTON  STREETS  •  PHILADELPHIA  25,  PA. 


Awnair  Reorganizes 

{Continued  from  Page  50) 

and  Marketing;  William  Helfrecht, 
As.sistant  General  Sales  Manager; 
Phillip  Gottfried,  Regional  Sales 
Director.  A1  Levine,  Vice  Presi¬ 
dent.  will  continue  to  serve  as  gen¬ 
eral  manager  of  the  entire  organi¬ 
zation. 

New  adaptations  and  innova¬ 
tions  of  the  awning  product  will 
be  announced  in  the  near  future, 
according  to  Nicholas  Vetere,  man¬ 
ufacturing  plant  manager. 

Lincoln  Opens  Plant 

(Continned  from  Page  52) 

aluminum  awnings,  Flexalum  Vene¬ 
tian  blinds,  Lincoln’s  own  jalousies, 
table  pads,  radiator  enclosures,  and 
vertical  blinds.  In  the  rear  are 
tastefully  furnished  oflices  and 
sales  meeting  rooms. 

The  firm  was  started  by  Mallins 
as  the  Lincoln  Venetian  Blind  Co., 
in  1986,  in  Hempstead,  L.  I.,  and 
moved  to  Baldwin  in  1940.  In  1949 
Mallins  became  the  metropolitan 
area  di.stributor  for  Sto-A-Co,  and 
three  years  ago  he  took  on  the 
Shieldall  account.  A  .separate  oper¬ 
ation  acts  as  the  local  Na.s.sau  retail 
outlet. 

Last  year  was  the  bigge.st  the 
company  has  had  so  far,  and  Mal¬ 
lins,  despite  all  the  talk  of  a  dip 
this  year  in  national  busine.ss,  says 
Lincoln  is  well  on  the  way  to  sur- 
pa.ss  la.st  year’s  mark.  The  firm 
is  always  on  the  lookout  for  new 
home  improvement  products,  and 
benefits  from  aggressive  promo¬ 
tion.  Regular  newspaper  ads  and 
spots  on  the  local  radio  .stations 
keep  Lincoln  in  the  public  eye  and 
ear.  Lincoln  has  the  inside  back 
page  ot‘  the  Nas.sau  classified  phone 
book,  and  scatters  eight  .separate 
ads  in  the  yellow  pages,  one  for 
each  of  various  products  carried. 

Harvey  VV’.  Mallins  is  the  Vice- 
President  and  General  Manager  of 
(Continned  on  Page  82) 
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It*s  America’s  finest,  most  famous 


It  is  now  being  offered  to  homeowners 
through  selected  distributors  and  applicators. 

Keralifin 

Only  the  name  of  this  tested,  nationally* 
famous  product  has  been  changed.  Every 
other  detail  and  feature  has  been  retained. 

Keralwm 

These  features  include  the  famous  curved 
surface,  tension  grip,  slotted  nail  holes,  por¬ 
celain-hard  finish,  and  many  more.  Let  us 
send  complete  details. 

Koralwm 

The  time  is  now.  Send  the  coupon  at  once 
to  make  certain  you  handle  the  only  alumi¬ 
num  siding  that's  profitable  for  you  AND  the 
homeowner!  Better  yet,  wire  or  call  collect 


lEOtERAL  BUILDING  PRODUCTS  CORPORATION 

131  W.  SEEBOTH  ST.  •  MILWAUKEE  4,  WIS.  •  BR.  2-3444 


I  am  interested  in  KORALUM! 

H]  As  o  distributor  Q  As  on  applicator 
Firm 

Name  _ 

Address  _  _ 

City _  __  Zone 
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flastics 


YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  ol  Rods,  Tubes,  Strips, 
Special  Shapes  ior  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Send  inquiriei  lor  engineering  recommendations. 

YATES  Company 
Cemetery  Road  Erie,  Pa. 


Tax  Reform  Can  Promote  National 
Prosperity,  Says  Du  Pont  President 


Tax  reform  which  spurs  the 
incentives  to  greater  industrial 
development  will  lighten  the  load 
for  everybody,  Crawford  H. 
(Jreenewalt,  presitlent  of  the  Du 
Pont  Company,  .said  recently. 

Our  industrial  economy  is 
"directly  or  indirectly,  the  source 
of  most  of  our  tax  revenues"  but 
the  pre.sent  tax  .sy.stem  raises  bar¬ 
riers  to  business  expansion  and 
improvement  which  would  other- 
wi.se  lower  the  burden  for  all. 

Applyinjr  the  concept  of  indus¬ 
trial  production  to  the  tax  ques¬ 
tion,  "VVe  should  aim  for  a  system 
based  on  low  rates  a.s.sessed  against 
a  larjre  and  jri'owinK  national  out¬ 
put,”  he  supRested.  "The  more  we 
can  increa.se  our  real  wealth  and 
income,  the  greater  will  be  the 
irross  tax  yield.” 

Tax  reform  can  promote  national 
prosperity,  he  .said,  if  it  is  based 
on  the  fact  that  government 
revenue  and  industrial  progress 
"are  bound  together  in  a  sinjrle 
package”  and  on  the  realization 
that  “an  expandinjr  economy  means 
greater  revenues  with  a  lower  per 
capita  burden.” 

Production 

The  approach  should  be  one  of 
encouraKinjr  production  and  expan¬ 
sion,  he  .said. 

"Plainly,  anything  that  penalizes 
such  development  is  a  penalty  upon 
all  of  us,  including  the  tax  col¬ 
lector,  fir.st  in  depriving  us  of  con¬ 
sumer  benefits  that  ari.se  from 
productive  gains  and,  .second,  in 
exaggerating  the  amount  of  the 
tax  burden  each  individual  mu.st 
carry.  Any  tax  method  that  can 
improve  our  productive  capacity 
will  favor  us  all  and  will  reduce 
the  burden  on  each  of  us.” 

Tax  reform  mu.st  enlarge  oppor¬ 
tunities  for  indiKstrial  expansion 
by : 

"Keeping  as  much  purchasing 
power  as  possible  in  the  hands  of 
the  consumers; 


"Providing  sutticient  financial  in¬ 
centive  to  preserve  our  pioneering 
spirit ;  and 

"Making  sure  that  there  is 
enough  cai)ital  available  to  finance 
new  production  facilities  as  they 
are  needed.” 

The  pre.sent  .sy.stem  hinders 
opportunity  because  of  the  govern¬ 
ment’s  diversion  of  purchasing 
power,  becau.se  high  taxes  limit 
personal  incentives  which  bring 
out  the  highest  leadership  and  in¬ 
ventive  development,  and  becau.se 
high  rates  slow  down  expansion 
by  making  it  ditticult  for  new  busi¬ 
ness  to  get  the  money  it  needs  to 
start  or  grow,  Mr.  Greenewalt  said. 

During  the  next  10  years,  in¬ 
dustry  must  have  $250  billion  of 
new  capital  if  the  rate  of  improve¬ 
ment  in  .standards  of  living  is  to 
continue,  he  .said.  Substantial  parts 
of  it  must  come  from  new  risk 
capital  supplied  by  individuals. 

“Under  pre.sent  tax  laws,  the 
unfortunate  fact  is  that  the  num¬ 
ber  of  people  who  can  afford  to 
invest  in  new  and  risky  ventures 
is  dwindling  continually.  Risk  capi¬ 
tal  does  not  and  should  not  come 
out  of  the  rent  money.  The  odds 
are  great  and  the  time  required  to 
bring  new  enterpri.ses  to  profitable 
life  is  often  di.scouragingly  long.” 

“Many  a  flourishing  business  to¬ 
day  had  a  blue-sky  aspect  at  its 
beginning,”  he  .said,  citing  the 
automobile  industry  as  an  example 
of  one  which  has  become  “one  of 
the  principal  foundations  of  our 
economy.” 

Risk  Capital 

“If  we  are  to  find  .sources  of 
risk  capital,  we  must  get  it  from 
tho.se  who  can  afford  to  lo.se.  Yet 
those  who  can  afford  to  lose  are 
tho.se  on  whom  our  per.sonal  in¬ 
come  taxes  fall  most  heavily.” 

Measures  which  mean  the  most 
to  expansion  of  the  nation’s  eco- 
{Continued  on  Page  82) 
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CASH  IN  ON  THE  BOOMING 

MARKET 

mth  pmkaged,  trans/ment 

TRANS  0  LITE  AWNINGS 

You  con  reap  rich  profits  with  fast-selling  Trans-O-Lite 
Awnings.  They're  the  awning  with  double-barrelled 
sales  appeaL  First  there's  the  appeal  of  "easy-as-ABC" 
installation,  by  either  dealer  or  home-owner.  Second, 
the  appeal  of  fabulous  fiberglass  to  the  modem  home¬ 
makers  urge  for  "open  living." 

CL^STOM  QUAim’  AVt  NINGS.  DOVi  N-TO-FARTH  FRlthS 
Trans-O-Lites  sell  on  sight  to  the  home-owner.  You  can  install 
these  graceful  door  canopies  and  window  awnings  in  a  matter 
of  minutes,  with  only  a  screwdriver  and  hammer.  Everylhing 
needed  for  installation,  right  down  to  Rawl  plugs  and  masonry 
drill  bit,  is  included  in  the  Trans-O-Lite  package.  Trans-O-Lite 
Awnings  combine  such  custom-quality  features  as  all  aluminum 
brackets*,  enameled  aluminum  flashing  and  Resolite  fiberglass- 
reinforced  panels.  But,  because  they  are  prefabricated  on  a  mass 
prcxluction  basis,  they  carry  a  down-to-earth,  fast-selling  price. 

*  Aluminum  brackets  sold  separately,  if  desirecL 

All  window  projections  29  ",  drops  29"  55  qq 


riBlRGl  AS.s.  Tin  MODFRN  IRF.ND  IN  AWNINGS 
Fiberglass-reinforced  awnings  are  one  of  the  hottest  items 
on  the  home  improvement  market.  Made  with  famous  Reso¬ 
lite  translucent  panels,  Trans-O-Lites  give  full  weather  pro¬ 
tection  and  restful  shade,  but  don’t  darken  interiors.  They’re 
shatter-proof,  strong  as  metal,  and  won’t  rot,  rust,  mildew, 
crack  or  craze.  Their  beautiful  colors  are  actually  a  part  of 
the  material,  can’t  peel  or  chip  off.  Trans-O-Lite  Awnings 
come  in  seven  sizes  with  ample  drop  and  projection  to  fit 
most  doors  and  windows,  and  in  beautiful  shades  of  white, 
green,  yellow  and  coral. 


A  NATURAL  FOR  THE  DO-IT-YOURSELF  MARKET 
TRANS-O-LITES  INSTALLED  AS  EASY  AS 


Don't  delay  .  .  .  find  out  how 
TRANS-O-LITE  will  insure 
terrific  profits  with  little  or  no 
selling  effort  or  expense! 

With  Trans-O-Lite  you  have  no  heavy 
inventory,  order  as  you  sell.  Immedicrte 
delivery,  all  sizes  in  stock.  Send  in  the 
coupon  for  complete  information  on  a 
Trans-O-Lite  dealership,  sample  litera¬ 
ture  and  ad  mat  proofs. 

Manufactured  by  NATIONAL  ALUMINUM  PRODUaS  CO. 

703  Pressley  St.,  Pittsburgh  12,  Po. 


NATIONAL  ALUMINUM  PRODUCTS  CO. 

703  PRESSLEY  ST.,  PITTSBURGH  12,  PA. 

Please  send  Trans-O-Lite  dealership  information  to: 

Name . . 

Position . 

Company . 

Address . . 

City . Zone . State . 


“I 
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Mr.  Manufacturer, 

consider 

this 

market . 


AMERICAN  ROOFER  S 
SIDING  CONTRACTOR 

425 — 4th  Ave., 

New  York  16.  N.  Y. 
Telephone:  MU  3-6280 


(.'ontractor-Dealers  who  read  AMERICAN  ROOFER  &  SIDING  CON- 
1  RAC'TOR  are  up  to  date,  progressive  and  salesminded.  For  more  than 
12  years  this  publication  has  been  the  bible  of  the  industry. 

Manufacturers  will  find  that  AMERICAS  ROOEER  covers  this  responsive 
market.  Its  readers  are  waiting  and  anxious  for  more  prtnlucts  to  sell. 

If  you  will  drop  us  a  line  we  w'ill  be  glad  to  send  a  market  report  on  the 
roofing  and  siding  industry,  as  well  as  a  copy  of  this  colorful  special  issue. 


free 

flowing 
caulking 

in  any  temperature 


TEMKMTUU  (ONTIKIIUD 

CAULKING 

#  The  Greatest  idea  in  Caulk¬ 
ing  since  the  intraductian  a( 
Storm  Windows. 

> 

#  STA-SFAL  can  be  applied 
in  every  season  of  the  year 
because  it  is  TEMPERATURE 
CONTROLLED. 

9  May  we  send  you  a  liberal 
sample  without  charge? 


THE  MIDWEST  MANUFACTURING  CO. 

3748  EAST  91<i  STREET  •  CIEVEIAND  5.  OHIO 


The 

*HOLDEN 

WINDOW 

The  STOKM  WIKDOW  That 
liives  SATISFACTION  on 
CASFMEW  WINOOWS 

IFr/Ve  aud  tell  me 
your  PROBLEM. 

This  window  will  lick  it. 
Several  choice  territories  still 
available. 

T  *  Pat.  Pending 


Brookhaven  Road, 
Wallingford,  Pa. 
Phone:  CHester  3-5572 


Awnair  Reorganizes 

{Continued  from  Page  78) 

'  the  firm.  Among  the  happiest  cele¬ 
brants  of  the  event  were  the  two 
Mrs.  Mallins  and  Arnold’s  two 
daughters,  Rhoda  and  Blanche. 

I  Among  the  visitors  from  out  of 
town  were  Miss  Virginia  (’arter 
of  Storm  Windows  of  Aluminum, 
Inc.,  of  Apco,  Ohio;  Phil  Goodman 
of  American  Aluminum  Co.,  Mal¬ 
den,  Mass. ;  Grover  Richards  of 
Shieldall  Awnings;  Ben  Friedkin, 
founder,  and  Morris  Simon,  Presi¬ 
dent,  of  Youngstown  Industries; 
Johnny  King,  Plant  Manager  of 
Shieldall ;  R.  S.  Saalfield,  President 
of  Storm  Windows  of  Aluminum: 
and  Len  Gannon,  of  Denni.son 
Jalousies  of  Miami. 

N.  Y.  Disfrribuor 

{Continued  from  Page  76) 

Kent,  con.structed  to  be  installed 
by  the  home-owner  himself. 

All  of  Spitz’s  dealers  also  carry 
the  Capitol  line  in  combination 
aluminum  doors  and  the  Little 
Beaver  line  in  triple-tilt  combina¬ 
tion  windows. 


Tax  Reform 

{Continued  from  Page  80) 

nomy  “actually  cost  very  little  in 
our  total  tax  income,’’  he  said.  He 
also  noted  that  “tho.se  presumably 
‘least  able  to  pay’  already  have  by 
all  odds  the  greate.st  portion  of 
the  burden  simply  becau.se  they 
are  the  only  ones  who  can  assume 
it.’’ 

Money  raised  by  surtax  rates 
above  50  percent  is  le.ss  than  1.5 
percent  of  federal  tax  revenues. 
Gift  and  inheritance  taxes  together 
al.so  bring  less  than  1.5  percent 
while  the  entire  collection  from 
capital  gains  nets  around  1.5  per¬ 
cent,  he  pointed  out. 

“Hence,  the  total  revenue  from 
three  .sources  that  might  be  ex- 
{Continued  on  Page  84) 
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Beat  Competition  with . . . 


6t  Home  Improvement  Dealer 
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all  these  Awnings  and  m 
from  a  standard  stock  of 


Tax  Reform 

(Continued  from  Pofje  82) 

pectecl  to  finance  industrial  expan¬ 
sion  amounts  to  less  than  4.5  per¬ 
cent  of  the  total  federal  tax  take 
—  a  hi^h  price  if  the  cost  is  re¬ 
duced  initiative  and  a  reluctance 
to  provide  risk  capital.” 

Mr.  Greenewalt  added  that  the 
larj?e  enteri)rises  seem  to  have  no 
ditliculty  in  ^retting  money  for  addi¬ 
tions  but  that  “it  is  the  small  busi¬ 
ness  and  the  individual  enterpriser 
that  are  out  in  the  cold.  And  it 
is  in  this  area  that  one  finds  not 
only  the  jrreatest  element  of  risk, 
the  jffeatest  lack  of  capital,  but 
akso  the  jrreatest  potential  for  the 
future.” 

“I  dislike  seeing  a  tax  situation 
that  reduces  the  po.ssibility  of  risk 
and  innovation  by  the  small  com¬ 
pany  or  by  the  Thomas  Edisons 
and  the  Henry  Fords  of  the  present 
time.  The.se  small  enterpri.ses  must 
look  for  their  capital  primarily  to 
the  individual  investor  willing  to 
take  a  loiijr  gamble.  They  cannot 
look  with  confidence  to  established 
financial  institutions.” 


you  can  make  any  size,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 

simple  to  assemble  as  a  child's  toy! 


Take  3  simple  measurements:  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  parts  you  will  need.  Reach  into 
your  stock  of  stondard  packaged  parts — 
then  assemble  the  Awning  quickly  and 
easily  on  locotion  or  m  the  shop.  No  spe¬ 
cial  tools  required.  The  ports  ore  pre¬ 
cision  manufactured  and  engineered. 


The  Future 


immediate  delivery  means 

immediate  Profits! 


He  found  “no  more  rea.son  for 
government  to  confine  its  thinking 
to  the  immediate  pre.sent  than 
there  is  for  busine.ss  it.self  to  take 
the  short-term  view.  And  any  busi¬ 
ne.ss  that  neglected  the  future 
would  be  short-lived  indeed.” 

Mr.  Greenewalt  said  that  “even 
the  tax  collector  would  profit  in 
the  long  run  by  restraining  him.self 
today  in  favor  of  his  long-term 
intere.st.” 

Pointing  out  that  on  the  average 
it  takes  $12,000  of  capital  to  pro¬ 
vide  an  industrial  job  for  one 
worker,  he  .said  that  if  taxes  siphon 
off  that  $12,000  into  the  current 
till,  the  money  is  spent  once  and  is 
then  gone  forever.  Put  into  pro¬ 
ductive  enterprise,  the  total  result¬ 
ing  taxes  would  run  about  $1,500 
a  year. 

“Hence  by  promoting  the  employ¬ 
ment  of  risk  capital  rather  than 
(Continued  on  Page  86) 


Only  SHADE  King  ventilated  aluminum  ownings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery— quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  special 
machinery  or  tools  to  buy — strength  and  beauty.  Why 
speculate  when  you  con  be  sure  with  SHADE  King! 
Write  today 

profitable  dealerships  available! 


strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


BUTLER  STAMPING  CO.,  Butler,  Pa 


JUNE  1954  BUILDING  SPECIALTIES 


DESIGNED  TO  SELL  ON  DEMONSTRATION!. • 

EASY  TO  STOCK...  EASY  TO  SELL 
EASY  TO  INSTALL 


•  THE  ONLY  JALOUSIE  with  the  built- 
in  patented  louver-lock  clip.  Insures 
rattle-free  installation,  permits  slip- 
ping  glass  into  tray  without  splining  A 
or  bending  of  tray  bottom.  No  ' 
springs  to  wear  out  —  no  parts  to 
lose. 

•  JOINED  TOGETHER  in  a  jiffy.  In¬ 
stall  a  continuous  wall  of  jalousies, 
unbroken  by  posts  with  the  Louv- 
Air  easy  mullion  system. 

•  NO  EXTRA  CHARGES  for  extra 
features  on  the  Louv-Air. 

•  FULL  VENTILATION.  Louvers  may  be  ' 
opened  all  the  way  or  adjusted  to 

let  air  in  while  keeping  rain  out. 

•  A  SCREW  DRIVER  is  all  you  need  to 
assemble  Louv-Air  KD  units. 

•  STOCK  SIZES  easily  adjusted  to  fit  ^ 
most  window  openings. 


If)  *  the 

Ir  INSTAllATION 
MAN'S  DREAM 
So  simple  to  install. 


Patent 


NEW  FABULOUS  LOUV-AIR  JALOUSIE!  \  NO  troublesome  service 


CALLS  AFTER  INSTALLATION 


Pre*sold  to  your  customers  through  national  magazines  and  other  media. 


The  Craftsmanship,  Engineering  and 


efiected  in  the  ruggedness, 
beauty  and  life  time  trouble-free 
iperation  of  the  Louv-Air  Jalousie 


reputation  of  the  Sconzo  organization 


House  Beautiful,  House  S  Gardens 
newspaper  adve-tls'nq  teougKou*  t-e 
country  colorama  b'ochures,  counter 
cards,  plus  a  complete  mall  ng 
program  fo'  Dealers  ang  D  s‘r'buiors. 


&  Home  Improvement  Dealer 
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WHETHER  m 
INSTALL  OB  SELL 
THE 

"DO-IT-YOURSELF" 

HOMEOWNER 

Seal 

CAN  HELP  YOU  SELL 
EASIER  and  FASTER 


ALUNmUN 

SELF-STORING 

COMBINATIONS 

With  Home  Seal  you  stock  fewer  size  units  to 
meet  a  wide  voriety  of  window  sizes  .  .  .  you 
keep  inventories  at  a  practical  level. 

Home  Seal's  many  exclusive  and  patented  fea¬ 
tures  enable  you  to  out-dcmonstrate  competi- 
rion. 


Write  for  complete 
informatioi 

THE  HOME 
WINDOW  CO. 

Fostoria,  OWa 


Sales  Training  Programs 
Criticized  os  Hit  or  Miss 

Sales  training  may  be  impul¬ 
sive  and  painless,  according  to 
a  survey  conducted  by  the  George 
Elliot  Co.,  a  management  consult¬ 
ant  firm. 

Specitically,  the  company  found 
that  too  much  money  is  being  spent 
training  the  wrong  people.  VV'hile 
the  greatest  effort  is  being  con¬ 
centrated  on  young  novices,  .sales¬ 
men  in  the  35-year  to  40-year  age 
group,  who  have  never  sold  in  a 
buyer’s  market,  are  being  almost 
wholly  ignored. 

The  problem,  says  the  Elliot  (’o., 
is  .serious. 

“Even  experienced  .salesmen  — 
say,  40  years  old  —  were  only  27 
when  we  had  our  last  buyer’s  mar¬ 
ket.  This  does  not  mean  that  they 
may  not  be  good,  but  even  the 
best  will  say  they  need  to  sharpen 
up. 

“And  here  is  another  alarming 
statistic:  about  80  percent  of  the 
average  .sales  force  qualifies  as 
experienced.  And  yet  the.se  get  less 
than  20  percent  of  the  training 
even  though  at  lea.st  half  admit 
an  urgent  need  for  more.” 

New  .salesmen  represent  only 
15.1  percent  of  the  total  manpower 
of  companies  surveyed  by  Elliot. 
And  slightly  more  than  80  percent 
of  all  money  spent  for  sales  train¬ 
ing.  including  .sales  and  pep  meet¬ 
ings,  is  expended  on  this  group. 

Of  the  remaining  group  of  ex¬ 
perienced  men,  upon  whom  the.se 
companies  depend  for  the  huge 
part  of  their  sales  volume,  only  19 
percent  of  all  .sales  training  money 
is  being  spent  to  increa.se  produc¬ 
tivity. 

“When  we  realize  that  hardly 
any  of  the.se  men  under  40  have 
ever  had  experience  in  competitive 
.selling,  we  can  understand  why 
this  unusual  emphasis  on  the  train¬ 
ing  of  new  men  is  improperly  bal- 
lanced,”  says  Elliot. 

The  weak  link  in  the  sales  struc¬ 
ture,  points  out  Mr.  Elliot,  is  at 
the  district  manager’s  level,  where 
the  very  men  responsible  for  train¬ 
ing  others  in  .selling  techniques  are 


themselves  weak  in  knowledge  and 
experience. 

Mr.  Elliot  calls  for  greater 
emphasis  on  the  training  of  this 
middle  management  group.  Keep¬ 
ing  the  factories  busy  and  employ¬ 
ment  high  depends  on  more  than 
the  absolute  needs  of  the  popula¬ 
tion,  the  survey  concludes.  Wants 
have  to  be  created  and  desires 
.satisfied.  That  requires  competent 
.salesmanship. 


Tax  Reform 

(Continued  from  Page  84) 
siphoning  it  off  in  taxes,  the  gov¬ 
ernment  assures  itself  of  an  ap¬ 
proximately  12.5  percent  return  on 
the  investment,  a  substantially 
larger  return,  I  might  add,  than 
the  investor  himself  is  likely  to 
get.” 

The  ultimate  an.swer  to  the  tax 
problem  “must  go  back  to  a  rule 
of  reason  that  will  recognize  indi¬ 
vidual  achievement  and  individual 
incentive  in  personal  income  taxes,” 
Mr.  Greenewalt  .said. 

Economic  expansion  comes  about 
“as  the  consequence  of  individual 
aspirations,  individual  per.sever- 
ance,  individual  enterpri.se.  It 
comes  because  someone  has  the 
desire  and  the  courage  to  fan  the 
embers  of  a  fleeing  idea  into  the 
leaping  flame  of  reality.  It  comes 
al.so  because  .someone  else  has  the 
vision  and  the  faith  to  ri.sk  his 
rea.sources  again.st  the  long  odds 
of  eventual  success. 

“The  element  of  incentive  is  far 
too  obvious  to  be  overlooked  or 
discounted.  On  the  one  hand,  it  is 
the  hope  of  reward  that  keeps  the 
lights  burning  late  and  the  noses 
to  the  grind-.stone.  On  the  other, 
it  is  the  hope  of  reward  that  keeps 
the  coins  flowing  into  the  piggy 
banks  and  the  dollars  flowing  into 
new’  indu.strial  enterpri.ses. 

“If  we  dampen  this  personal 
enthusiasm  or  depreciate  the  extra 
dollar  by  high  surtax  rates,  the 
thrust  of  economic  expansions  lo.ses 
its  momentum  and  drive.  .  .  .  We 
cannot  long  tolerate  in  our  national 
interest  a  tax  program  that  defeats 
this  purpose.” 
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No  other  Awning  Offers  ALL  of  these 
Quality  -  and  Exclusive  Features . . 


U.  S.  PATENT  NO.  2542919 


✓^PATENTED  EXCLUSIVE  > 
CONSTRUCTION  FEATURES 
STRONGEST,  HEAVIEST 
EASY-TO-ASSEMBLE ' 

^  EXCLUSIVE  CLIP  J 
EVER  USED 


12 

BEAUTIFUL 
COLORS  IN 
DUO-TONE 


Wk 


i 


AWNINGS 


E  S  t  MADE 


Comoare  the 


>»■  .Ik 


DOORS  WINDOWS  PATIOS 

- Assembled  SPECIAL 

Ready  to  install  by  customer  j  p  q 

Individually  packed !  [  Houi 

Door  50”  wide  i 

— — 42”  projection  [  ^ 

$16.95  lots  of  12  !“' 

Window  40”  wide  j 

28”  projection  30”  drop  i 

$14.95  lots  of  12  [Add] 

Same  Quality  as  Custom  Awning  <  city 

All  Colors  I 


V  /.k 


STORES 


UMBRELLAS 


B&M  Corp., 

P.O.  Box  6  Date, _ 

Houma,  La. 

Please  send  exclusive  dealer  application  and  the 
full  BM  Plan. 

Firm  Name_ _ _ _ _ 

Address  _  _ _ 


&  Home  Improvement  Dealer 


AMERICAN  CEMENT  PRODUCTS 

7  306  PURITAN  •  DETROIT  38,  MICHIGAN 


^  IS  GENUINE  ^ 

BRICK  IN  A  BEHER  FORM 

EASIER  SALES  AT  GREATER  PROFITS 

Quikbrik  can  be  applied  to  any  type  of  con¬ 
struction  in  less  than  half  the  time  of  common 
brick  veneering  at  a  fraction  of  its  cost.  Profit 
wise,  Quikbrik  is  by  far  your  best  deal  and 
it’s  easier  to  sell  .  .  .  Nationally,  dealers  have 
proven  Quikbrik  makes  more  profit  with  less 
sales  effort,  for  every  home  owner  is  a  poten¬ 
tial  Quikbrik  customer. 

NO  “CUT  THROAT”  COMPETITION  . . .  Quikbrik 
is  a  prestige  product  and  will  lift  your  or¬ 
ganization  from  the  field  of  stiff  competitive 
bidding  ...  If  you  have  never  handled  a  non¬ 
competitive  product,  you’ll  be  amazed  at  the 
Quikbrik  Profit  Potential. 

STAFF  OF  TRAINING  EXPERTS  to  help  you 
establish  a  profitable,  going  Quikbrik  business 
.  .  .  \X’e  maintain  a  large  crew  of  men.  They 
know  Quikbrik  from  the  wall  out  and  are 
available  to  train  your  workmen  to  do  an 
efficient  job. 

The  Quikbrik  dealership  in  your  Territory  may 
still  be  available  •  •  •  Write  direst  for  information. 


I  ''Strike  Up  Sales" 

.  {Continued  from  Page  74) 

I  It  is  always  before  the  pro.s- 
pect  at  work,  at  play,  at 
I  home,  at  parties,  when  he 

travels,  when  he  eats. 

It  is  a  low-cost  medium. 

'  It  extends  the  covera.tre  ^iven 
by  other  media. 

It  gets  results! 

And,  book  match  advertising 
does  not  have  to  compete  for  atten¬ 
tion  with  adjacent  and  di.stracting 
editorial  or  pictorial  matter  as  in 
other  printed  media. 

All  of  these  above  points  are 
sound  reasons  why  it  will  pay  you 
to  look  into  match  book  advertis- 
I  ing.  You  are  invited  to  direct  your 
inquiries  on  book  match  advertis¬ 
ing,  or  on  any  advertising  problem 
‘  you  might  have,  to: 

THE  MAIL  BAG  DEPT.,  Build¬ 
ing  Specialties,  425  Fourth  Ave¬ 
nue,  New  York  16,  N.  Y. 


La.  Dealer 

(Continued  from  Page  48) 

vised,  checked,  inspected  and  re¬ 
flects  the  integrity  and  .service 
record  of  Alsco.  This  eliminates 
dealing  with  several  individuals 
and  requiring  a  multiple  of  con¬ 
tracts  on  one  job.  Being  on  regular 
salary  gives  a  degree  of  perman¬ 
ence  to  the.se  individuals  w’ho  can 
be  u.sed  throughout  the  factory. 

Mr.  Shandler’s  .salesmen  are 
aluminum  engineers  who  are 
thoroughly  trained  by  him  to  pre- 
.sell  the  product,  measure,  -  make 
e.stimates,  close  and  write  con¬ 
tracts,  take  care  of  all  financial 
operations  necessary  to  help  finance 
the  home  improvement,  supervi.se 
and  check  while  job  is  being  done. 
This  company-employed  .salesman 
can  be  more  accurately  controlled, 
supervised,  checked  on  and  the 
dealing  with  one  highly-informed 
and  specialized  person  instills 
greater  confidence  in  his  customer. 

(Continued  on  Page  90) 
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WRITE,  WIRE  OR  CALL  TODAY! 

EXCLUSIVE 
FRANCHISE 


43  lb.  all-extruded  aluminum  door 

at  rolled  sheet  price 

Shipped  assembled  at  KD  price 


Don’t  wait  a  minute  to  claim  your  franchise.  1  he  all- 
new  .AJAX  Combination  Door  is  now  in  full  produc¬ 
tion  —  qualified  dealers  and  distributors  accepted  on 
first-come-first-signed  basis. 

Just  look  what  you’ll  be  getting!  Exclusive  rights  in 
your  area  to  this  completely  new',  completely  saleable 
door.  .All-extruded  of  63S-T5  bright  aluminum  — corijtfrs 
guaranteed.  Aluminum  Z  bar  and  bottom  expander  to 
cut  installation  time  to  minutes.  Glass  inserts  featuring 
removable  vinyl  plastic  splines,  all-aluminum  screens 
18x14  mesh.  Comes  completely  assembled,  at  KD  price, 
with  heavy  stainless  steel  hinges,  pins  and  screws:  choice 
of  three  leading  makes  pneumatic  door  checks  and 
latches.  Immediate  delivery  on  all  standard  sizes,  no 
extra  charges  for  specials  up  to  36"  x  84",  maximum 
discount  on  single  truck  lots. 

It’s  yours  at  rolled  sheet  door  prices.  \Wite,  wire  or  call 
for  your  franchise  today! 

GET  THE  FACTS  ABOUT 

AJAX 

43-pound  Aluminum 

DOOR 

AJAX  ALUMINUM  INC. 

1750  Clyde  Park,  S.  W.  •  Grand  Rapids,  Michigan  •  Phone  CHerry  3-0163 


CHECK  THESE  AJAX  FEATURES 


CALL,  WIRE  OR  MAIL  COUPON  TODAY 


43  lbs.  all-extruded 
63S-T5  bright  alumi¬ 
num,  corners  guar¬ 
anteed. 

Aluminum  Z  bar  and 
bottom  expanded  for 
quick  installation. 

Removable  vinyl  plastic 
splines  for  glass  inserts. 


Shipped  completely  as¬ 
sembled  with  all  hard¬ 
ware,  door  checks  and 
latches  —  all  at  KD 
price. 

^  Sold  to  you  at  rolled 
sheet  door  price. 

Earns  up  to  150% 
profit. 


Give  me  complete  facts  on  AJAX.  I  am  interested  in; 


O  Deolership 


n  Distributorship 


Store  or  firm. 


Street  Address. 


City  and  Stole. 


OLLOWS  OUR  SPECIALTY 


o 


UR  ANODIZING  FACILITIES  COMPLETE 


L 


ET  US  SOLVE  YOUR  DESIGN  PROBLEMS 


ELIVERY  WHEN  YOU  NEED  IT 


s 


ENSATIONAL  "MIKROSHEEN"  FINISH 


TOLERANCES 


2S,  3S,  61S  AND  63S 
ALUMINUM  ALLOYS 


JARL  EXTRUSIONS  INC. 

LINDEN  AVENUE  EAST  ROCHESTER,  NEW  YORK 

PHONE  970 


La.  Dealer 

(Continued  from  Page  88) 

In  selling  of  aluminum  siding, 
,  Mr.  Shandler  uses  these  finely 
trained  salesmen.  However,  in  his 
dealing  with  window  selling  Mr. 
Shandler  employs  men  with  engi¬ 
neering  and  architectural  back¬ 
grounds,  not  just  salesmen,  but 
men  who  can  make  adjustments  on 
;  the  spot,  help  the  architect  to  make 
j  changes  necessary  to  fit  the  win- 
!  dows  into  the  plans. 

Since  Mr.  Shandler  is  primarily 
interested  in  total  volume  and  not 
individual  sales  he  offers  his  sales¬ 
men  besides  a  good  salary  a  bonus 
plan  whereby  the  group  benefits 
collectively  from  the  selling  suc¬ 
cesses.  However,  Mr.  Shandler  in¬ 
cludes  in  his  plan  extra  bonuses 
for  individuals  showing  exceptional 
drive. 


Training 

“Anyone  can  learn  to  sell,”  Mr. 
Shandler  .said.  In  training  a  .sales¬ 
man  Mr.  Shandler  stre.sses  ‘‘know¬ 
ing  your  product,  and  knowing 
!  your  competitors.”  Selling  is  the 
same,  .sales  techniques  are  the 
.same,  but  complete  knowledge  of 
your  product  and  complete  knowl¬ 
edge  of  what  the  competitor  has 
to  offer  are  mo.st  important.  Mr. 
Shandler  believes  men  from  every 
.selling  field  from  hearing  aids, 
.  baby  carriages  to  ammunition  can 
become  good  .sale.smen  in  the  alumi¬ 
num  field.  He  does  not  thing  it 
important  to  hire  men  who.se  ex¬ 
perience  are  related  to  the  roofing 
and  siding  fields.  Pre.sently,  he  has 
in  his  program  a  man  w'ho.se  ex¬ 
perience  w'as  with  hearing  aids. 

Examples 

Two  good  examples  are  his  two 
sales  engineers,  Ray  Quiggins,  and 
Dewitt  Drott,  both  who  have  back¬ 
grounds  of  a  supervisory  nature 
but  unrelated  to  the  present  field. 
Mr.  Quiggins  has  worked  in  the 
manufacture  of  mechanical  items, 
(Continued  on  Page  93) 
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I  AIR  MASTER.  . 

I  20tli  and  ALLEGHENY  AVE.  •  PHILADELPHIA  32.  PA. 
I  Ganflamtn:  I  am  interatfed  in  a  Jaleutia  ■ 


Q  Daalarthip 


Q  Disfribuforthip 


Addrnti 


Air  Master  s  Big  Selling 


. INUM  COMBINATION  DOOR 
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Because  SUN-SASH  is  a  product  with  practically  unlimited  uses 
for  the  home,  it’s  a  product  with  greater  sales  potential 
for  you.  Not  only  does  its  versatility  expand  your  selling 
market,  but  SUN-SASH  means  more  sales  per  customer  as  well! 

In  addition  to  its  beauty  and  draft-free  ventilation  as  a  louvred 
window,  SUN-SASH  is  the  economical  solution  for  enclosing  a 
porch  into  an  all-year-round  room;  converting  a  breezeway  into 
an  extra  room;  for  interior  partitions.  SUN-SASH  costs  far  less 
than  solid  wall  construction;  provides  louvred  window  beauty  and 
comfort;  and  can  be  installed  vertically  or  horizontally  with  the 
same  perfect  ease.  Frosted,  fluted,  tinted  or  obscure  glass  louvres 
give  a  striking,  decorative  effect  to  your  customers’  homes. 


50  LOUVRED  WINDOW  IDEAS 

Free  illustrated  booklet  shows  50  practical 
ways  to  use  SUN-SASH  Louvred  Windows. 
Mail  coupon  today  for  your  copy. 


SUN-SASH  Company  b— 6-54 

38  Park  Row,  New  York  38,  N.Y. 

Please  send  your  free  booklet,  “Louvred  Window  Ideas’ 

Name  . 

Address . 


I  SUN-SASH  COMPANY 

J  38  PARK  ROW  •  NEW  YORK  38 
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(Continued  from  Page  90) 

as  ballast  enjrineer  between  ord¬ 
nance  and  two  Eastern  companies. 
Mr.  Drott  was  a  steel  worker,  and 
with  a  tank  engine  division. 

Al.sco  of  Louisiana  is  located  in 
the  heart  of  New  Orleans,  quickly 
accessible  to  contractors  and  build¬ 
ers  who,  having  a  factory  plant  on 
the  locale,  can  work  directly  with 
the  plant  in  solving  their  individual 
problems  and  servicing  their  in¬ 
dividual  needs. 

Sales  Force 

Presently,  Mr.  Shandler  has  four 
men  on  his  sales  force  but  he  is 
interviewing  and  weeding  out  daily 
in  his  effort  to  form  a  selling  force 
of  35  to  .service  the  Gulf  Coast 
beginning  at  the  eastern  Coast  of 
Texas,  including  the  whole  of 
Lousiania,  Mi.ssissippi,  part  of  Ala¬ 
bama  to  Pensacola,  Florida.  Out¬ 
side  of  New  Orleans  .selling  is  being 
handled  through  dealerships.  Pre.s- 
ently  Mr.  Shandler  has  two  home 
improvement  crews  and  plans  for 
four  crews  in  another  month. 

Mr.  Shandler  u.ses  all  media  of 
advertising,  but  he  believes  strongly 
in  the  power  of  the  personal  con¬ 
tact.  Nothing  can  compare  with 
personal  representation,  according 
to  Mr.  Shandler.  Going  into  the 
homes  and  talking  with  the  in¬ 
dividuals,  explaining  the  .story  of 
aluminum,  is  what  pays,  Mr. 
Shandler  .said. 

Factory  Help 

With  regard  to  the  training  of 
his  factory  help,  Mr.  Shandler 
prefers  to  start  from  scratch.  He 
believes  that  with  patience  he  can 
train  a  hou.sewife,  for  example, 
step  by  .step  to  top  efficiency  in 
the  factory  operation. 

Al.sco  of  Louisiana,  which  com- 
pri.ses  15,000  feet  of  factory  space 
is  pre.sently  turning  out  2000  win¬ 
dows  a  month  and  is  capable  of 
turning  out  three  times  as  many 
with  its  present  facilities.  It  accom- 
pli.shes  two  jobs  a  day  on  the 
aluminum  weather  board. 


nOUBlE  LOCKED  SEAM  HEAVY  .064  ALUMINUM 

SENSATIONAL  LOW  COST 

one-hoor  assembly 

designed  for  any  door  grill 


ULCO 

New  Dura -Screen  Door 


Bedutifully  designed,  double  rib¬ 
bed,  heavy  .064  aluminun 
channel,  2  i/16"  wide  by  3/4" 
deep.  (Choice  of  lineal  feet  or 
ordering  frame  proper,  expertly 
welded). 

- 


Door  Channel  is  mitred  90 
degrees  and  this  extra  heavy, 
die  cast  insert  double  locks 
miter,  eliminating  corner  gussets. 


Kick  Plate  of  fine  grain  em¬ 
bossed  quality  rises  12  inches 
from  bottom  of  channel,  permits 
saving  in  wire  cloth. 


Attractive  push  grill  can  be 
secured  at  any  desired  center¬ 
ing. 


Facing  Strip  to  completely  square  door 
opening.  Heavy  .052  aluminum  ("Z" 
shaped),  %"  x  %"  x  Vi", symmetrically 
designed  to  blend  in  with  the  groves 
of  the  door  frame. 


Also  available:  A  Full  Line  of  Hardware  and  Tools. 


A  Leader  in  the  Industry  Since  I945 


Cash  in  with  this  new  profit  maker  now 


Act  now  .  .  .  mail  coupon  today. 


Call,  Write  or  Wire 

VULCAN 

METAL  PRODUCTS 

2S01  6th  Avenue,  South 
Birmingham,  Alabama  Phone  4-5423 


To:  VULCAN  METAL  PRODUCTS 
2B0I  tth  Avenue,  South 
Rirminghem,  Alabama 

Please  send  catalogue  and  further  information 
about  Vulcan  Dura-Screen  Door.  No  obligation. 


ADDRESS 


CITY 


STATE 
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Y car  Round 


PROTECTION 


PROFITS 


STRENGTH  — 

100%  extruded  63  STS  aluminum  can't  warp, 
chip,  er  crack.  Mitered  corners,  reinforced 
for  longer,  dependable  service. 


BEAUTY  — 

Tri-Slide  channels,  recessed  for  glamorous, 
picture-frame  beauty. 


CONVENIENCE  — 

Controlled  ventilation  summer  and  winter. 
Window  or  screen  inserts  remove  easily  for 
cleaning  from  inside  the  house  by  pivot  action. 

WRITE,  WIRE,  OR  PHONE 
FOR  COMPLETE  INFORMATION! 

/^ermaseal  Hanufacturing  Corp. 

Bawnd  Brook  Now  Jersey 

EUiot  6-26S2 


Cost  Estimating  Method 
Developed  By  Carrier 

The  first  scientific  method  for 
predicting  home  air  conditioning 
operating  costs  has  been  announced 
by  Carrier  Corporation,  leading 
residential  air  conditioning  manu¬ 
facturer. 

The  product  of  two  years  of  in¬ 
tensive  re.search  on  this  problem 
and  many  more  years  of  studies 
on  home  air  conditioning  itself,  the 
new  method  will  predict  average 
seasonal  cooling  costs  for  any  home 
in  any  part  of  the  country,  accord¬ 
ing  to  Everett  P.  Palmatier,  Car¬ 
rier’s  Director  of  Research. 

Its  accuracy  for  a  normal  cooling 
season  is  within  eight  percent  or 
$10  for  the  .sea.son,  whichever  is 
greater,  Mr.  Palmatier  stated. 

“For  the  fir.st  time,  a  home- 
owner  obtaining  an  air  condition¬ 
ing  .system  for  his  residence,  or 
one  moving  into  a  new  completely 
air  conditioned  home  can  obtain  a 
reliable  estimate  before  he  turns 
on  his  Weathermaker  of  what  the 
average  electrical  cost  will  be,”  he 
.said. 

“It  will  also  demon.strate  that 
the  cost  of  cooling  is  far  less  im¬ 
portant  in  total  home  operation 
throughout  much  of  the  country 
than  the  cost  of  heating.  For 
example,  heating  a  typical  1,200 
.square  foot,  $15,000  to  $20,000 
hou.se  may  run  from  about  $40  in 
Atlanta  to  $120  in  Washington  to 
$200  in  the  New  York  area.  But 
the  cost  of  cooling  the  .same  hou.se 
will  only  be  about  $40  for  the  .sea¬ 
.son  in  New  York  and  Wa.shington, 
and  about  $60  in  Atlanta. 

Paper  on  Project 

A  complete  paper  on  the  project 
has  been  .scheduled  for  official  pres¬ 
entation  before  the  national  meet¬ 
ing  of  the  American  Society  of 
Heating  and  Ventilating  Engineers 
in  June.  This  is  the  foremost 
technical  society  in  the  fields  of 
heating,  ventilating  and  air  con¬ 
ditioning. 

The  new  cost  estimating  method 
is  based  on  a  cooling  degree  day 
concept  similar  to  the  heating  de¬ 


gree  day  used  for  some  years  to 
calculate  heating  costs. 

The  basic  problem  was  to  deter¬ 
mine  the  average  outside  tempera¬ 
ture  at  which  operation  of  the 
equipment  to  cool  the  interior  of 
the  hou.se  begins  and  the  amount 
of  work  the  cooling  .system  must 
do  for  each  additional  degree  of 
temperature. 

Carrier  officials  stated  that  the 
new’  co.st  of  e.stimating  method  is 
currently  being  worked  out  for 
every  area  in  the  country.  When 
this  project  is  completed  it  will  be 
po.ssible  to  determine  the  average 
.sea.sonal  co.st  simply  by  running  a 
24-hour  load  e.stimate  on  the  hou.se 
and  multiplying  it  by  a  power  con¬ 
sumption  factor  for  the  city  and  by 
the  electrical  rate. 


N.  J.  Dealer 

{ContinHfd  from  Page  53) 

another  figure,  and  then  of  course 
there  is  the  price  for  the  Arnold 
jalousies. 

Blatt’s  sale.smen  have  the  incen¬ 
tive  to  do  a  good  job  of  estimating 
so  as  to  get  the  job,  but  at  the 
.same  time  to  assure  a  good  profit. 
Their  e.stimate  includes  a  commi.s- 
sion  for  them  not  only  on  the  foot¬ 
age  of  jalousies  .sold,  but  on  the 
entire  job,  carpentry  and  all.  Blatt 
remembers  his  ow’n  days  as  a  sales¬ 
man  and  .sales  manager,  and  can 
understand  w’hy  a  sale.sman  might 
not  bother  to  rack  his  brains  figur¬ 
ing  carpentry  in  which  he  has  no 
intere.st,  monetary  or  otherwise. 

In  his  review’  of  pa.st  installa¬ 
tions,  Blatt  found  that  about  half 
of  them  called  for  louvres  down 
to  the  floor,  the  other  half  for  bulk¬ 
heads  varying  from  12  to  30  inches 
in  height.  When  the  bulkhead  is 
below  a  half  foot  he  gives  the  linear 
price  rather  than  the  square  foot 
price. 

Another  extra  bit  of  figuring  is 
required  by  the  frame  which  has 
been  found  to  be  neces.sary  to  sup¬ 
port  most  jalousie  doors. 

{Contimied  on  Page  96) 
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Check— you’ll  agree— Stephen-laurie 


COMBINES  ALL 


STEPHEN-LAURIE 
tUALITY  gMfilNEERED  FEATURES 


OiASS  SECTIONS 
--r*inovabl«, 

,  on*  window 
at  a  tim*. 


DOVETAILED 

frame— 

prevents  open 
mitered  corners 


CONCEALED 
HARDWARE 
no  rust — 
no  worp. 


NO  SPRINGS 
NO  GADGETS- 
NO  PEINE 
MARKS- 


FiNGERTIP 
CONTROL— 
for  Rowless  oase 
of  operation. 


^  AUTOMATIC 
"CUK-STOP” 
SELF  LOCKING 
— wRIieuI 
tension  looks. 


INSIDE  SCREEN 
— operates 
independent  of 
gloss  inserts. 


100%  WEATHER 
STRIPPING— 
draft-seal, 

drain-flow. 


CONDENSATION 

eliminated- 

bottom  sill 
louvered  to  dry 
out  window 
from*. 


'  4-WAY 
expanders— 

take  cor*  of  all 
fromatoierance*. 


SELF  STORING- 
no  tracks  to 


GENUINE  100% 
INTERLOCKING 
FULL 

MEETING  RAIL. 


PRESSURIZED 

63S-T5 

extruded 

TRIPLE-TRACK 
CHAI^IELS— for 
easy  operation. 


✓ 

CONTROLLED 
VENTILATION— 
both  top 
and  bottom. 


^  MARINE 
GLAZING- 
for 

tight-seol  inserts. 


Doesn't  it  moke  sense  that  the  one  triple-track 
aluminum  combination  storm  window  designed, 
engineered  and  produced  to  combine  every  quality 
feature  should  be  the  BEST  OF  ALL.  Distributors  are 
checking  and  cashing  in  on  the  deal  that  gives  them 
a  product . . .  BORN  OF  QUALITY  guaranteeing 
precision  construction,  trouble-free  installation, 
operating  perfection,  lasting  service  . . .  BUILT  ON 
VALUE,  a  premium  product  competitively  priced  . . . 
BEST  OF  ALL  a  transaction  assuring  consumer 
satisfaction  that  means  more  sales — 
continuous  profits  for  you. 


Stephen-Lau  R I E  manufacturing  co.,  5913-23  RIDGE  AVE.,  PHILA.,  PA.  1 1  V  •  2 

5  PLANTS  TO  SERVE  YOU-TRiPLE-TRACK  WINDOWS-STORM  DOORS-JALOUSIE  DOORS  6660 


Sfephen- Laurie 
plan!  Assam- 
bled  or  K-0. 
Oalivary  from  S 
plants  assures 
72  hour  serv¬ 
ice,  eliminates 
inventory.  H 
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foreman  stops  at  the  house  to  make 
a  materials  estimate.  He  does  not 
concern  himself  with  price  —  the 
salesman’s  decision  is  final.  On  the 
appointed  day  the  lumber  yard 
drops  off  the  ordered  material  at 
the  hou.se,  the  jalousies  are  picked 
up  at  the  South  E.ssex  Ave.  head¬ 
quarters,  and  the  in.stallation  team 
j>roes  to  work.  Each  team  has  a 
carpenter  and  a  helper,  who  do  all 
woodwork  and  masonry.  Blatt  takes 
no  jobs  that  require  an  extensive 
concrete  slab  or  a  roof,  and  en- 
KaKes  no  sub-contractors  to  do  any 
of  the  job.  The  installers  receive 
a  regular  hourly  rate,  and  are 
employed  the  year  round.  The  fore¬ 
man  is  on  weekly  .salary. 


later  .sales  manager.  The  Weather 
Conditioning  Co.,  Inc.  is  a  com¬ 
pletely  di.stinct  organization,  en¬ 
sconced  in  a  wing  of  the  large 
two-.story  stucco  building  that 
.serves  both  firms. 


N.  J.  Dealer 


{ContinNff}  from  Page  94) 

Some  companies  work  completely 
on  the  .s(|uare  footage  ba.se,  with 
now  and  then  an  instinctive  or  a 
guesswork  correction  for  extra 
work  required.  Blatt  expres.sed 
appreciation  of  the  plight  of  the 
Washington  dealer  who  spoke  at 
the  Xersica  convention :  a  year’s 
bu.sy  work,  and  no  profit  in 
jalousies,  becau.se  of  difficulty  in 
estimates. 

Once  a  jalousie  porch  is  put  in, 
Blatt  can  expect  more  than  a  little 
repeat  busine.ss.  First,  the  summer 
porch  is  a  natural  for  fixing  up 
into  an  all  year  room.  Electroglas 
panels  for  heating,  and  making  the 
place  weather  tight  is  the  first  .step 
—  which  Blatt  estimates  is  taken 
by  60%  of  his  jalousie  customers. 
Then  his  men  go  back  and  .sell 
jalousie  .storm  .sash. 

After  the  e.stimate  is  given  by 
the  .salesman,  and  the  contract 
signed,  the  company’s  carpenter 


The  main  floor  space  is  devoted 
to  the  KD  a.s.sembly  of  Orange 
combination  windows,  for  which 
Blatt  is  the  New  Jersey  distributor. 
Upstairs  is  the  as.sembly  room  for 
Ha.stings  awnings,  which  Blatt  dis¬ 
tributes  in  Northern  New  Jer.sey 
and  five  .southern  New  York  coun¬ 
ties.  Least  space  of  all  is  required 
for  the  a.s.sembly  of  the  Arnold 
jalousie.s,  which  come  from  Florida 
by  truck  in  the  form  of  knock  down 
parts.  Blatt’s  main  headache  in 
jalousies  is  getting  good  glass  at 
a  rea.sonable  price.  A  large  ship¬ 
ment  of  glass  from  Belgium  had 
just  come  in,  packed  in  heavy 
wooden  crates,  and  were  waiting  to 
{Continued  on  Page  98) 


Operation 


Blatt’s  operation  as  a  dealer  was 
a  natural  outgrowth  of  his  main 
activity  as  a  distributor.  In  1950 
he  took  over  the  Aluminum  Prod¬ 
ucts  Distributors,  Inc.,  from  Bob 
Abrams,  who  had  .started  the  firm 
in  1945,  with  Blatt  as  .salesman  and 


INTRODUCING — The  All  New — TROUBLE  FREE 


pARKCHESTER 

^^400”  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 


FOR  ALL 

10USING 

PROJECTS 

k  Commercial  and 
Residential 


FHWStaiidaH 

METAL  CASEMENTS 

MTO  AMO  HytM  TVPC 


DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 

HOW  TO 
DOUBLE  YOUR 
SUMMER 
SCREEN 
SALES 

WRne  FOR  DETAILS! 


ALUMINUM 

SCREEIS 

Big  Over  the 
.  Counter  Sales 
^  and  Profits 


Standards 

and 

Specials 

Write 

for 

New 

Price 

List 


CM  A  PPM  I  sexTrom 
srnMm  pgrMfAS 


Factory: 

PAMCO  WINDOW  MFC.  CO.,  INC. 
1651  L  233rd  Street 
New  York  66,  N.  Y. 
FAirbanks  4-7233 


Factory  Branch: 

PARKCHESTER  OF  WILMINGTON,  INC. 
723  New  Castle  Avenue 
Wilmington,  Del. 
Wilmington  4-9988 


Factory  Branch: 
PARKCHESTER  OF  LODI,  INC. 
Route  17,  off  Essex  Street 
Lodi,  N.  J. 
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Designed  for  both  casement  and  conventional  type 
windows  on  homes  and  buildings,  of  wood,  brick  or 
stone.  Constructed  by  experienced  craftsmen. 


Hastings  doarhoods  offer  a  profitable 
year  'round  market.  Mode  right,  priced 
right.  Supplied  in  plain  colors  or  with 
striped  effect. 


Showing  smart,  economical  Windo- 
tume  model  with  open  sides.  Espe¬ 
cially  attractive  when  used  with 
Hastings  ornamental  shutters. 


HASTINCIS  aluminum  awnings  are  laboratory  tested 
to  meet  the  highest  quality  standards.  All  bracing  is 
roll-formed  .  .  .  underside  of  awning 
coated  white  with  non-glare  lacquer 
finish  .  .  .  awning  segments  are  crowntnl 
for  added  strength  and  beauty  ...  3 
thicknesses  of  metal  where  slats  int<>r- 
loc’k,  for  extra  rigidity  .  .  .  air  vents  in 
sides  for  proper  ventilation.  Easy  to 
remove  at  house  painting  time — a  spe¬ 
cial  Hastiriffs  feature. 


HASTINGS  all-weather,  all-aluminum  awnings  are 
in  growing  demand  for  windows,  doorways,  porches, 
patios,  store  fronts,  car  ix>rts.  They  are  supplied 
in  1 1  beautiful  colors  and  attractive  combinations. 
Their  lustrous  enamel  finish  is  firmly  bonded  to  the 
metal  by  a  s|)ecial  process,  for  long  life  under  all 
weather  conditions.  Hastings  awnings  offer  dealers 
a  complete  line  which  invites  comparison  with  all 
other  makes. 

HASTINGS  awnings,  endorsed  by  architects, 
builders  and  owners  from  coast  to  coa.st,  are  easy 
to  install  and  easy  to  sell.  Although  they  incorporate 
many  suiierior  and  exclusive  features,  they  are 
modestly  priced.  Sub-manufacturing  units  through¬ 
out  the  U.  S.,  Canada  and  Philippine  Islands  facili¬ 
tate  lower  shipping  costs  and  prom[)t  delivery. 

A  FEW  PREFERRED  TERRITORIES  STILL  OPEN 
FOR  PROFITABLE  SUB-MANUFACTURING  UNITS 

Rich  profit  opjiortunities  are  ofien  to  a  limited 
number  of  qualified  applicants  for  ojierating  .sub¬ 
manufacturing  units  in  good  available  territories. 
Corres|)ondence  invited. 


Guaranteed  by 
Good  Housekeeping 

<Dn»tisto 


MADE  OF  STRONG  .040 
AIRCRAFT  ALUMINUM 


METAL  TILE  PRODUCTS,  INC  V 
Dept.  607,  Hastings,  Michigan 

Svnd  complete  particulars  on  profit  opportunities  with  Hastings 
aluini-awnings.  I  am  O  dealer  L]  distributor  Q  contractor 
r~|  architect. 


NAME 


ZONE 


.STATE 


CITY 
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"Streamliner" 

BALL  BEARING 


%  . . . 

I  You've  heard  claims.  We’re  making  one!  You've  asked  for  it  and  Hasco  has  | 

I  perfected  it.  It’s  radically  different  —  you  must  see  it.  The  first  and  only  | 

I  friction-free  window  ever  designed  . .  .  operating  on  stainless  steel  ballbear-  | 

I  ings.  We’ve  made  a  claim,  we’ll  back  it  up.  | 


FRICTION  FREE  •  TRIPLE  CHANNEL 
COMBINATION  WINDOW 

^  SPLIT  SCREEN  (Top  and  Bottom  Ventilation) 

•  Stainless  Steel  Ball  Bearings 

•  100%  Perfected  —  Job  Tested 

•  Guaranteed  Not  to  Stick 

•  No  Tracks  or  Channels  to  Come  Out 

•  Inserts  Can  Be  Raised  or  Lowered  to 
Any  Position 

•  No  Handles,  Springs,  Clips,  Gadgets,  or 
Buttons 

•  Perfect  Interlock  Fit 

•  100%  Extruded 

•  Made  of  63-ST-5  Heat-Hardened  Aluminum 

•  100%  Service  Free 

•  Removable  Spline  Reglazing  Method 

•  Interlocking  Glass  Inserts 

•  Built-In  Drain  System 

And  Many  More  Advantages 

DEALERS  and  DISTRIBUTORS  WANTED 


*  PATENTS  PENDING 


HASCO 


MANUFACTURING  CORP. 


Dept.  SD  100  EAST  HAWTHORNE  AVE. 
VALLEY  STREAM,  L  I.,  N.  Y. 
Phone:  VALLEY  STREAM  5-3647 


WE  have  been  an  engineering 
firm  in  the  window  business  for 
twenty  years. 

There  is  absolutely  no  window 
like  it  on  the  market. 


N.  J.  Dealer 

{Continued  from  Page  96) 

be  opened.  Aluminum  Products 
covers  five  states  and  Washington, 
D.  C.,  for  Arnold. 

The  powerful  distributor  organi¬ 
zation  is  often  of  great  assistance 
to  Blatt’s  various  dealers,  many  of 
w’hom  have  been  with  Aluminum 
Products  since  1945.  The  help  is 
in  every  phase  of  the  business. 


from  merchandising  to  installation, 
and  his  own  experience  in  selling 
retail  is  part  of  the  help,  especially 
the  pricing  system.  Sometimes 
Blatt  sends  his  wholesale  men  to 
go  along  with  a  dealer  to  help  sell 
a  retail  job,  especially  a  jalousie 
porch. 

“Unfortunately,  too  many  dis¬ 
tributors  and  manufacturers  have 
no  conception  of  the  retailer’s  prob¬ 
lems,’’  Blatt  said.  “They  think  in 


i  terms  of  pre.senting  their  product 
at  the  wholesaler  level,  but  have 
no  idea  how  to  appeal  to  the  home- 
owner.  For  example,  much  of  the 
early  jalousie  literature  was 
directed  to  selling  to  builders  in 
Florida.  Contractors  got  sore,  be¬ 
cause  the  folders  made  the  job  look 
too  easy,  almost  a  do-it-yourself 
job,  and  home-owners  couldn’t  see 
where  the  big  charge  for  installa¬ 
tion  came  in.” 

Blatt  was  instrumental  in  get¬ 
ting  literature  prepared  that  was 
slanted  to  the  specialty  dealer,  to 
make  his  .services  attractive  to  the 
home-owner,  by  .stressing  attrac- 
I  tivene.ss  and  value,  rather  than 
I  price  and  ea.se  of  in.stallation. 

Fine  Carpentry 

'  He  was  corroborated  at  this 
I  point  by  Ernest  L.  Chase,  of  Chase 
I  and  Van  Sant,  Inc.,  of  333  Ampere 
Parkway,  Bloomfield,  who  had 
dropped  in  for  a  visit  and  some 
shop  talk.  “The  customers  always 
holler  because  the  price  .seems  .so 
high,  but  they  remark  at  the  fine 
cabinet-work  carpentry  when  the 
job  is  done.” 

Chase’s  formula  for  pricing  in¬ 
volves  a  charge  for  framing  the 
opening,  and  a  separate  charge  for 
each  jalousie  according  to  its 
height.  He  lists  three  categories  of 
openings,  and  depends  on  his  .sales¬ 
men  to  dope  out  the  carpentry  work 
involved. 

Nersica  Post 

Blatt  is  president  of  the  New 
Jer.sey  Guild  of  Nersica,  through  his 
retail  company,  and  as  a  regional 
president  sits  on  the  National 
Board.  Every  one  of,  his  dealers 
must  ha\e  an  e.stablisned  place  of 
busine.ss.  He  had  held  a  meeting 
of  IOC  dealers  in  Orange  a  couple 
of  days  before,  and  he  remarked, 
“We  all  went  around  congratulat¬ 
ing  our.selves  on  being  as  clean  a 
looking  bunch  as  you  can  find  in 
this  busine.ss.” 

Thereupon  Seymour  Holub,  gen¬ 
eral  manager  of  Aluminum  Prod¬ 
ucts,  made  a  remark  which  will 
do  unreported. 
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JAMAICA, NY. 


160-16  JAMAICA 


- ^  division,  overy  focility 

an<yntvice  of  tliPWIimox  Cchnpony  stonds  reody  to  serve 

^ne  needs  of  big  business  and  smoll  alike.  You'll  find  it's  good 
busjMiess  fo  relY  on  Alumex  dependability  and  know-how. 

Our  engifviers  will  study  your  product,  sketches  or  ideos,  and 
give  you  their  complete  ond  professionof  recoipmendotions,  bosed 
on  their  many  years  of  work  ond  rescorch  in  the  extrusion  field. 
Ultimote  success  or  foilure  of  your  product,  or  even  your  "  c 
compony,  moy  actuolly  depend  on  the  type  of  high  quolity 
extrusions,  superior  finish,  close  tolerances,  fost  delivery, 

and  the  colibre  of  engineering  obility,  which  stands  reody 
to  Mfve  your  every  need  at  Alumex. 


&  Home  Improvement  Dealer 


O 

IN  NEW  ENGLAND  |.  W.  BURNHAM  DIST.  CO.,  INC.  125  ALBANY  STREET,  BOSTON,  MASS  HAncocL  6  3S77 


r 


FORD 


METAL  MOULDINGS 


AND 

ALUMINUM  EXTRUSIONS 

•  CHANNEL  •  ROD 

•  ANGLES  •  BAR 

•  TRIM 

IMMEDIATE  DELIVERY  FROM  STOCK 

•  EXTRUSIONS  FOR  SCREEN  &  STORM  WINDOWS 

ONE  WEEK  DELIVERY 

WRITE  FOR  NEW  COMPLETE  CATALOGUE 

1.  We  extrude  all  our  aluminum  and  Roll  all  our  stainless 
steel  mouldings. 

2.  Also  stainless  steel  sinktop  mouldings,  sinkrims,  sink 
clamps,  counter  edge  bends. 

FORD  METAL  MOULDING  CO. 

New  York  Office  &  Warehouse:  27-01  Bridge  Plaza  North, 

Long  Island  City,  N.  Y. 

Texas  Office  &  Warehouse:  Childress,  Texas 
Factory  &  Stock:  Louisburg,  N.  C. 

Sales  Offices:  Philadelphia  and  Boston 


Congress  Seeks 

(Continued  from  Page  14) 

A.s  the  law  now  stands,  the 
F.  H.  A.  insures  loans  for  home 
repairs  up  to  $2,5C0.  A  bank  does 
the  actual  lendinjr. 

The  racketeers  take  advantage 
of  it  by  overcharjrinp  for  repairs, 
takinjr  their  payment  in  form  of 
the  loan,  and  leaving  the  home 
owner  to  repay  the  loan.  If  the 
victim  cannot  repay  it,  the  Gov¬ 
ernment  must. 


In  most  of  these  ca.ses,  if  the 
home  owner  had  taken  the  time 
to  check  the  prices  of  other  con¬ 
tractors,  to  read  carefully  the 
papers  he  was  sipninj?  he  probably 
would  not  have  been  fleeced.  Some 
victims  actually  sijfned  certificates 
stating  they  were  .satisfied  with 
the  job,  although  the  work  had  not 
even  bepun. 

The  F.  H.  A.  backed  loans  far 
above  the  repair  costs  because  it 
did  not  investigate  the  loans  be¬ 
fore  they  were  made. 


Mr.  Hollyday  contended  that  the 
F.  H.  A.  could  not  do  otherwi.se 
with  its  three-man  policing  staff 
in  light  of  the  tremendous  volume 
of  loans. 

He  asked  (’ongress  to  increase 
the  staff.  He  was  given  three  more 
men  —  two  of  whom  had  no  ex¬ 
perience  in  that  tyi)e  of  work.  All 
this  time  the  number  of  loans  was 
skyrocketing. 

In  1946  the  Government  backed 
only  $.300,000,000  worth  of  home 
repair  loans.  But  last  year,  the 
figure  reached  $1,300,000,000, 
which  represents  2,000,000  .separ¬ 
ate  loans  made  by  about  8,000 
lending  institutions. 

Tuning  In 

(Continued  from  Page  66) 

the.se  things  will  never  bother 
them.  They  are  .sadly  mistaken  — 
all  procra.stinations  pile  up  to  form 
a  .stone  barrier  to  the  road  to 
success. 

There  is  an  old  but  true  saying 
to  the  effect  that  one  should  “Never 
put  off  until  tomorrow  what  you 
can  do  today.”  That  adage  would 
never  have  become  old  unle.ss  it 
were  true. 

Alcoa  To  Imporfr 

(Continued  from  Page  14) 

of  the  Korean  expansion  program. 
The  Order  also  strengthens  the 
metal  supply  of  those  companies 
which  look  to  Alcoa  for  .semi- 
fabricated  and  fabricated  alumi¬ 
num.  It  specifically  makes  metal 
available  to  Olin  Industries  for  an 
expansion  of  its  fabricating  facili¬ 
ties.  The  Order  has  in  these  various 
ways  .strengthened  the  entire 
aluminum  industry,  a  result  with 
which  Alcoa  is  in  accord. 

When  the  Government’s  anti¬ 
trust  action  was  .started,  Alcoa 
was  the  only  dome.stic  aluminum 
producer.  Today  there  are  two 
others  (Reynolds  Metals  Company 
and  Kai.ser  Aluminum  and  Chemi¬ 
cal  Corporation)  and  this  year 
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there  will  be  a  third  (Anaconda 
Aluminum  ('ompany),  as  well  as 
lar^re  and  jrrowin^  importations  of 
metal,  particularly  from  Canada. 
Alcoa’s  percentajre  of  the  domestic- 
primary  aluminum  capacity  has 
decreased  greatly  from  the  100'^ 
it  held  in  1987,  and  yet  its  smelt¬ 
ing  capacity  is  now  four  times  its 
1987  size.  Today  there  are  over 
21,000  companies  participating  in 
the  aluminum  industry  on  less 
than  a  fully  integrated  basis.  Most 
of  these  have  entered  the  industry 
since  1987. 

“Alcoa  stockholders  who  held 
a  substantial  stock  intere.st  in 
Aluminium  Limited  as  a  result  of 
the  1928  spin-oft’  of  that  company 
from  Alcoa  were,  in  1951,  ordered 
to  dispo.se  of  their  holdings  of 
Aluminium  Limited  stock  over  a 
ten-year  period.  More  than  half 
of  the  stock  subject  to  that  order 
has  already  been  dispo.sed  of.  In 
the  meantime,  the  remaining  stock 
is  voted  by  three  distinguished 
trustees  appointed  by  the  Court,” 
Mr.  Wilson  said. 


“Since  the  beginning  of  the 
ca.se,”  Mr.  Wikson  added,  “the  in¬ 
dustry  has  increa.sed  ten-fold  in 
domestic  production  capacity 
(from  150,000  tons  to  1,500,000 
tons)  and  the  price  of  aluminum 
ingot  is  virtually  where  it  was  in 
1987  (20r  in  1987  v.  21>.2C  per 
l)ound  today).  Many  competitive 
metals  have  doubled  and  trebled 
in  1)1  ice  over  the  .same  span  of 
years.” 


Dealers  Report 

iCotifiniied  from  Paffe  89) 

facturers  aie  giving  every  indica- 
lion  that  they  mean  to  have  their 
shaie  of  the  home  improvement 
business  while  keeping  up  their 
efforts  to  crack  the  stubborn  new 
construction  market. 

A  considerable  number  of  .storm 
dooi-  manufacturers  have  made 
arrangements  with  jalousie  pro¬ 
ducers  to  make  jalousies  for  in- 
.sertion  in  aluminum  .storm  door 
frames.  At  the  .same  time,  jalousie 


producers  in  the  north  are  increas¬ 
ing  their  production  and  bettering 
the  quality  of  their  product.  In 
general,  it  may  be  .said  that  the 
jalousie  field  both  north  and  .south 
are  confident  that  they  will  have 
a  good  year  in  1954  and  most  of 
them  are  reporting  good  business. 

('urrent  Trend 

The  trend  throughout  the  na¬ 
tion’s  business  .seems  to  be  in  the 
direction  of  a  slow  upturn  and 
responsible  executives  are  showing 
what  may  be  de.scribed  as  “sober 
optimism.” 

Leaders  in  the  Chamber  of  ('om- 
merce  of  the  United  States  believe 
1954  will  be  a  good  business  year, 
possibly  the  second  or  third  best 
in  the  nation’s  history. 

This  was  the  general  opinion 
expressed  by  80  top  officers  and 
directors  in  United  Pre.ss  inter¬ 
views  during  the  chamber’s  re¬ 
cently  concluded  annual  meeting 
in  Washington,  I).  C. 

(Continued  on  Paffe  102) 
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Contact 

CALEX 


for  prompt  delivery 
of  QUALITY 
ALUMINUM 
EXTRUSIONS 
at  fair  prices 

Your  inquiries  will 
receive  prompt  attention 


CALEX 

2415  WILSON  AVENUE 
CAMPBELL,  OHIO 
PLaza  5-9679 


Dealers  Report 

(Continued  from  Page  101) 

A  representative  jfroup  of  busi¬ 
nessmen  from  throughput  the 
country,  the  30  included  bankers, 
farmers,  merchants,  top  executives 
of  life  insurance,  large  diversified 
manufacturing  and  other  com¬ 
panies.  A  majority  are  connected 
with  moderate-sized  or  large  busi¬ 
nesses. 

They  expected  a  general  upturn 
in  business  by  next  fall  or  .sooner. 


Some  believe  the  upswing  already 
has  started. 

A  Commerce  Department  report 
also  lent  support  to  this  view.  It 
.said  manufacturing  activity  picked 
up  substantially  in  March  with 
.sales  climbing  by  more  than  $4,- 
060,000,000  compared  to  February 
and  inventories  dropping  more 
than  $1,000,000,000. 

New  orders  ro.se  nearly  $5,000,- 
000,000  compared  to  February  and 
unfilled  orders  increa.sed  sharply. 
Even  .so,  the  over-all  business  of 


manufactures  was  still  below  a 
year  ago. 

Among  the  chamber  executives, 
the  best  busine.ss  outlook  was  re¬ 
ported  for  the  .southeastern  .states. 
The  least  favorable  prospects  were 
foreseen  for  drought-stricken  farm 
areas.  And  in  many  of  them, 
things  have  been  looking  up  since 
recent  rains. 

However,  the  national  farm  in¬ 
come  was  expected  to  be  down, 
regardle.ss. 

Richard  L.  Bowditch,  Boston, 
retiring  president  and  new  chair¬ 
man  of  the  chamber  board, 
summed  up  the  optimism  generally 
expres.sed  in  the  30  interviews. 

“All  indications  are  that  we  will 
have  a  good  year,  approaching 
1952  over-all,”  Mr.  Bowditch  .said. 
“I  look  for  a  general  upturn  in  the 
autumn.  We  can’t  go  from  a  war¬ 
time  into  a  peacetime  economy 
without  .some  adjustments,  and  we 
now  are  going  through  a  perfectly 
normal  adju.stment  period.” 

Business  prosperity  of  1952  was 
second  only  to  last  year’s  boom. 

The  new  chamber  president, 
Clem  I).  Johnston,  Roanoke,  Va., 
holds  almo.st  identical  views  with 
Mr.  Bowditch,  except  he  believes 
the  upswing  already  is  under  way. 


Unique  Window 

(Continned  from  Page  40) 

ployed  as  New  England  Sales  Man¬ 
ager  for  Winstrom  Corporation. 

The  in.stallation  was  sublet  to 
the  Midair  Construction  Co., 
Providence,  R.  I.,  and  the  complete 
job  was  done  in  18  days.  Since 
the  factory  is  located  in  the  center 
of  the  busine.ss  district  in  Provi¬ 
dence,  portable  aluminum  stagings 
were  employed  and  the  windows 
were  hauled  to  the  top  of  the  .stag¬ 
ings  by  pulleys. 

The  result  of  this  large  installa¬ 
tion  was  a  tremendous  increase  in 
retail  .sales  of  the  entire  di.strict, 
as  the  Winstrom  product  was 
.selected  over  16  other  companies 
who  had  installed  .samples  on  the 
factory  in  anticipation  of  receiving 
the  job.  Not  a  single  .service  call 
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has  been  yet  received,  and  Mr. 
Simon  Shatkin,  proprietor  of  Day- 
0-Lite  reports  that  he  confidently 
expects  the  windows  to  pay  for 
themselves  in  three  years. 


Cut  Aluminum  Awning  Production  Costs 


Wlnte 


Pre-coafed 

ALUMINUM 


COILS 


FHA 

{Continued  from  Poffe  40) 

Hou.ston ;  Cane  Enterprises  &  As- 
.sociates,  Inc.,  Chicago  and  Hous¬ 
ton;  Harry  M.  Cane,  Chicago  and 
Houston.) 

“Eight  others  were  al.so  found 
to  be  obviouslv  the  same  man  oi- 


Sandeson  in  The  Ft.  Wayne  News  Sentinel 

‘‘Plenty  of  closets.” 

"Some  names  on  the  Hou.ston 
list  were  placed  there  as  early  as 
1940  (14  years  ago!!!)  according 
to  our  local  FHA  insuring  office. 

“We  do  not  feel  that  it  should 
be  the  responsibility  of  the  news 
.services  to  check  the  authenticity 
and  timeliness  of  news  given  out 
by  a  Senate  committee.” 

Summarizing  the  harmful  effects 
of  the  committee’s  action,  Mr. 
Smith  .said,  “Results  of  this  one 
release  by  your  committee  must 
have  been : 

1 .  Widespread  publicity  for  your 
Committee. 

{Continued  on  Pone  104) 


The  C 

TRIPLE-COAT 
PROCESS 

Which  Provides  Positive  Weather 
Resistant  Finish  and 

WILL  NOT  FRACTURE  UNDER 
ANY  NORMAL  FABRICATING 
OPERATION 


pre-ble] 


Available  in 
20  Baked-in  Colors 

V'ou  eliminate  painting  with 
Pre-Kote  triple  process  pre-coated 
aluminum  coils.  Absolute 
uniformity  of  color  and  quality,  in 
all  widths  and  gauges,  is  guaranteed 
for  exceptional  durability  by  the 
exclusive  Pre-Kote  STRONTIUM 
CHROMATE  under-coating.  Because 
Pre-Kote  is  a  product  of  the  nation’s 
finest  rolling  mill,  you  get  Pre-Kote 
aluminum  coils  at  no  more  than 
the  cost  of  ordinary  coated  coil. 

Get  the  facts— write  today  for 
samples  and  colorful  brochure. 


ALUMINUM 

PRE-COATING 


MViSION  OP  -  - 
tfNITID  STilL  mOOUCTS  COUP. 

5311  Avoien  Blvd.,  Los  Angolos  11,  California 


Att. :  Manufacturers  and  Distributors  of  Combination 
Storm  Windows  and  Doors 

Are  you  looking  for  better  quality  at  lower  prices?  Our  special  production 
methods  enable  us  to  da  just  that. 

Our  Technical  and  Mechanical  know-how  in  the  Mfg.  of  tools  and  dies,  will  be 
mast  advantageous  to  your  production  schedule. 

Tell  us  your  needs,  and  we  will  design  for  you.  * 

Window  corner  keys  of  all  descriptions  are  our  specialty.  Our  prices  are  low, 
let  us  quote  on  your  next  order.  Specify  size  and  type. 

ACHAR  MFG.  CO. 


■ 


551  Ridgewood  Ave.,  B'kiyn  8,  N.  Y. 


Telephone  AP  7-452Q 


1 


6  Home  Improvement  Dealer 


YOU’RE 


{Contimnd  from  Page  103) 

2.  Immeasurable  support  for  all 
opponents  of  FHA. 

3.  Building  a  further  threat  to 
the  millions  of  families  who 
would  suffer  were  govern¬ 
ment  aid  and  reKulation  of 
interest  rates  on  their  homes 
and  improvements  thereto 
terminated  or  cut  back. 

4.  Undermining  public  confi¬ 
dence  in  our  government 
agencies. 

5.  Undermining  public  confi¬ 
dence  in  the  entire  building 
industry. 

6.  Threatening  the  economic 
future  of  tens  of  thousands 
of  responsible  business  con¬ 
cerns  in  the  industry. 

7.  Laying  the  groundwork  for 
a  serious  cutback — from  the 
manufacturing  level — in  one 
of  the  most  desirable  and 
presently  healthiest  segments 
of  the  national  economy,  the 
home  building  indu.stry.” 

Mr.  Smith’s  letter  adds,  “Again 
we  plead  with  you  —  as  we  did  in 
our  letter  to  you  dated  April  23 
asking  that  you  point  out  that 
Section  608  of  FHA  died  in  1950 
whenever  your  investigation  un¬ 
covered  newsworthy  items  relating 
to  apartment  hou.se  con.struction 
for  the  long  range  good  of  the 
people  of  the  United  States  and 
with  consideration  of  the  tens  of 
thoiKsands  of  small  busine.ss  men 
and  their  suppliers  who  operate 
honestly  and  ethically  within  the 
general  framework  of  the  vast 
building  industry. 

“By  all  means  let’s  get  the  crooks 
out — but  let’s  not  kill  the  building 
indu.stry  in  doing  it.’’ 


EVERY  DAY 


...IF  YOU’RE  NOT  USING  fBMlY 
STAINLESS  STEEL  SCREWS  FOR 
ASSEMBLY  AND  INSTALLA¬ 
TION  OF  AWNINGS,  COMBI¬ 
NATION  DOORS,  WINDOWS, 
JALOUSIES,  ENCLOSURES. 


^^TRIPLE"^ 

^  YOUR  PROFITS!  ^ 

W  Our  extruded  3-traek*  window  permits  ^ 
'  you  o  wide  prorit  morgin  ond  hot  unique  t 
features  of  design  thot  appeal  to  dealer, 
salesman,  customer  and  installer. 

•  FULLY  ASSEMBLED  OR  KDI 

•  AVAILABLE:  2-PANEL  DOOR! 

L Write,  Wire  or  Phone  i 
Today  For  FuH  ^ 

Information! 

Patents  Pending 


Ferry  Stainless  Steel  Sheet 
Metal  Screws  are  HARDER 
—  slots  or  recesses  will  not 
rout  out,  heads  will  not 
breakoii,shankswillnot  jg 
bend. Drive  themFAST  ^ 
and  HARD  —  to  save 
time  on  every  job, 
every  day. 


mallard 


Ferry  Stainless  Steel 
Screws  will  never  rust, 
never  corrode  .  .  . 
always  bright  and 
shining  as  new ! 

Will  not  ’’bleed". 
Permanently  protect 
the  APPEARANCE  of 
your  jobs. 


1H5D  track 


;  E.  W.  FERRY, 

\  world's  leading  producer 
(  of  stainless  steel  screws, 
i  furnishes  them  in  J 

I  No.  430,  No.  410  ^ 

I  BRIGHT  HARDENED 
)  and  in  No.  304  Stainless. 

)  BY  THE  CASE  or 
BY  THE  CARLOAD, 

)  GROSS  PACKED  or 
\  IN  BULK.  WRITE 
\  FOR  CATALOG  A 

,  AND  PRICE  SHEET.  * 


HERE  ARE  JUST  A  FEW  OF  THE  MANY 
FEATURES  OF  THIS  GREAT  WINDOW 

•  THREE  3  TRACK  (ALL  EXTRUDED  63ST5 
ALUMINUM)  PICTURE  STYLE 

•  INTERLOCKED  THROUGHOUT  SCREEN  & 
GLASS 

•  NO  TRACKS  TO  REMOVE 

•  POSITIVE  LOCKING  HANDLES 

•  DRAIN  TUBES  TO  ELIMINATE  CONDENSA¬ 
TION 

•  THE  WINDOW  WITH  (GEON)  REFRIGERA¬ 
TOR  SEAL 


WE  CAN  SERVICE  YOU  WITH  KD. 
SEMI  KD  OR  READY  M^DE  WINDOWS 


NCSWDI 


{Continued  from  Page  41) 

Of  out.standing  importance  was 
a  re.solution  pa.ssed  by  ths  Institute 
condemning  bait  advertising  and 
unethical  sales  practices  in  clear 
and  unefjuivocal  language.  In  the 


BUY  DIRECT  FROM  THE  MFR 


MALLARD  MANUFACTURING  CORP. 

AFFILIATE  OF  MORT  COMPANY 
Serving  the  Building  Trade  tor  54  Years 

PHILA.  23,  PA.  PHONE:  MA  7-443 


Yde  E.  W.  FERRY  II  1 

L  SCREW  PRODUCTS,  2 

Smith  Road,  Brookpaik, 
^^^^^^Cleveland  30,  Ohio 
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resolution,  the  Institute  offered  to 
render  all  possible  aid  to  Federal, 
State  and  City  government  agen¬ 
cies,  Better  Business  Bureaus,  and 
banking  institutions  in  correcting 
unethical  advertising  and  selling 
practices  wherever  they  exist.  Be¬ 
cause  of  the  urgency  of  the  bait 
advertising  situation,  NCSVVDI 
decided  to  forgo  its  previous 
planned  public  relations  program 
for  the  time  being  and  to  finance 
the  corrective  activities  again.st 
abu.ses  with  public  relations  funds 
budgeted  at  the  last  meeting  in 
Detroit. 


New  Approaches 

{Continued  from  Page  42) 
will  find  it  one  of  the  best  friends 
your  home  has  ever  had.” 

An  item,  such  as  an  aluminum 
ladder,  ties  in  with  a  home 
improvement  .sale.  Its  like  meat 
with  a  freezer,  carpeting  with  a 
new  home  or  .seat  covers  with  a 
new  car.  If  you  don’t  like  the 
aluminum  extension  ladder  ap¬ 


proach,  you  can  advertise  the 
“free”  gift  of  an  aluminum  ladder 
with  every  sale.  There’s  a  regular 
.step  ladder,  an  attic  ladder,  a  plat¬ 
form  ladder,  heavy  duty  ladders 
and  extension  ladders  fitting  for 
any  work  around  the  building.  You 


Aluminum  Extension  Ladder 

could  even  u.se  the  inexpensive 
junior  step  ladder  as  a  “door 
opener”.  There  are  numerous  ways 


of  doing  this;  but  here  are  some 
of  the  better  ones: 

1.  Drop  a  “free”  gift  card  at  all 
prospects  doors.  “If  you  send 
us  your  name  and  address  be¬ 
fore  the  end  of  the  week  and 
tell  us  in  le.ss  than  25  words 
why  (.storm  windows,  siding, 
metal  awnings)  are  best  for 
your  home,  we  will  send  you 
a  lightweight  aluminum  gen¬ 
eral  purpose  junior  .step  lad¬ 
der,”  The  .salesman,  naturally, 
delivers  the  “gift”  and  makes 
the  sale. 

2.  Use  the  telephone  approach. 
“Mrs.  Jones,  your  name  was 
given  to  us  to  help  our  com¬ 
pany  in  its  work  of  improving 
the  looks  of  the  community 
.  .  ,  you  know,  we’re  part  of 
a  group  working  on  giving 
(town)  a  “new  look”.  We 
need  .some  more  information 
and  we  would  like  you  to  help 
us  in  our  good  work.  If  you 
can  give  us  the  information 
(Continued  on  Page  106) 


VERSATILE  -  ECONOMICAL 

Any  combination  of  gloss,  wood  or  metal  louvers 
may  be  used  in  the  some  louver  clips.  Most  reason¬ 
able  in  cost  and  easy  to  sell. 

Several  choice  locations  for  dealer  ond  distributor¬ 
ships  still  available. 


Acclaimed  by  distributors  and  dealers 
everywhere  for  its  simplicity,  economy, 
and  selling  power. 

FINEST  QUALITY 

This  jalousie  has  no  assembly  prob¬ 
lems —  no  massive  frame.  Louver  racks 
are  fastened  directly  to  opening  and 
glass  louvers  inserted.  Easy  to  install 
and  perfect  in  operation. 


I  Gentlemen:  | 

I  Rush — without  obligation,  complete  details  on  deal-  | 

I  ership  (  )  distributorship  (I.  i 

!  Nome . I 

I 

I  Address .  I 


7140  N.  W.  7th  AVENUE,  MIAMI,  FLORIDA 
PHONES  89-4586-7-2996 
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ffaw 


's  the  Time  to  Sell 

PORCH  EHaOSURBS 


and  THE  FINEST  ALUMINUM  DOOR 
I  ON  THE  MARKET 


Here  is  the  perfect  item  for 
Spring  and  Summer  sales. 
Every  porch  and  patio  pre 
sents  a  prospect  for  large 
volume  sales.  Easy  installa¬ 
tions.  top  beauty  and  quality 
mean  high  profits. 

VICTORY  Porch  Enclosures 
are  shipped  in  large  panels 
complete  with  all  hardware. 
One  man  can  install  it  in  1  Vz 
days.  Screens  are  inserted— 
storm  sash  can  be. 


VICTORY  Sform  Doors  ore  the  heaviest,  most  rigid,  most  beautitui  doors  you  hove  ever 
sold.  Full  one-inch  ALCOA  Extrusions.  STANLEY  Stainless  Steel  Concealed  Hinges. 
DEXTER  lock  if  desired.  CORBIN  door  check.  Tic  rod  top  and  bottom  and  keyed  corners 
give  super  strength  and  rigidity. 

IMMCDIATl  DELIVERY  —  OUH  FAMOUS  SERVICE 


Write,  Wire  or  Phone  Today  for  Literature 

iCTOKV  iSTOKM  StSH  &  SCKEEV  CO..  I\l'. 


12i>l26  South  Terrare  Avenue,  Mount  \«‘rnoii.  N. 


MOunt  \  «‘rnon 


^]^X^ST0RIA  DOOR  ClOS« 

^^*^PRO«CTOR 


The  only  closer  with  a  10  year  guarantee. 


Strength,  beauty  and  smooth  operation  assure  satisfaction  on 
any  door.  Self  lubricated  for  1 0  years.  Hold  up  spring  prevents 
chain  protector  from  marring  door  or  gloss.  Extra  chain  bracket 
and  "S"  hook  included  for  separate  application.  Available 
without  chain  protector. 


Ideal  Hinges 
430  or  302  stainless  steel.  Avail- 
jable  with  bronze  oilite  bearings 
for  10  to  20  times  normol  wear 
on  jalousies  and  other  heavy  doors. 


YOUR  CHOICE 


One-Bore  Latch 
8,000,000  in  use  to- 
Just  drill  three  Va"  holes,  j day.  Just  drill  one  1’ 
hole. 


Idealox  and  Idealotches 
With  or  without  key. 


vailabie  at  individvol  Items  or  in  complete  kits 


IDEAL  BRASS  WORKS,  INC.,  250  E.  Sth  St.,  St.  Paul  1,  Minn. 


New  Approaches 

(Continued  from  Page  105) 

we  need,  we  wili  be  glad  to 
send  you  a  wonderful  light- 
weight  aluminum  general  pur¬ 
pose  junior  step  ladder.  Tell 
me,  Mrs.  Jones,  on  a  home 
such  as  yours,  how  often  do 
you  have  to  repair  your  win¬ 
dows?  When  did  you  repair 
them  la.st?  When  did  you 
paint  the  exterior  of  your 
house  last?  etc.  etc.  .  .  .” 
Naturally,  this  gives  your 
salesman  the  kind  of  informa¬ 
tion  which  makes  closing  just 
a  matter  of  making  the  call. 

The  important  think  to  remem¬ 
ber  is  that  you  mu.st  have  a  better 
selling  story  to  tell  and  a  “plus” 
value  to  offer,  to  put  your  foot  in 
yeiir  prospects  door  before  com- 
j  petition.  There  should  be  no  doubt 
that  you  can’t  sell  customers  you 
don’t  see. 

Premium  offers  of  aluminum 
household  items  are  best  for  the 
“plus”  value  of  your  “pitch”  .  .  . 
and,  with  the  constant  plugging 
of  “aluminum”  commodities  in  the 
daily  newspaper,  with  the  ever¬ 
present  need  for  ladders  by  home- 
owners,  the  aluminum  ladder  can 
become  one  of  the  most  important 
assets  in  developing  leads  and  clos¬ 
ing  .sales. 


Fiberglass  Screen 

(Continued  from  Page  45) 

or  break  at  high  temperatures.  It 
has  a  melting  point  beyond  ,375 
degrees.  In  addition — at  the  other 
temperature  extreme — the  screen¬ 
ing  will  not  crack  or  flake  when 
flexed  even  at  temperatures  as  low 
as  minus  50  degrees  F.  From  the 
home  owner’s  viewpoint,  this 
means  that  the  screening  will 
neither  burn  or  support  fire.  Ex- 
po.sed  to  high  temperatures,  the 
vinyl  coating  may  melt,  bubble  or 
charr,  but  because  the  glass  fibers 
are  inorganic,  they  cannot  burn. 
A  cigarette,  for  example,  held 
directly  again.st  fiberglass  .screen- 
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^ecuitu 

that  SELLS!  • 

from 


mMOfOi 


We  believe  fhaf  the  fundamental  de»Ire  of  the  average  buyer  of 
combination  windows  and  doors  is  to  beautify  the  exterior  of  his 
home.  That's  why  we  have  developed  what  we  firmly  believe  to  be  the 
most  BEAUTIFUL  windows  and  doors  on  the  market!  Of  course  we 
have  included  those  features  that  have  proven  to  be  the  most  practi¬ 
cal  and  trouble-free  in  operation.  Dealers,  distributors  and  K-D 
operators  are  invited  to  contact  us  for  further  information. 


the  new 

— — 

3-TRACK  WINDOW 


thenEW 

JALOUSIE  DOOR 


•  2  Track  Combination  Windows 

®  Combination  Storm  &  Screen  Doors 

•  Storm  Windows  for  Casements 


Company 


Arnot  Place,  Lodi 
GRegory  3-0937 


ing  for  any  length  of  time,  will 
not  puncture  it  or  burn  a  hole. 

3.  Fiberglass  screening  is  very 
easy  to  handle  and  install.  It  is 
soft  and  flexible,  with  no  sharp 
ends  that  migh  cut  or  scratch  dur¬ 
ing  handling.  The  plastic  coating 
is  fused  at  each  joint  to  prevent 
fraying  of  cut  edges.  Its  flexibility 
and  the  fact  that  it  doesn’t  need 
to  be  creased,  saves  the  dealer  time 
in  insertion  and  splining.  Dimen¬ 
sional  stability  is  also  an  import¬ 
ant  factor  in  screening,  not  only 
from  the  appearance  point  of  view 
but  because  it  has  direct  bearing 
on  ease  of  installation.  Fiberglass 
screening  will  not  shrink,  neither 
will  it  stretch  or  bag  out,  thus 
assuring  firm  attractive-looking 
screens  at  all  times. 

Easy  to  Repair 

4.  Easy  to  repair.  It  is  not  often 
that  fiberglass  .screening  can  be 
damaged,  but  if  this  should  happen 
through  unusually  harsh  treat¬ 
ment,  repairs  can  be  made  quickly 
and  easily.  To  repair  a  hole,  for 
example,  a  patch  can  be  fused  onto 
the  screen  with  an  ordinary  electric 
iron  (385  degrees).  The  patched 
area  will  be  invisible  becau.se  the 
vinyl  plastic  on  each  .strand  of 
the  fiberglass  becomes  fused  by 
heat. 

5.  Low  co.st.  Initial  cost  of  fiber¬ 
glass  .screening  is  competitive  with 
that  of  other  quality  screening. 

6.  In  term  of  weight,  fibergla.ss 
.screening  weighs  four  pounds  per 
100  square  feet. 

Many  tests  have  been  conducted 
to  determine  the  properties  of 
fibergla.ss  screening.  The  United 
States  Testing  Company,  for  ex¬ 
ample,  conducted  a  te.st  which 
proved  impre.ssively  the  superior 
bursting  .strength  of  the  material, 
particularly  after  sustained  ex¬ 
posure  to  heat,  aging,  weathering 
and  immersion  in  water. 

In  addition,  the  U.  S.  Army  has 
been  running  te.sts  on  fibergla.s.s 
screening  for  .several  years.  Their 
laboratory  tests,  now  completed, 
show  results  which  correspond 


clo.sely  to  the  U.  S.  Te.sting  Com¬ 
pany’s  te.sts  on  bursting  strength, 
and  al.so  show,  a)  No  di.scoloration 
or  loss  of  vinyl  coating  after  400 
hours  of  weathering  (each  side), 
and,  b)  no  significant  support  of 
fungus  growth. 

Numerous  other  te.sts  conducted 
by  independent  te.sting  laboratories 
and  manufacturers  of  .screen  cloth 
and  .screens  have  confirmed  the 
excellent  resistance  of  fiberglass 
.screening  to  .seashore  climates, 
heat,  moisture  and  fire.  Its  dimen¬ 


sional  .stability  has  also  been 
proven  beyond  que.stion. 

In  short,  fibergla.ss  .screening  is 
not  an  untried  product  but  one 
which  has  been  proven  through 
rigid  te.sts  and  actual  u.se. 

Its  unique  properties  and  many 
advantageous  features  will  make 
it  a  home  improvement  and  repair 
item  ’prominent  on  the  home¬ 
maker’s  list.  So  for  the  dealer 
with  the  wisdom  to  recognize  its 
potentials,  fiberglass  screening 
should  prove  a  real  profit-maker. 
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MAKE  MORE  SALES  witli  PERMA-LITE  Aluminum  Awnings 
ONLY  PERMA-LITE  1)3$  all  these  exclusive  features! 


•  LARGEST  STANDARD  APRON 
VALANCE  Extra  depth  gives 
greater  protection. 

FROSTED  BEAUTY  EDGES 
An  exclusive  decorator 
feature. 


INTK’LOK  SIDE  CONSTRUCTION 

Gives  added  strength  and  pro¬ 
tection  against  the  weather. 


Some  dealer  territories  still 
open.  Write  or  wire  today. 
’  Get  the  PROVEN  PERMA-LITE 
STORY  NOW! 


•  WITE-LITE  UNDERSIDE 

Reflects  soft  indirect  light. 

•  GUrR-GARD  WEATHER  CONTROL 
On  all  doorway  awnings. 


PERMA-LITE  METAL  AWNING  CORP. 

138  Allen  Street,  Buffalo  1,  N.  Y. 


YOUR  PROFIT  MARGIN  AND  MARKET 

IS  W  -  I  -  D  -  E 

WHEN  YOU  SELL 

CURVALUM 

ALUMINUM  COMBINATION 

CIRCLE  HEAD  DOORS 

Million-  of  hoiiio»  throii<>hoiil  iht*  i-ountry  have  curved  lop, 
gothic  or  cathedral  type  door  entrance-.  The  owners  of 
these  home-  want  and  need  uluminuni  coinhinalion  (,'ircle 
Head  Door-  HI  T  DON'T  KNOW  WHKKK  TO  Ifl’Y 
THFIM!  ^  on  can  capture  a  generous  -hare  of  this  Inige, 
neg|ecte(f  market  willi  (T'KX  AI.TM  ("ircle  Heat!  Doors — 
amf  turn  a  hand-ome  profit  for  yourself. 


NO  MEASUREMENT  RISK! 


A  second  door  supplied 
(WITHOUT  CHARGE) 
if  your  first  measurements 
prove  inoccurate. 


EASY  TO  MEASURE  On/y  d  />aviV  mea¬ 
surements  needed. 

EASY  TO  INSTALL  Installers  preter 
them. 

LIFETIME  BUILT  (.ustom  made,  one  piece  construction  oj  the  finest 
extruded  aluminum. 

NO  INVENTORY  REQUIRED  l‘rompi  shipment  within  10  davs. 
CUSTOMER  SATISFACTION  Each  door  guaranteed .  , 

Dealer  Aids  avoilable  upon  request 

GET  ALL  THE  FACTS  ABOUT  THIS  PROFIT  MAKIKG  OOOR  TODAY! 


urvalum  Door 


MFG.  CO. 


15  Prospect  St.,  Hewlett,  L.  I.,  N.  Y. 


Jalousies 

{Continued  from  Page  47) 

Robertson  Square,  Faxon  used 
narrow  steel  vertical  beams  to  ()ro- 
vide  an  unbroken  line  from  top  to 
bottom  of  the  window  area. 

Robertson  Square  is  built  around 
an  open  court,  onto  which  several 
shops  face.  The  need  for  display 
fi’ontapre  on  the  street  did  not  exist 
in  the  usual  sense,  since  the  vari¬ 
ous  tenants  of  the  building  deal 
mostly  with  members  of  the  trade 
(architects,  interior  decoratoi’s, 
etc.)  rather  than  with  the  general 
public.  However,  it  was  still  de¬ 
sirable  to  provide  for  display  to 
the  trade,  even  in  the  court.  Since 
the  louvered  windows  ai-e  clear 
glass,  the  occupants  of  the  shops 
are  able  to  control  their  ventila¬ 
tion  and  also  to  pre.sent  their  re¬ 
spective  displays  to  good  advan¬ 
tage. 

To  the  passer-by,  Robertson 
Square  presents  a  unified  design 
of  sufiicient  simplicity  and  beauty 
to  match  the  atmosphere  of  archi¬ 
tecture  and  design  created  by  its 
neighboring  buildings  and  its  own 
tenants.  To  those  who  occupy  the 
building,  it  is  light  and  airy  — 
ideally  designed  to  provide  com¬ 
fort  while  making  the  maximum 
use  of  natural  daylight  (an  im¬ 
portant  factor  in  the  display  and 
sale  of  wallpapers,  upholstery  fab¬ 
rics  and  like  items).  Light  is 
available  from  ceiling  to  floor  — 
with  every  .square  inch  of  the 
light-passing  area  available  for 
ventilation  as  well.  It  is  truly  a 
glass  wall  .  .  .  and  yet  it  becomes 
no  wall  at  all,  insofar  as  air  is 
concerned,  at  the  touch  of  a  con¬ 
trol  lever. 


B.  $.  Reporter 

{Continued  from  Page  60) 

single  family  residence  home  proj¬ 
ect  sponsored  by  the  Canadian 
Government.  In  this  development 
there  are  50  Quikbrik  homes. 

No  two  houses  in  this  develop¬ 
ment  are  of  the  same  color.  The 
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elevations,  in  cases,  may  be  the 
same  but  the  brick  color  combina¬ 
tions  make  each  home  an  individu¬ 
alist,  just  as  are  human  beings. 
Every  house  is  real  brick  with 
ever-lasting  life  and  color. 

This  Wind.sor  program  brings  up 
some  interesting  facts  in  the  appli¬ 
cation  of  Quikbrik  according  to 
Mr,  Fred  Sands  of  American 
Cement  Products,  Inc.,  Detroit  38, 
Michigan,  who  states;  ‘These  Quik¬ 
brik  homes  are  of  solid  cinder 
block  construction;  permanent 
homes,  .solidly  con.structed,  which 
need  little  or  no  maintenance. 
Painting  is  out,  except  for  outside 
trim.  The  cost  of  Quikbrik,  in  this 
type  of  construction,  according  to 
Mr.  Sands,  is  approximately  $900 
less  than  commonplace  brick  veneer 
on  frame  structure  and  only  a 
little  over  $400  more  than  frame 
homes  with  a.sbestos  shingles  or 
clapboard  sidings.  The.se  two  types 
of  outer  walls  need  painting  every 
few  years.  Quikbrik  needs  no 
maintenance. 


...  to  assemble  the  Winsulite  A-9  Three-Track  Triple- 
Slide  Aluminum  Storm  Windows!  The  price  is  so  low 
that  it  will  pay  you  to  assemble  the  Winsulite  "K-D" 
window  instead  of  buying  a  built-up  one.  Shipped 
knocked-down,  precision  engineered  for  quick,  sure 
assembly  ...  for  volume,  service-free  sales.  Write  for 
demonstration  and  dealership  details  of  WINSULITE! 
Mats,  advertising  literature,  etc.,  available. 


SPECIAL  DISCOUNT  PLAN  FOR  NEW  DEALERS! 


Winsulite  Mtg.  Co.  B$ 

721  N.  Central  Ave. 

Balto.  2,  Maryland 
Gentlemen: 

I'd  like  to  toke  a  look  at  the  A-9  3-Track 
Triple-Slide.  Send  me  details. 


WINSULITE  A-9 
THREE-TRACK 
TRIPLE-SLIDE 


Name 


Address 


Baltimore  2,  Maryland 


WINSULITE  Mfg.  Co. 


“The  continual  increa.se  in  home 
ownership  in  these  areas  assures 
an  ever-growing  market  for  our 
products,”  Etling  .said.  He  pointed 
out  that  Weather-Seal  .sales  this 
year  are  running  well  ahead  of  the 
.same  period  in  1953,  contrary  to 
the  picture  nationwide. 

The  expansion  program  will  be 
handled  on  a  dealer  franchi.se  basis, 
the  chairman  reported. 

{Continued  on  Page  110) 
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WEATHERSTRIPS  FOR  JALOUSIE 
^  MANUFACTURERS 

If  you  are  faced  with  the  problem  of  weatherstripping 
— —  jalousies,  we  can  put  to  work  on  your  behalf  our 

^ 30  years  of  experience  in  the  manufacture  of  metal 
weatherstrips. 

design  and  manufacture  standard  and  custom  metal 
weatherstrips  for  jalousies  and  all  other  types  of  metal 
— '  windows. 

L-  WRITE  TODAY  .  .  .  .  We  will  send  you  the 

—  recommendations  of  our  Engineers  without  cost. 


B.  S.  Reporter 

(Continued  from  Page  109) 

Meanwhile,  the  newest  Weather- 
Seal  product  —  a  jalousie  unit  —  is 
being  introduced  this  month.  The 
jalousie  is  designed  for  use  as  a 
breezeway  enclosure  or  a  combina¬ 
tion  storm-screen  door.  The  frame 
is  constructed  of  Califwnia  Red¬ 
wood  with  compression-type  stain¬ 
less  .steel  weather-.stripping,  Fiber- 
glas  screen  and  a  glass  storm  panel. 

Weather-Seal  maintains  general 
offices  and  a  factory  in  Barberton, 
as  well  as  production  plants  in 
Orrville  and  Ottawa,  Ohio. 


Weatherstrip  installers 
and  Dealers  write  for  in¬ 
formation  about  the  fa¬ 
mous  and  complete  line 
of  Master  Weatherstrip¬ 
ping  Products  and  tools. 


MASTER  METAL  STRIP  SERVICE,  INC 
1729  N.  Kilbourn  Ave. 

Chicago  39,  Illinois 


STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


i  Will  Not  Rust 
;  No  Thread  Stripping 
^  ^  ^  Heads  Won't  Snap  Off 

Low  In  Cost 

■  h  ^ 

j  Economical  to  Use  •  Attractive 
^  in  Appearance  •  Foolproof 

-S  Immediate  Delivery  Without  Prioritiat 

Expressly  Adopted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  wirh 
cadmium  or  chrome  plated  screws. 

Special  heat  treatment  insures  toughness 
ond  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc 
Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-a>t-10 
and  12  and  in  lengths  H'#  •*<< 

Mode  to  your  order  in  ether  sizes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessed  head,  quantify  permitting. 

Let  us  quote  you  on  your  requirement. 


INDUSTRIAL'  Steels,  Inc. 


250  Bent  .St 


,  Tele; 

rt'O""  4  ^6'  , 
Trietvpr- 

(  ■  A  M  li  H  I  1)  ( :  I 


Lock  Vent  Names 
Mt.  Vemon,  N.  Y.,  Rep. 

Lock  Vent,  Inc.  of  Richmond, 
Virginia,  international  di.stributors 
and  manufacturer.s  of  aluminum 
and  pla.stic  glass  permanent  awn¬ 
ings,  have  announced  that  the 
Artistic  Venetian  Blind  Corpora¬ 
tion  of  Mount  Vernon,  New  York, 
are  now  rejiresenting  their  com¬ 
pany  in  that  area.  Mr.  Norman  J. 
Edelmann  has  been  named  as  Man¬ 
ager  in  charge  of  the  Lock  Vent 
awning  division. 

Mr.  Robert  Fields,  General  Sales 
Manager  of  the  Arti.stic  Venetian 
Blind  Corporation,  reports  that 
they  have  included  with  their 
aluminum  .storm  window  and  door 
department,  the  Lock  Vent  alumi¬ 
num  fiber  glass  awning. 

The  Arti.stic  Venetian  Blind 
Corporation,  as  one  of  the  many 
Lock  Vent  dealers  throughout  the 
country,  offers  a  lifetime  construc¬ 
tion  awning  which  is  proving  to 
be  the  fir.st  choice  for  year-round 
comfort,  convenience  and  design. 

*  *  * 

Permutit  Opens  New 
Metalworking  Plant 

The  late.st  addition  in  a  series 
of  expansion  moves  —  a  projected 
$1  million  building  program  —  was 
formally  dedicated  in  Lancaster  by 
The  Permutit  Company,  with  ex¬ 
ecutive  offices  in  New’  York  City, 
before  a  gathering  of  city  and 
county  officials  and  local  leaders  of 
indu.stry  and  commerce. 
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DEALERS!  EXCLUSIVE  AREAS  NOW! 


AMERICA'S  "BREEZE”  or  "BREEZE-LITE” 

FAMOUS  ALUMINUM  FIBERGLASS 


VENTILATED  AWNINGS 


9  CIRCULARS  (All  Sixes)  •  PORCH  tND  DROPS  9  PATIOS  9  PORCHtS 

9  WINDOWS,  ETC.  9  ANY  CUSTOM  JOB 


This  new  addition,  a  modern 
metalworkinj?  plant  costing  ap¬ 
proximately  $750,000,  is  the  pre¬ 
liminary  step  to  the  eventual  cre¬ 
ation  in  Lancaster  of  a  complete 
industrial  center  for  the  manufac¬ 
ture  of  several  of  the  company’s 
varied  products  for  industry  and 
home.  “VVe  have  plenty  of  room  to 
expand  our  present  88,000  square 
feet  of  working  area”,  said  Mr. 
H.  W.  Foulds,  President,  who  of¬ 
ficiated  at  the  special  ceremonies. 

“Our  plant,  a  one  story  glass  and 
brick  .structure  containing  a  total 
floor  space  of  88,000  .square  feet, 
will  employ  clo.se  to  250  production 
and  ottice  per.sonnel  before  the  end 
of  the  year.  There  under  spacious, 
well-lighted  conditions,  engineers 
and  other  plant  workers  will  be 
able  to  work  efficiently,”  .said  Mr. 
Foulds. 

♦  ♦  ♦ 

A.  J.  McEwan  Named 
By  Rawlplug 

The  Rawlplug  Company,  Inc., 
with  headquarters  at  271  Church 
St.,  New  York  City,  announces 
several  changes  in  its  organization 
in  connection  with  the  extensive 
sales  and  advertising  program  now- 
under  way. 


Allerton  J.  McEwan 


All  local  and  national  adverti.s- 
ing  is  to  be  handled  by  Felt  Adver¬ 
tising,  Inc. 

Noel  D.  Stafford,  Treasurer,  has 
been  elevated  to  the  position  of 
Vice  President  and  Treasurer. 

Frederic  B.  Powers,  President 
of  the  company  announced  at  the 
annual  Board  meeting  of  the  ap¬ 
pointment  of  Allerton  J.  McEwan 
as  Sales  Manager.  Everett  D. 
Sperry  is  Assistant  Sales  Manager. 


ALUMINUM 

•  DuPont  de  luxe  enomels  won't 
crock,  chip  or  peel. 

•  "Reflecto-lite"  oil  white  under¬ 
neath. 

•  Exclusive  scalloped  edge. 

•  Extra  length  valance. 

•  Finest  quality  aluminum. 


Mr.  McEwan  embarked  on  his 
sales  career  .soon  after  leaving 
Princeton  University  and  has  acted 
as  Sales  Manager  for  .several  com¬ 
panies  .serving  the  con.struction 
industry. 

Although  the  company  has  in¬ 
troduced  in  the  pa.st  year  two  new 
items,  they  plan  to  round  out  the 
line  with  other  expansion  bolt 
devices  under  the  direction  of 
Raymond  W.  Lozier,  Production 
and  Re.search  Engineer.  Mr.  Lozier 
is  a  graduate  of  Princeton  School 


FIBERGLASS 

•  Beautiful,  light  weight,  colorful, 
translucent. 

•  Won't  rust,  crack,  peel,  split,  tear, 

•  buckle,  warp,  rot,  or  mildew. 

•  All  colors. 

•  All  2  ox.  Fiberglass. 


of  Engineering  and  has  been  in 
the  employ  of  The  Rawlplug  Com¬ 
pany  for  several  years. 

IT  *  S’ 

First  Alcoa  Arkansas  Unit 
Producing  Chemicals 

The  fir.st  of  four  production  units 
that  will  compri.se  Aluminum  Com¬ 
pany  of  America’s  new  chemical 
plant  in  Bauxite,  Ark.,  is  now-  in 
full  operation.  Each  unit  is  to  pro¬ 
duce  a  different  group  of  alumina 
chemicals. 

(Continued  (ni  Pane  112) 


FAST  —  FAST  DELIVERY! 

•  The  most  difficult  custom  jobs  at  competitive  prices ! 

•  Plain  or  pebbled  embossed  to  suit  any  decor ! 

•  Scroll  posts  (all  aluminum)  available  in  2  designs ! 

•  Dealers:  We  help  you  set  up  promotion  and  installation  departments! 

WRITE  TODAY  FOR  FREE  CO-OP  FIELD  SERVICE 

An  Opportunity  of  a  Lifetime  for  a  Lifetime  of  Service! 


NORTHEASTERN  METAL  PRODUCTS  CORP. 

6921  SUSQUEHANNA  STREET,  PITTSBURGH  8,  PA.  Emerson  1-2519 


&  Home  Improvement  Dealer 
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Have  You  Ever  Seen 
TWO  Prettier  Pictures! 

_  THE  BEAUTIFUL 

ALL  GLASS  —  ALUMINUM 
TUB  ENCLOSURE  .  .  . 


THE  BEAUTIFUL 

BEAUTI-DOR 
PROFIT  PICTURE 

List  Price 


Dealer  Price 


YOUR  PROFIT 

Plus  extra  profit  from  installation! 


•  8eauti-Dor  comes  completely  assembled — 
glass  and  all.  Shipped  in  one  carton.  Mastic 
included.  Less  thon  30  minutes  to  install. 
(You  do  not  drill  into  tub.) 

•  Extra  heavy,  heat  treated,  rust-proof,  highly 
polished  Aluminum.  Exclusive  "Sea  Foam" 
glass  pattern — 7/32"  thick.  Double  over¬ 
head  ball-bearing  rollers— Cadmium  plated. 
Silent,  easy  gliding  operation.  Buna-S  rubber 
glass  channels. 

•  Makes  any  S  ft.  recessed  tub  a  glamorous 
shower  enclosure.  Height  5914"  overall.  Ship¬ 
ping  weight  9S  lbs. 

•  Prices  slightly  higher  west  of  the  Rotkiet. _ 


MAIL  COUPON  AT  ONCE! 


Shower  Enclosures,  Inc. 

1227  G  West  Devon  Ave.,  Chicago  40,  Illinois 
Please  send  me  complete  Beauti-Dor  informa¬ 
tion  as  a: 

□  Distributor  □  Dealer 

PIcose  ship  me,  through  my  distributor, 

5  ft.  Beauti-Dor  Tub  Enclosures  at 
Hie  dealer's  price  of  ?49.95*  eo. 

My  distributor  is . 

Address . 

City  . . StoK  . 

NAME  . 

COMPANY  . 

ADDRESS  . 

CITY . STATE . 


I 

! 


B.  S.  Reporter 

{Continued  from  Page  111) 

Carl  R.  Stout,  Works  Manager, 
said  that  the  first  unit  is  producing 
chemicals  that  are  called  Hydrated 
Aluminas  —  C-30  Series.  This  prod¬ 
uct  is  used  primarily  in  the  making 
of  iron-free  alum,  silica-alumina 
catalysts,  sodium  aluminates,  and 
heat  resisting  glass. 

The  other  three  units  of  the 
plant  will  make  specially  calcined 
aluminas,  ground  and  blended 
special  aluminas,  and  Tabular 
Aluminas. 

*  !jt  It 

Mitchell- White  Corp.  Agents 
For  Smead  Lawn  Sprinkler 
System 

It  was  announced  recently  by 
Pearse  Mitchell,  President  of  Mit¬ 
chell-White  Corp.,  12  East  22nd 
Street,  N.  Y.  C.,  that  the  company 


Peorse  Mitchell 


has  been  appointed  exclusive 
agents  for  the  Smead  Lawn 
Sprinkler  System,  in  the  Eastern 
Seaboard.  The  springier  which  is 
in.stalled  completely  underground, 
promi.ses  to  open  a  completely  new 
source  of  revenue  for  Enterprising 
Building  Specialties  Companies. 
The  .sprinkler,  approved  under 
title  I  FHA  can  be  sold  and  in- 
.stalled  for  as  low  as  $129,  Mitchell 
reported. 

*  *  * 

G.  E.  Depts.  Transfer 
For  Expansion 

The  Air  Conditioning  Division  of 
the  General  Electric  Company  has 
announced  a  major  expansion  of 
its  manufacturing  operations  in  a 
program  to  meet  the  growing  de¬ 
mand  for  its  products.  The  ex- 


W£  PRESENT: 

THE  KENBERN 

and 

The  AL-NEW 

COMBINATION  ALUMINUM 
SCREEN  &  STORM  DOORS 

Both  of  these  doors  ore  precision 
built,  well  designed,  and  over  o 
long  period  of  time,  free  from 
servicing. 

The  "Kenbern"  has  smooth  finish; 
the  "AL-New"  has  ribbed  effect. 
Either  door  comes  in  expansion  or 
Z  bar  type. 

Two  distinctly  different  doors  in 
appearance,  installation,  and  price. 

A  dealer  can  handle  both.  If  inter¬ 
ested,  stote  amounts  purchased, 
for  proper  quotation. 

WEYL  &  GAHAGAN,  Nfrs. 
6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 

EMerson  1-7007 


CONROY  -  PRUGH 
GLASS  COMPANY 

Since  1883  Distributors  &  Fabricators 
of  all  types  of  flat 
glass  and  mirrors 

DOMESTIC 

JALOUSIE 

GLASS 

Prompt  delivery  on  all 
types  and  sizes  of 

GLASS  LOUVRES 

LATEST  EQUIPMENT 
ENABLES  US  TO  QUOTE  YOU 
LOWEST  PRICES! 

Write,  Wire  or  Phone 
for  Price  List 

1420  WESTERN  AVE. 
PITTSBURGH  33,  PA. 
Phone:  FAIRFAX  1-1710 
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pansion  involves  the  transfer  of 
G.  E.  home  heating  and  cooling 
equipment  manufacturing  out  of 
Bloomfield  to  plants  in  Trenton, 
N.  J.  and  Bridgeport,  Connecticut, 
according  to  S.  J.  Levine,  general 
manager  of  the  Home  Heating  and 
Cooling  Department. 

At  the  same  time,  G.  K.  Iwashita 
and  H.  M.  Brundage,  general  man¬ 
agers  of  the  Commercial  Products 
and  Weatherton  Departments,  re¬ 
spectively,  announced  that  the 
transfer  of  Home  Heating  and 
Cooling  operations  will  clear  the 
way  for  expansion  of  manufactur¬ 
ing  facilities  for  their  departments. 
Commercial  Products  Department 
makes  packaged  commercial  air 
conditioners  and  drinking  w’ater 
coolers  for  commercial  and  indu.s- 
trial  buildings  and  the  Weather- 
tron  Department  manufactures 
G.  E.’s  heat  pump. 

1|C  41  V 


- >V 

Lct*s  Talk  About  Perfect  Balance! 

ONLY  PERFECT  BALANCE 
LOUVRE.SEAL  JALOUSIES 
BRING  JUNE  INTO  JANUARY 

Yes,  Mr.  Dealer  ...  In  any  climate  or  any  season 
LOUVRE-SEAL  is  the  only  jalousie  that  brings  year 
'round  PERFECT  BALANCE  to  your  SALES  AND 
PROFITS! 

Designed  to  fill  all  your  sales  needs  .  .  .  new  1954 
LOUVRE-SEAL  .  .  .  the  all-purpose,  all-weather 
PRIME  WINDOW  also  brings  PERFECT  BALANCE 
TO  YOUR  ARCHITECT  -  BUILDER  -  HOMEOWNER 
PROSPECTS  . .  .  gives  them  far  greater  utility,  adapt¬ 
ability,  protection  and  comfort  12  months  a  year. 

PERFECT  BALANCE  MEANS 
EVERYBODY  PROFITS  WITH 


Minneapolis  Sales  Mgr. 
Named  By  Reynolds 

H.  C.  Frenck  has  been  named 
sales  manager  in  Minneapolis  area 
for  Building  Products  Division, 
Reynolds  Metals  Company,  accord¬ 
ing  to  an  announcement  from  the 
company’s  sales  headquarters  in 
Louisville,  Kentucky. 

Mr.  Frenck,  a  native  of  Harvey, 
Illinois,  served  in  the  Air  Force 
from  1941  to  1945,  and  w^as  dis¬ 
charged  with  the  rank  of  Captain. 
He  was  employed  by  the  Flintkote 
Corporation  for  five  years,  as  ter¬ 
ritorial  representative  covering  the 
northern  Illinois  area.  He  joined 
Reynolds  Metals  in  January,  1952, 
as  a  sales  representative  in  Okla¬ 
homa  and  the  Panhandle  area  of 
Texas. 

*  4=  4= 

Kansas  Firm  Plans 
Complete  Republic  Service 

One  of  the  fastest  growing  dis¬ 
tributors  of  major  appliances  in 
the  midwest  has  been  awarded  a 
Republic  Steel  Kitchens  franchise 
covering  w'estern  Kansas. 

The  firm  is  Western  Appliance 
Company  of  Wichita,  Kansas. 
Founded  only  three  years  ago, 
(Continued  on  Page  114) 


LOUVRE-SEAL! 


It's  a  Beauty!  Remember  .  .  .  originally  designed  to  be  the  most  prac¬ 
tical,  most  comfortable  jalousie  ever  seen  in  the  Northern  States  .  .  . 
Louvre-Seal  has  produced  the  most  beautiful  Louvred  Window  Walls, 
Porch  Enclosures,  Doors  and  Windows  of  all  types  ever  seen  in  America! 
Remember  .  .  .  NO  Window  is  too  difficult  for  Louvre-Seal. 


Write  Today! 

LOUVRE-SEAL 

WINDOW  PRODUCTS,  INC. 

97-24  Albert  Road 
Ozone  Park,  N.  Y. 


V. 


ONLY  LOUVRE-SIAL  AUTOMATICALLY  WEATHERSTRIPS 
WITH  PATENTED  INTERLOCKING  ALUMINUM  FLANGES! 


NcimefdcUe 
3^00^  QfuUei 


Protection  and  beauty  that  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
a  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  36"  doors.  Simply  cut  off  ends  for 
narrower  sizes.  Available  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HEmleck  4-2709 

DUNCAN  MORRIS  CO. 

48  N.  Valloy  St. 
AKRON  3.  OHIO 
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Mm  Sim 

for  all  types...  all  sizes 
glass  louvres... 


►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to  your  specifications 


REDUCE  YOUR  INV  ENTORY 

OUR  LARGl  INVINTORIIS  ASSURl  YOU 

immsmil'E 


ANY  QUANTITY  .  . .  ANYWHERE 


.{Rif  AN 


Lcf  us  sho^  you  how  we  can  meet  your  needs  precisely  and  pr ompll y 
Call  or  write  for  information  and  prices 

ONE  OF  AMERICA'S  LARGEST  GLASS  LOUVRE  SUPPLIERS 

anivriean  mirror  worhs 

GLASS  LOUVRE  DIVISION 

Est.  1918  •  Div.  of  Barnet  Mirror  Corp.  •  88  Lincoln  Avenue,  New  York  City  54  •  CYpress  2-8100 


THE  CASEMENT  STORM  WINDOW 


r 


CUSTOM  DESIGNED  FOR  RANCH  TYPE  HOMES! 


STORM  SASH 
&  SCREEN 


ow*'* 


With  the  national  trend  in  home-building  becoming  stronger  toward 
ranch-type  homes,  Jerith  has  perfected  the  most  practical  Sliding 
Casement  Storm  Sash . . .  with  all  the  selling  features  of  a  three- 
track  window.  Its  rugged  construction,  self-storing  features,  three 
separate  tracks  for  glass  and  screen  panels,  service-free  installation 
and  finger-tip  sliding  action,  are  acclaimed  by  home  owners  and 
dealers  alike. 

Available  in  "DELUXE"  (expander  type)  ir  "STANDARD"  models 

IMMEDIATE  DELIVERY  Call:  GArfleld  3-1407 


JERITH  MFG.CO.JNC 

2025  E.  BOSTON  STREET  •  PHILA.  25,  PA, 


B.  S.  Reporter 

(Continued  from  Page  113) 

Western  Appliance  has  doubled  its 
.sales  volume  each  year  and  now- 
services  some  150  dealers. 

The  new-  Republic  line  may  be 
seen  at  the  new  We.stern  Appliance 
office-showroom  at  337  North 
Waco,  Wichita.  The  company  ware- 
hou.ses  its  products  at  310  We.st 
Third  Street. 

Byron  W.  Callaway,  Kitchen  plan¬ 
ning  speciali.st,  has  been  named  to 
head  the  Republic  Steel  Kitchens 
division  by  Louis  R.  Lady,  presi¬ 
dent,  general  manager  and  co¬ 
founder  of  the  distributing  firm. 
Mr.  Lady  .said  his  plans  include 
full  kitchen  planning,  installation 
and  training  programs  for  all 
dealers. 


*  *  * 

Republic  Names  Rep 
For  Pacific  N.W. 

Republic  Steel  Kitchens  will  be 
repre.sented  in  the  Pacific  North¬ 
west  territory  by  Robert  A.  Green, 
who.se  background  includes  several 
years’  .sales  experience  in  Washing¬ 
ton,  Oregon  and  the  w-estern  prov¬ 
inces  of  Canada. 

Mr.  (Jreen’s  transfer  from  the 
Tw'in  Cities  area  in  Minneapolis 
was  announced  by  C.  E.  Howes, 
general  manager  of  sales  for  Re¬ 
public  Steel  Corporation’s  Berger 
Manufacturing  Division  in  Canton, 
Ohio. 

Before  joining  the  Republic  Steel 
Kitchens  .sales  organization  Mr. 
Green  was  as.sociated  with  the  steel 
kitchen  department  of  Marshall- 
Wells  ('ompany,  major  RSK  di.s- 
tributor  in  north w-e.stern  United 
States  and  Canada.  In  his  new-  ca¬ 
pacity,  he  w  ill  work  with  Marshall- 
VV’ells  branches  in  Portland,  Seattle, 
Spokane,  Vancouver,  B.  C.,  and 
Edmonton  and  Calgary.  Alta. 

♦  *  * 

Office,  Plant  Facilities 
Combined  in  New  Structure 

Trade-Wind  Motorfans,  Inc.,  Los 
Angeles,  one  of  the  large.st  national 
manufacturers  of  kitchen  ventila¬ 
tors  and  cooling  equipment  is  near- 
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ing  completion  of  a  55,000  sq.  ft. 
building,  to  be  occupied  in  June. 
The  structure,  located  at  7655 
Paramount  Blvd.,  Rivera,  a  suburb 
of  Los  Angeles,  includes  both  office 
and  plant  facilities. 

The  new  building  is  being  con¬ 
structed  of  pre-cast,  reinforced 
concrete  with  bowstring  truss  roof. 
Complete  sheet  metal  fabrication, 
machine  shop  and  assembly  opera¬ 
tions  will  be  installed  with  con¬ 
siderable  machinery  and  equipment 
added  to  the  Company’s  existing 
facilities.  The  complete  facility 
represents  an  investment  of  ap¬ 
proximately  half  a  million  dollars. 

The  Company  at  present  is  oper¬ 
ating  in  two  location:  The  main 
office  and  plant  located  at  5725 
South  Main  Street,  Los  Angeles, 
with  a  second  plant  located  in  Nor¬ 
walk.  Both  operations  will  be  con- 
.solidated  in  the  new  building. 

He  He  ^ 

FHA  Has  Largest  Weekly 
Volume  in  Year 

FHA  Acting  Commissioner  Nor¬ 
man  P.  Mason  announced  recently 
that  the  F'HA  received  the  largest 
volume  of  applications  in  almost  a 
year  during  the  third  week  in 
April. 

Applications  for  FHA  mortgage 
insurance  covered  18,846  dwelling 
units.  The  amount  involved  is  esti¬ 
mated  at  approximately  $120,000,- 
000.  This  is  the  greatest  volume 
FHA  insuring  offices  hav^e  received 
in  any  week  since  May  15,  1958 
when  the  total  reached  14,242  right 
after  an  increase  in  intere.st  rate 
was  announced. 

The  increa.sed  volume  in  FHA 
applications  reflects  a  continuing 
seasonal  growth  and  suggests  that 
the  total  volume  in  April  will  show 
a  gain  over  the  corresponding 
month  of  a  year  ago.  This  will 
constitute  the  first  year-to-year 
gain  since  the  middle  of  1958. 

The  expansion  in  volume  of  FHA 
operations  is  evenly  spread  geo¬ 
graphically,  which  would  .seem  to 
indicate  a  general  nation-wide 
growth  in  residential  mortgage 
tran.sactions. 

{Continued  on  Page  117) 


NO 

NO  Gadgets 
NO  TROUBLE! 


when  you  sell 


ALUMINUM 


MtODUCTS 


)  THEHM-O-Lifr^ 


3-CHANNEL 

combination 

WINDOWS 


-J/ie  Cite  fre/ir/fjfff 

///  //tan 


All  Extruded  Aluinituiin 
Po!*ilive  Locks  — 

No  Friction  Sprinjis 
Interlockinjj  Mcctiii}:  Rails 


■  Blind-sto|)  Installations 

■  4  I  -« liannci  Expandcr> 
o  .Sclf-storiiifi  Screen 

on  Inside  Track 


I  PI1  TI'HK  PttAME  IfESIfiS  tor  EASTERN  SASH 

I 


TyiohiL  SALES  and,  PROFITS 


for 


Contractors  -  Dealers  •  Distributors  -  Builders 

'  ''offers  the  MOST 


Backed  by 
Advertising 
to  make 
your  sales 
easier! 


to  Dealer-Bailders 

Special  hicti-profit  dealer  discounts 
now  beins  offered  to  introduce  this 
Louver  Window  to  vour  markets. 
Arm  voursrlf  with  a  Demonstrator 
and  vou'll  see  the  fastest  Sales 
Action  ever! 


P.O.  Box  150  W.  Palm  Beach,  Fla. 
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THE 


BEST  DRESSED 


DOORS 
IN  TOWN 


WEAR 

2>ec-0 -QniUe4. 


•  WRITE  FOR  FREE  CATALOG  • 

DEC-O-GRILLES,  INC. 

502  PARK  PL..  LONG  BEACH.  N.  Y. 
LOng  Beach  6-1644 


Home  Show  Calendar 


1  City 

Dale 

Write  To: 

Colorado  Springs,  Col.  . 

. .  .May  31  -  June  5. 

. .  Colorado  Springs  Home 
Builders  Association 

Mr.  A.  M.  Bills 

Chamber  of  Comm.  Bldg. 
Colorado  Springs,  Col. 

Denver,  Colorado  . 

. .  May  9  -  May  16  . 

.  .  Denver  Association  of 
Home  Builders 

Mr.  Eugene  R.  Miller 

933  Sherman  St. 

Denver,  Colorado 

Louisville,  Kv . 

.  .May  16  -  May  23  . 

. .  Assoc.  Home  Builders  of 
Loui.sville 

Mr.  W.  Arthur  Sorrell 
200  Republic  Bldg. 
Louisville  2,  Ky. 

Hacken.sack,  N.  J . 

.  May  1  -  May  8  . . . 

, .  Home  Builders  Assoc,  of 
Northern  New  Jersey 

Mr.  Clarence  J.  Von 
Drehle 

25  E.ssex  St. 

Hackensack,  N.  J. 

New  Orleans,  La . 

.  .Mav  ?  . 

.  Home  Builders  A.s.soc.  of 
New  Orleans 

Mr.  Eugene  W.  Rowe 

427  Carondelet  St. 

New  Orleans,  La. 

San  Antonio,  Te.xas  .  .  .  . 

.  May  8  -  May  16.  . 

.  San  Antonio  Home 
Builders  Association 

F.  Clay  McGaughy 

1411  Majestic  Bldg. 

Salt  Lake  City,  Utah  . .  . 

.  .Mav  ?  . 

.Utah  Home  Builders 
As.sociation 

Mr.  Earl  P.  Staten 

39  Exchange  Place 

Salt  Lake  City,  Utah 

Tacoma,  Washington  .  .  . 

i 

i 

.  .May  25  -  May  30  . 
(tentative) 

.Tacoma  Master  Builders 
Association 

Mr.  Philip  Garland 
1103Lj  Division  St. 
Tacoma  3,  Washington 

Beloit,  Wi.sconsin  . 

.  .May  6  -  May  9  .  . . 

.  Rock  County  Builder.? 

Association 
Mr.  L.  E.  Gerretson 
206  E.  Main  St. 
Madison  3,  Wis. 
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IT  CAN  BE  DONE! 


K.  D.  PLAN 


offers  you  a  Triple  Track 
luminum  Wllldow  that 
meets  and  beats  all  competition 

y  No  Expensive  Tooling  Costs 
y  Minimum  Assembly  Time 
y  Minimum  Inventory 
y  Greatest  Profit  Margin 

Tifnltc.  TVine 


DUO  TEMP  Division  of 


mhMilj 


CORP.  •  184  MOHAWK  ST. 

BUFFALO  2,  N.  Y.  •  MOhawk  1184 


B.  S.  Reporter 

(Continued  from  Page  115) 

Excelling  Dealers  Receive 
Youngstown  Certificates 

Younprstown  Kitchens  is  now 
presentinj?  “dealer  appointment 
certificates”  to  qualified  retailers 
who  meet  the  company’s  standards 
of  excellence. 

To  qualify  for  the  certificates, 
dealers  must  conform  to  certain 
levels  of  activity.  The  requirements 
include  participation  in  sales  train- 
inpr  programs,  use  of  sales  tools, 
maintenance  of  displays,  adverti.s- 
inpr,  and  cooperation  in  promotions. 

The  certificates  are  printed  in 
three  colors  on  18  x  20-inch  heavy 
vellum  paper.  In  the  background 
is  the  manufacturer’s  new  Diana 
emblem,  overlaid  with  hand-letter¬ 
ing  certifying  that  the  accredited 
dealer  is  authorized  to  plan,  design, 
and  install  Youngstown  Kitchens. 

*  *  * 

Aluminum  Smelting  Plant 
Opens  In  Texas 

Alcoa’s  new  four-potline  Rock¬ 
dale  Works,  which  adds  90,000  tons 
annually  to  the  nation’s  expanding 
aluminum-smelting  capacity,  was 
formally  dedicated  at  ceremonies 
held  there  recently.  Prominent 
public  officials,  including  Texas 
Governor  Allan  Shivers,  as  well 
as  outstanding  Texas  industrial 
and  business  leaders  were  guests 
of  Alcoa  management  at  the  dedi¬ 
cation. 

The  Rockdale  Works  is  the  first 
aluminum  smelting  plant  in  history 
to  use  electric  power  generated  by 
burning  lignite  as  fuel  for  firing 
steam  turbogenerators.  Power  for 
Rockdale  operations  is  being  pro¬ 
vided  by  the  Sandow  Power  Plant, 
adjacent  to  the  smelting  facilities. 
This  power  plant  is  owned  by 
Alcoa,  but  is  operated  by  the  In¬ 
dustrial  Generating  Company,  an 
affiliate  of  Texas  Power  &  Light 
Company,  on  Alcoa’s  behalf.  The 
lignite  deposits  are  close  to  the 
power  facilities. 

The  Rockdale  Works  brings  the 
total  capacity  of  aluminum-produc¬ 
ing  plants  in  Texas  to  approxi¬ 


mately  260,000  tons  annually  — 
about  one-sixth  of  the  nation’s 
total.  Texas  now  ranks  second 
among  aluminum-producing  states 
in  this  country. 

*  ♦  3|C 

Robert  K.  Warner 
Named  By  Bums 

Appointment  of  Robert  K.  War¬ 
ner  as  General  Sales  Manager  was 
announced  recently  by  Sam  Burns, 
President  of  Burns  Manufacturing 
Company,  Louisville,  Georgia. 


A  graduate  of  Penn  State  Col¬ 
lege,  Mr.  Warner  was  formerly 
Southea.stern  District  Manager  of 
the  Woven  Wire  Fabrics  Division 
of  the  John  A.  Roeblings  Sons 
Company  of  Trenton,  New  Jersey, 
and  mo.st  recently  affiliated  with 
the  Gilbert  &  Bennett  Manufactur¬ 
ing  Company  of  Georgetown,  Con¬ 
necticut. 

The  Burns  Company  is  the  manu¬ 
facturer  of  Burns  patented  Live- 
(Continved  on  Page  118) 
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Looking  for  Something 

NEW- but  NEW 
in  Storm  Windows? 

WATCH  for  KOTA’S 

NEW  3  TRACK  WINDOW! 

With  a  brand  new  selling  feature  that  will 
mean  profits  to  you  .  .  . 

KOTA  brinp^s  you  the  newest  news  in  storm 
window  construction.  Our  exclusive  new 
feature  will  put  real  life  in  your  selling  force, 
riiis  is  no  gadget  —  it’s  NEW  —  it  has  con¬ 
sumer  appeal — with  immediate  profits  for  you. 

(iet  the  details  now  —  write  us  today  and  we* It 
send  you  full  information  by  return  mail. 

North  Country  Rood 
Rocky  Point,  L.  I.,  N.  Y. 
Shoreham  4-2864 


First  and  only  lockset  ever 


No.  44I7LA  Jalousie  lockset 


•  New  streamlined  design  .  .  .  specifi¬ 
cally  for  jalousie  application 

•  2"  knob  and  lever  projection  —  1%" 
clearance 

•  Latch  bolt  positively  staked  in  tube 

•  Latch  tube  can’t  slip  or  give  ...  is 
permanently  fixed  in  stile  by  cross¬ 
bar  (Patented)  through  case 


designed  specifically  for 

JALOUSIES... 


ILCO'S 
New  No.  441 7LA 


No.  441  8A  Jalousie  latch  set 

Write  for  new  brochure  on 
ILCO’S  complete  line  of  hardware  for 
wood  and  metal  combination  doors. 


•  Cylinder  lock  security  (No.  4417LA) 

•  Vt '  backset  —  maximum  door  thick¬ 
ness  IV*" 

•  Anodized  aluminum 

•  Speedy,  simple,  fool-proof  installa¬ 
tion 


B.  S.  Reporter 

{Continued  from  Page  117) 

Wire  tension  screen  for  homes, 
offices  and  institutions.  They  also 
i  produce  metal  stampings,  roll 
forming  and  fabricating.  In  addi¬ 
tion  to  their  plant  in  Louisville  the 
company  has  recently  opened  sales 
offices  in  Atlanta  to  serve  the  North 
,  Georgia  area. 

^  Hfi 

Youngstown  Dealers  Get 
Full  Tax  Slosh 

Youngstown  Kitchens  is  passing 
along  to  its  dealers  the  full  50 
slash  in  exci.se  taxes  authorized  by 
the  government.  New  sugge.sted 
retail  prices  have  been  sent  to  the 
firm’s  distributors  and  the  price 
cuts  go  into  effect  immediately. 

Reductions  apply  to  Youngstowm 
Kitchens’  electric  sink,  Jet-Tower 
dishwasher,  and  food  waste  dis¬ 
poser.  Retail  for  the  electric  sink 
in  the  Ea.st  and  Midwe.st  will  be 
$424.50.  In  the  Central  Plains  area 
the  price  is  .set  at  $429.50;  from 
Denver  west,  $484.50.  Eastern  and 
midwestern  dishwasher  prices  are 
reduced  to  $814.50;  Central  Plains, 
$819.50;  Denver  we.st,  $824.50.  The 
food  wa.ste  dispo.ser  is  dropped  to 
$94.50  in  the  East,  Midwest,  and 
Central  Plains  territories.  Denver 
we.st  price  is  $99.95. 

A  rebate  procedure  for  merchan- 
i  di.se  stocked  by  distributors  and 
dealers  will  be  .set  in  motion  as  soon 
as  the  company  receives  detailed 
instructions  from  the  Treasury  De- 
jjartment. 

*  *  * 

Weather  Products  Corp. 
Shows  Combination  Windows 

How  the  perennial  problem  of 
taking  down  .screens  and  putting 
up  .storm  windows,  and  vice  versa, 
has  been  permanently  solved  by 
Weather  Products  Corporation,  71 
Glenham  Avenue,  Warwick,  Rhode 
Island,  w’as  recently  demon.strated 
to  the  employees  of  the  New  Bed- 
,  ford  (Mass.)  Division  of  Revere 
Copper  and  Bra.ss  Incorporated. 

The  exhibit,  which  was  placed  in 
the  cu.stomer  di.splay  booth  at  the 
Revere  plant  at  24  North  Front 
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Street,  New  Bedford,  consisted  of 
one  of  each  of  the  Weather  Prod¬ 
ucts  Corporation’s  "Ever  Seal” 
combination  window,  casement 
window,  and  cellar  sash  —  all  made 
of  aluminum  extrusions  in  numer¬ 
ous  shapes  and  sizes  supplied  by 
Revere’s  Baltimore  and  Aluminum 
Divisions. 

The  "Ever  Seal”  combination 
window  is  both  storm  window  and 
.screen.  In  the  Sprinjr,  a  house¬ 
holder  need  only  raise  the  bottom 
jfla.ss  .sash  and  lower  the  .screen : 
in  the  Fall  he  merely  raises  the 
.screen  and  lowers  the  .sash. 

Weather  Products  Corporation 
is  a  comiparatively  youn^  company 
which  had  a  i)henomenal  growth 
from  the  production  of  six  win¬ 
dows  cut  with  a  hacksaw  during 
the  rtr.st  week  of  business  to  the 
current  production  of  1,000  win¬ 
dows  a  day  at  their  new  modern 
plant  with  over  80,000  feet  of  floor 
space.  During  this  time  the  num¬ 
ber  of  employees  increa.sed  from 
six  to  95. 

*  *  * 

Ford's  Low  Price  Window 
A  Marked  Success 

Bert  Gla.ser,  President  of  Ford 
Aluminum  Products,  Inc.,  at  520 
Cherry  Lane,  New  Hyde  Park, 
New  York,  announces  that  since 
the  .start  of  production  on  the  F'ord 
120  aluminum  combination  stoimi 
and  .screen  windows,  dealer  le- 
sponse  has  been  overwhelming. 

The  “Ford  120”,  which  is  prol)- 
ably  the  lowest  price  window  on 
the  market  today,  is  considered  by 
Mr.  Gla.ser  as  a  service  free  win¬ 
dow.  The  two  track  unit  runs  to 
a  40  X  80  frame  for  one  jirice. 

❖ 

Mullins  Mfg.  Names 
New  Officials 

George  E.  Whitlock,  president  of 
Mullins  Manufacturing  Corpora¬ 
tion,  Salem  and  Warren,  O.  since 
1987,  has  been  named  vice  chair¬ 
man  of  the  board,  and  is  succeeded 
as  president  by  Harry  M.  Hecka- 
thorn,  formerly  executive  vice 
president. 

Three  new  vice  preidents  were 
also  named.  They  include  Harold 
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SEll 
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RETHIl  HT 
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WINDOW 


STOP 


LOSI  NG  SALES 

Installation 


STOP 


Headaches 


STOP  - 
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START 

HAVING  PEACE  OF  MIND 
START 

easy  way 


WE  ARE  THE  ONLY 


WE  HAVE  THE 
ANSWER - 
IT’S  YOURS  FOR 
THE  ASKING 

Call  Of  Write  Now 
FOR  COMPLETE 
INFORMATION 


Mfrs.  of 
STrack 
Fleetwood 

Ar  Neil 


STORM  WIZARD 
MFG.  (0. 


O.  Smith,  vice  president  in  charge 
of  operations ;  Harry  Krohne,  vice 
Itresident,  controller  and  secretary : 
and  FY-ank  W.  Knecht,  Jr.,  vice 
jtresident  of  administrative  plan- 
ninjr  and  assistant  .secretary. 

FjXpanded  sales  duties  were 
vriven  (’.  D.  Alderman,  formerly 
vice  president  in  charge  of  mer¬ 


chandising,  who  was  elected  vice 
president  in  charjre  of  .sales  for  the 
entire  corporation.  This  covers  the 
Younjrstown  Kitchens  division,  and 
the  contract  and  Kolddo  divisions. 

Whitlock  remains  active  in  the 
company  manajrement  as  chief  ex¬ 
ecutive  officer. 

(CniifiniH'd  on  Fatje  120) 
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manager  of  the  region.  T,  A. 
Urbanowicz  has  been  named  a 
special  representative,  concentrat¬ 
ing  on  new  construction  .sales  in 
Youngstown’s  Zone  One,  which  in¬ 
cludes  the  new  region  and  most  of 
the  northeastern  states. 

Hill  and  Urbanowicz  will  be 
under  the  supervision  of  H.  F. 
Howell,  eastern  zone  sales  manager. 


Women  Hired  as  Door-to-Door 
Specialty  Sellers 

Women  are  doing  such  an  out¬ 
standing  job  as  door-to-door  spe¬ 
cialty  .salespeople  that  the  F.  C. 
Rus.sell  Co.,  Cleveland,  is  going  to 
hire  a  great  many  lady  canvassers. 

Many  of  the  women  being  hired 
have  recently  been  laid  off  by  fac¬ 
tories,  or  have  decided  that  part- 
time  .selling  is  more  agreeable  than 
a  full  eight-hour  day  production 
job,  .says  F.  C.  Russell,  president 
of  the  company  which  makes  storm 
.sashes  and  other  household  prod¬ 
ucts.  These  vomen  are  accustomed 
to  hard  work  and  really  “hit  the 
bells”  the  way  few  men  have  done 
in  recent  years,  Mr.  Russell  says. 

“Women  haven’t  been  spoiled  as 
.salesmen  by  the  long  period  of 
shortages  of  materials,”  he  notes. 
“They  haven’t  been  u.sed  as  expe¬ 
diters.  They  merely  have  to  be 
taught  how  to  make  a  few  .sales  so 
that  they  gain  .self-confidence.” 

Women  canva.s.sers  can  gain  en¬ 
trance  into  a  home  more  easily 
than  a  man  in  door-to-door  .selling, 
he  notes.  They  can  al.so  .sell  by 
telephone  on  a  part-time  basis.  The 
Rus.sell  Company  is  also  using 
women  canva.s.sers  to  call  on  homes, 
make  a  census  of  home  equipment, 
and  set  up  appointments  for  sales 
representatives  who  follow.  “These 
women  are  showing  how  badly  men 
have  slipped  as  .salesmen,”  Mr. 
Rus.sell  concludes. 


THE  ARISTOCRAT  OF 
ALUMINUM 


Ever  Seal  Exhibit  At 
Revere's  New  Bedford  Plant 

A  display  of  “Ever  Seal”  combi¬ 
nation  aluminum  windows  made  by 
the  Weather  Products  Corporation, 
71  Glenham  Ave.,  Warwick,  Rhode 
Island,  is  shown  as  it  appeared  in 
the  customer  display  booth  at  the 


New  Bedford  (Mass.)  Division  of 
Revere  Copper  and  Brass  Incorpo¬ 
rated  as  part  of  Revere’s  year- 
around  program  designed  to  in¬ 
form  its  employees  of  the  end  uses 
of  the  products  they  fabricate. 
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Features  include:  Standard 
1-5  32"  lock  cylinders;  no  exposed 
fastenings ;  snap-in  glass  stops ;  all 
extruded  aluminum  construction; 
pile  weatherstripping  at  meeting 
stiles  on  pairs  of  doors ;  stock  sizes 
with  Val-u-Line  Series  hardware 
only ;  stock  lengths  of  frame  mem¬ 
bers  are  available  for  special 
construction. 

Variety  Manufacturing  &  En¬ 
gineering  Company,  Dept.  BS,  810 
West  Fulton  Street,  Chicago  7, 
Illinois. 

*  *  * 

Allmetal  Designs  New 
Lock  Nut 

A  new  lock  nut,  (patent  pend¬ 
ing)  has  just  been  announced  by 
the  Allmetal  Screw  Products  Co., 
Inc.  It  is  a  .solid  metal  piece,  with 
a  slotted  cone  shape  on  one  end, 
and  a  spined  cylinder  on  the  other, 
and  is  designed  to  be  in.serted  in 
a  countersunk  hole.  Force-fitted 
splines  hold  it  in  position,  and  after 
the  bolt  is  in.serted,  it  is  locked  by 
the  pressure  of  the  sector  threads 
forced  against  the  bolt  by  inter¬ 
ference  of  countersinks. 

This  locking  action  is  not  effected 
by  spring  tension  or  pre-crimping, 
and  remains  unaffected  by  high 
temperature.s.  Other  features  are: 
pre-positioning  of  nut  permits  blind 
assembly;  no  wrenching  on  nut 
end ;  nut  remains  in  position  and 
retains  locking  action  after  bolt  is 
removed ;  flush  mount ;  can  be  u.sed 
as  threaded  insert  to  replace 
stripped  threads.  The  lock  nut  is 
available  in  all  metals  and  in  all 
standard  thread  specifications. 

*  t-  * 

Alabama  Wire  Co.  Announces 
Another  "First"  In  Screening 

Executives  of  the  Alabama  Wire 
Company,  Inc.,  Florence,  Ala.,  an¬ 
nounced  recently  that  facilities 
have  been  completed  to  pack 
METAL-MESH  aluminum  screen¬ 
ing  flat,  like  glass,  cut  to  exact  size 
and  shipped  in  wooden  crates.  This 
program  has  been  hailed  by  manu¬ 
facturers  of  .screen  doors,  window 
{Continued  on  Page  122) 


MORE  PROFITS  .  .  . 

MORE  QUALITY  , .  . 
MORE  SALES  .  .  . 

with  eye-appeal/  buy  appeal 

Winick  Aluminum 
Stock  Awnings  I  | 


Check  these  fast  sellins  features! 

•  Rugged,  advanced  construction 

•  Adjustable  pitch 

•  Sturdy  hidden  steel  supports  and  Alumi¬ 
num  sides  and  struts 

•  All  metal  parts  of  awning  are  coated 
with  lustrous  weather-resistant  enamel 
in  10  beautiful  colors 

•  Longer  width  sizes  may  be  made  by 
joining  stock  size  awnings  together 

•  Special  widths  and  projections  available 
—these  awnings  are  of  heavier  con¬ 
struction  and  shipped  K.D. 

•  Awnings  also  available  with  plastic 
strips — green  and  red  only 

•  Designed  for  quick  and  easy  installation 

•  Shipped  fully  assembled  and  beautifully 
packaged  for  easy  over-the-counter  sales 

•  National  advertising  plus  newspaper  mats 
and  colorful  consumer  brochures  to  help 
close  sale's 

•  Handy  sample  with  carrying  carton  and 
color  swatches  $11.00 

•  UNBELIEVABLY  LOW  PRICED! 

•  Prompt  delivery 


Winick  awnings  are  designed 

for  modern  living  and  fit  any 
architecturally  styled  home. 

Winick  awnings  improve  the  appearance — increase,  the  value 
— give  year  'round  protection  and  add  distinction 
to  your  home,  office,  store  or  factory. 

Any  building  anywhere,  is  a 
ready  market  for  Winick  Stock  Awnings' 


Cheii 


Stock  Sizes* 


in  Width 


30  inches 
36  inches 
42  inches 
48  inches 


Cost 


$10.80 

$12.60 

$14.40 

$16.20 


•All  sizes  with  36  inch  projection, 
6  inch  front  apron.  Prices  F.O.B.  Factory. 
Aluminum  strips — baked  enamel  in  10  beautiful  colors 
With  Plastic  strips — colorful  translucent  red  or  green 

■writ*,  w!r0,  phen*  TODAY  tor  furthor  information — 


^•Winick  &  son,  inc. 


established  1910 

185  Bradford  St.,  Brooklyn  7,  New  York 


(corner  Liberty  Avc.) 


TAylor  7-2444 


ALL-NEW 

1954  (9th)  Edition  of 
ROOFING  SIDING 
&  BUILDING 
SPECIALTIES 
MANUAL^ 

Over  150  page*  crammed  full  oi  Toluable 
information  on  EVERY  phase  oi  your  busi¬ 
ness.  Erery  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


WRITE  FOR 
YOUR  COPY 
TODAY! 


HOME  IMPROVEMENT  DEALER 
BUILDING  SPECIALTIES  « 

425 — Bib  Ave..  N.  Y.  16.  N.  Y. 

Please  send  me.... copies  oi  the  1954 
MANUAL 

NAME . TITLE . 


COMPANY 


ADDRESS 


&  Home  Improvement  Dealer 
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mUAL 


Cue  me 
Vlndon" 


EVER.  SEAL 

Oomtinaturn  WINDOWS 


'«OfHk'TS  cot' 


manager  of  the  region.  T,  A. 
Urbanowicz  has  been  named  a 
special  representative,  concentrat¬ 
ing  on  new  construction  .sales  in 
Young.stown’s  Zone  One,  which  in¬ 
cludes  the  new  region  and  mo.st  of 
the  northea.stern  states. 

Hill  and  Urbanowicz  will  be 
under  the  supervision  of  H.  F. 
Howell,  ea.stern  zone  .sales  manager. 


Women  Hired  as  Door-to-Door 
Specialty  Sellers 

Women  are  doing  such  an  out¬ 
standing  job  as  door-to-door  spe¬ 
cialty  .salespeople  that  the  F.  C. 

Russell  Co.,  Cleveland,  is  going  to 
hire  a  great  many  lady  canva.ssers. 

Many  of  the  women  being  hired 
have  recently  been  laid  off  by  fac¬ 
tories,  or  have  decided  that  part- 
time  .selling  is  more  agreeable  than 
a  full  eight-hour  day  production 
job,  .says  F.  C.  Rus.sell,  president  Revere's  New  Bedford  Plant 
of  the  company  which  makes  storm 
.sashes  and  other  household  prod¬ 
ucts.  The.se  women  are  accu.stomed 
to  hard  work  and  really  “hit  the 
bells”  the  way  few  men  have  done 
in  recent  years,  Mr.  Rus.sell  says. 

“Women  haven’t  been  spoiled  as 
.salesmen  by  the  long  period  of 
shortages  of  materials,”  he  notes. 

“They  haven’t  been  u.sed  as  expe¬ 
diters.  They  merely  have  to  be 
taught  how  to  make  a  few  sales  so 
that  they  gain  .self-confidence.” 

Women  canvassers  can  gain  en¬ 
trance  into  a  home  more  easily 
than  a  man  in  door-to-door  selling, 
he  notes.  They  can  al.so  .sell  by 
telephone  on  a  part-time  basis.  The 
Rus.sell  Company  is  also  using 
women  canva.s.sers  to  call  on  homes, 
make  a  census  of  home  equipment, 
and  .set  up  appointments  for  sales 
repre.sentatives  who  follow.  “These 
women  are  showing  how  badly  men 
have  slipped  as  salesmen,”  Mr. 

Rus.sell  concludes. 


THE  ARISTOCRAT  OF 
ALUMINUM 


New  Bedford  (Mass.)  Division  of 
Revere  Copper  and  Brass  Incorpo¬ 
rated  as  part  of  Revere’s  year- 
around  program  designed  to  in¬ 
form  its  employees  of  the  end  uses 
B  S  Reporter  products  they  fabricate. 

(Continued  from  Page  119) 

Youngstown  Creates  New  New  Products 

Area,  Names  Region  Mgr.  (Continued  from  Page  72) 

Youngstown  Kitchens  has  Variety  Introduces 

created  a  new  regional  sales  terri-  ^  r\ 

.  ,  .  .  New  Lme  of  Doors 

tory  and  i)romoted  two  members 

of  the  firm’s  .sales  department,  M.  Announcement  has  been  made 
L.  Ondo,  sales  manager,  announces,  by  Variety  of  a  new  line  of  narrow 
The  new  region  is  made  up  of  stile  architectural  aluminum  doors 
the  areas  served  by  distributors  in  and  entrances  called  Val-u-Line. 
Baltimore,  Washington,  D.  C.,  and  It  is  said  that  low  cost  has  been 
Hagerstown,  Md,  Charles  E.  Hill,  obtained  through  straight  line 
formerly  a  zone  service  representa-  production,  while  quality  con.struc- 
tive  in  the  East,  has  been  appointed  tion  is  maintained. 


FIVE  CROWN  POINTS  OF 
ROYAL  SUPERIORITY 
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Features  include:  Standard 
1-5  32"  lock  cylinders;  no  exposed 
fastenings ;  snap-in  glass  stops ;  all 
extruded  aluminum  construction; 
pile  weatherstripping  at  meeting 
stiles  on  pairs  of  doors ;  stock  sizes 
with  Val-u-Line  Series  hardware 
only ;  stock  lengths  of  frame  mem¬ 
bers  are  available  for  special 
construction. 

Variety  Manufacturing  &  En¬ 
gineering  Company,  Dept.  BS,  810 
West  Fulton  Street,  Chicago  7, 
Illinois. 

*  *  * 

Allmetal  Designs  New 
Lock  Nut 

A  new  lock  nut,  (patent  pend¬ 
ing)  has  just  been  announced  by 
the  Allmetal  Screw  Products  Co., 
Inc.  It  is  a  .solid  metal  piece,  with 
a  slotted  cone  shape  on  one  end, 
and  a  spined  cylinder  on  the  other, 
and  is  designed  to  be  inserted  in 
a  countersunk  hole.  Force-fitted 
splines  hold  it  in  position,  and  after 
the  bolt  is  in.serted,  it  is  locked  by 
the  pressure  of  the  sector  threads 
forced  against  the  bolt  by  inter¬ 
ference  of  countersinks. 

This  locking  action  is  not  effected 
by  spring  tension  or  pre-crimping, 
and  remains  unaffected  by  high 
temperatures.  Other  features  are: 
pre-positioning  of  nut  permits  blind 
assembly;  no  wrenching  on  nut 
end ;  nut  remains  in  position  and 
retains  locking  action  after  bolt  is 
removed ;  flush  mount ;  can  be  used 
as  threaded  insert  to  replace 
stripped  threads.  The  lock  nut  is 
available  in  all  metals  and  in  all 
standard  thread  specifications. 

*  *  * 

Alabama  Wire  Co.  Announces 
Another  "First"  In  Screening 

Executives  of  the  Alabama  Wire 
Company,  Inc.,  Florence,  Ala.,  an¬ 
nounced  recently  that  facilities 
have  been  completed  to  pack 
METAL-MESH  aluminum  .screen¬ 
ing  flat,  like  glass,  cut  to  exact  size 
and  shipped  in  wooden  crates.  This 
program  has  been  hailed  by  manu¬ 
facturers  of  screen  doors,  window 
{Continued  on  Page  122) 
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with  eye-appeal,  buy  appeal 

Winick  Aluminum 
Stock  Awnings 


Check  these  fast  selling  features! 

•  Rugged,  advanced  construction 

•  Adjustable  pitch 

•  Sturdy  hidden  steel  supports  and  Alumi¬ 
num  sides  and  struts 

•  All  metal  parts  of  awning  are  coa.ted 
with  lustrous  weather-resistant  enamel 
in  10  beautiful  colors 

•  Longer  width  sizes  may  be  made  by 
joining  stock  size  awnings  together 

•  Special  widths  and  projections  available 
— these  awnings  are  of  heavier  con¬ 
struction  and  shipped  K.D, 

•  Awnings  also  available  with  plastic 
strips — green  and  red  only 

•  Designed  for  quick  and  easy  installation 

•  , Shipped  fully  assembled  and  beautifully 
packaged  for  easy  over-the-counter  sales 

•  National  advertising  plus  newspaper 
and  colorful  consumer  brochures  to 
close  sales 

•  Handy  sample  with  carrying  carton  and 
color  swatches  $11.00 

•  UNBELIEVABLY  LOW  PRICED! 

•  Prompt  delivery 


.igned 


sales 

iW 


Winick  awnings  are  desi. 

for  modern  living  and  fit  any 
architecturally  styled  home.  , 
awnings  improve  the  appearance— increase  the  value 
ive  year  'round  protection  and  add  distinction 
to  your  home,  office,  store  or  factory. 

Any  building  anywhere,  is  a 
ready  market  for  Winick  Stock  Awnings' 


Choice  torriterios  ovaifobf. 


30  inches 

‘  Stock  Sias-  “  i“l:“ 
42  inches 

^  48  inches 


*AII  sizes  with  36  inch  projection. 


6  inch  front  apron.  Prices  F.O  B.  Factory. 


With  Aluminum  strips — baked  enamel  in  10  beautiful  colors 


With  Plastic  strips — colorful  translucent  red  or  green 


-writm,  wirm,  phono  TODAY  For  Fvrthor  Mormafion — 


^•Winick&sonjnc. 


established  1910 


185  Bradford  St,  Brooklyn  7,  New  York 


ALL-NEW 

1954  (9th)  Edition  of 
ROOFING  SIDING 
&  BUILDING 
SPECIALTIES 
MANUAL- 

Over  150  pages  crammed  full  of  valuable 
information  on  EVERY  phase  of  your  busi¬ 
ness.  Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


WRITE  FOR 
YOUR  COPY 
TODAY! 

HOME  IMPROVEMENT  DEALER 
BUILDING  SPECIALTIES  dS 
42S — 4Ui  Ave..  N.  Y.  16,  N.  Y. 

r  „ 

Please  send  me _ copie.,  of  the  1954 

MANUAL 

NAME . . TITLE . 

COMPANY  . 

ADDRESS . 
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Get  ;ill  your  needs  from  one  supplier— 
whether  your  needs  are  big  or  small! 
Immediate  production  on  custom 
orders  handled  double-pronto. 

Deal  with  Werner  and  you’re  sure  of 
dependable  quality  .  . .  dependable  de¬ 
livery  .  .  .  dependable  service.  All  at 
realistic  prices  made  possible  by  our 
complete  manufacturing  setup,  from 
billet  to  finished  product. 

Also  available:  T4-T6  solution  heat 
treating,  anodizing,  cutting,  punching, 
bending,  welding,  polishing.  WRITE 
for  free  facilities  folder  or  quotation 
on  your  requirements  today.  No  obli¬ 
gation,  of  course. 


R.  D.  Wamar  C  Inc.,  Dapt.  1*6 
295  Fifth  Ava.,  Naw  Yerh  16,  N.  Y. 


New  Product's 

{Continued  front  Page  121) 

.screen.^,  and  fabricators  as  a  giant 
.step  forward  in  the  industry. 

Screen  wire,  average  minimum 
co.st  of  which  is  22 of  the  entire 
.screen,  can  be  ordered  but  to  exact 
size,  thus  eliminating  wa.ste  in  mill 
ends  and  .saving  the  cost  of  cuiting 
each  piece  from  the  roll. 

For  .screen  makers  producing 
large  quantities  of  one  size  screen 
or  door,  this  program  will  effect 
a  substantial  .savings  as  well  as 
furnish  a  convenient  .service. 

A  preliminary  survey  of  this 
market  was  conducted  by  the  com¬ 
pany  last  year;  and  after  a  large 
majoiity  of  tho.se  firms  contacted 
indicated  that  they  would  like  to 
obtain  at  least  a  portion  of  their 
screening  needs  cut  to  size,  immedi¬ 
ate  steps  were  taken  to  e.stablish 
this  method  of  packing.  Equipment 
for  cutting,  flattening,  and  proper 
methods  of  packing  have  been 
worked  out  and  are  now  in  pro¬ 
duction  on  this  new  program. 

*  *  * 

Allied  Metals  Announces 
"K.D."  Line 

“Beacon”  triple  slide  combina¬ 
tion  windows  and  “Sentinel”  .self- 
storing  two-track  windows  are  now 
al.so  available  in  “K.D.”  versions, 
the  Allied  Metals,  Inc.,  announced. 
This  step  makes  it  possible  to  ship 
window  units  at  a  lower  ba.se  price 
and  in  more  compact  form,  putting 
the  dealers  in  a  better  competitive 
position. 

The  “Beacon”  triple  slide  win¬ 
dow,  an  exclusive  with  Allied,  wa." 
developed  as  a  result  of  over  10 
years  of  re.search  and  field  testing. 
This  unit  makes  it  unneces.sary  to 
remove  tracks  or  channels,  while 
the  unique  .‘I-step  frame  with  life¬ 
time  stainless  steel  springs  elimi¬ 
nates  rattling  and  binding.  The 
jiressure  of  the  springs  which  are 
located  behind  the  panels,  assures 
?omplete  weathertightness. 

“Sentinel,”  a  .self-storing  two- 
track  combination  window  of  all- 
extruded  63S-T5  heat -hardened 
aluminum,  is  designed  to  eliminate 


EXTRUDED  PLASTIC 

SCREEN  SPLINE 

HOLLOW  and  SOLID 

ALL  SIZES  .110  TO  .235 
IMHEDIAH  DELIVERY 


GUARANTEED  VIRGIN  VINYL 


SPECIALISTS  IN 

Glazing  Strips,  Channels 

Weatherstripping 

Compounded  and  Extruded 
To  Your  Particular  Requirements 


INDUSTRIAL 

PLASTICS  CORPORATION 

ELKHART,  INDIANA 
Phone:  2-9778 


“PARKER”  Headquarters  for  .  .  . 


Leading  architects  and  design¬ 
ers  are  now  demanding  ''Piano“ 
type  Continuous  Hinges  for 
added  beauty  and  durability  on 

Cabinets  —  Storm  Doors  —  Casements 


Any  Width  —  Special  Lengths  to  Order 

-  ALUMINUM  - 
BRASS  •  CHROME  •  STAINLESS 

PROMPT  DfLIVTRY  •  LOWtST  PRICtS 
WRITe  FOR  STOCK  SHIFT  TODAY' 


S.  PARKER  HARDWARE  MEG.  CORP.. 

Since  1900 

Builders’  Showcase-Cabinet  Hardware 


23-27  LUDLOW  ST.  NEW  YORK  2.  N.  Y. 
WAIker  5-6300 
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latches,  catches  and  other  hard¬ 
ware  accessories.  Smoothly  gliding 
panel  action,  without  rattling,  bind¬ 
ing  or  leaving,  is  assured  through 
weather-proofed  springs  built  into 
the  frame.  The  K.D.  “Sentinel,” 
as  well  as  Allied’s  K.D.  triple-slide 
window,  the  “Beacon,”  can  be 
easily  assembled  with  the  use  of 
a  screw  driver  and  a  rubber  mallet. 
Allied  Metals,  Inc.,  Dept.  BS,  New 
London,  Conn. 


Color  Matching  Easy 
With  Lastikalk 

The  wide  range  of  colors  avail¬ 
able  in  Lastikalk  is  e.specially  at¬ 
tractive  to  home  owners  this  year, 
according  to  Donald  Steinfirst, 
General  Manager  of  Lastik  Prod¬ 
ucts  Company,  Pittsburgh. 

Consumers  frequently  demand  a 
special  hue,  to  match  or  contrast 
with  the  rest  of  the  building,  and 
Lastikalk  dealers  are  able  to  fill 
these  requests,  from  the  wide 
variety  of  standard  and  special 
colors. 

Not  only  does  Lastikalk  match 
in  color,  it  also  adapts  itself  to  any 
building  material,  be  it  wood, 
brick,  stone,  stucco,  glass,  concrete, 
iron  or  steel.  An  exclusive  formula, 
developed  through  intensive  scien¬ 
tific  research,  prevents  staining. 

After  it  is  applied,  it  “holds” 
building  materials  together  despite 
adverse  weather  or  environmental 
conditions;  an  elasticized  ingredi- 
ant  “stretches”  and  “shrinks”  with 
the  expansion  and  contraction  of 
the  building.  In  addition,  Lastikalk 
is  easy  to  apply,  by  knife  or  gun. 
It  is  available  in  one  gallon  cans, 
five  gallon  pails,  drums  and  car¬ 
tridges. 

Lastik  Products  Company,  Dept. 
BS,  Iroquois  Building,  Pittsburgh. 

*  *  * 

Precoated  Coil  Aluminum 
Economical,  Durable 

A  vitrified  precoated  coil  stock 
aluminum  has  been  brought  out 
by  the  United  Steel  Products  Corp. 
Called  Pre-Kote,  the  coil  is  Lyfan- 
ized  to  provide  maximum  paint 
(Continued  on  Page  124) 


POPULARLY  PRfCEP  FOR  VOLUME 
SALES  AND  BI66ER  PROFITS' 


"Clip-On" 
ALUMINUM 

CASEMENT 
SCREENS 

For  all  Residential  Roto 
Metal  Casement  Windows! 


Stock  Sizes: 

2  iighfs  high 

3  lights  high 

4  lights  high 


165/8"  X  235/8" 

165/8"  X  36" 
165/8"  X  4814" 


•  Swivel  clip  hardware  included  with  all 
screens. 

•  Packed  10  to  a  carton. 

•  Clip-on  storm  sashes  for  vented  area 
in  roto  type  metal  casement  available 
in  same  stock  sixes. 

•  Hoppers  available. 


Experience 


LUMINUM  RAILINGS  &  COLUMNS 


say  in  CARLO  ASS 

AMERICA'S  MOST  BEAUTIFUL  RAILING 

W&M  pre-processed  Aluminum  or  Iron  Railing  ma¬ 
terial  is  supplied  in  8-ft.  and  12-ft.  stock  lengths.  Buy 
in  large  or  small  q  lantities.  Should  order  now  for 
delivery.  Be  a  dealer  and  sell -year -around.  Huge 
market.  Contact  today.  Phone,  Belmont  5-8800. 

THE  WOLFE  &  MANN  MFC.  CO. 

BALTIMORI  11,  MARYLAND 
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SCREW  PRODUCTS  COMPANY,  INC. 
GARDEN  CITY  NEW  YORK 


Over  9000  itvms  in  slock  means  immediole  de¬ 
livery  from  one  source 

•  New  Carden  City  plant  now  operating  at  fop 
speed  and  quality 

•  Unsurpassed  facilities  for  quantity  fabrication  of 
specials 

•  A  daft  of  saasonad  engineers  olwoys  available 
for  consultation 

P  Piantars  in  the  manufacture  at  stainless  steel 
fasteners 

WRITE  NOW  FOR  FREE  COPY  OF 
FASTENER  MANUAL  P23 

manufacturers  since  1929 


STAINLESS 

.STOCK 

All  types  and  sizes  of 
screws  (slotted  and  Phillips)y 
machine  screws,  bolts,  nuts, 
rivets  and  washers 


New  Products 

I  {Continued  from  Page  123) 

adhesion  and  durability.  The 
i  Lyfanite,  which  is  a  corrosion  re- 
!  sisting  chemical  deposited  on  the 
i  aluminum  alloy  surfaces,  has  under- 
1  gone  salt  spray,  humidity,  water 
I  and  adhesion  tests  successfully.  In 
!  addition.  Strontium  Chromate  has 
i  been  baked  on  the  undercoating  to 
I  add  to  its  durability  and  weather 
I  protection.  The  fini.sh  coating  is 
I  baked-on  enamel,  available  in  all 
colors. 

United  Steel  maintains  their  own 
rolling  mills  to  assure  potential 
:  users  of  raw  stock  at  mill  prices. 

;  The  additional  cost  of  completing 
I  the  stock  is  relatively  economical, 

!  when  compared  with  the  cost  of 
!  self-maintenance  of  bake  ovens 
I  spray  shops,  etc. 

i  It  is  also  possible  to  secure  the 
I  Undercoated  coil,  which  has  been 
I  finished  right  up  to  the  enameling 
j  stage,  eliminating  all  but  the  final 
j  step. 

United  Steel  points  out  that  the 
use  of  Pre-Kote  results  in  cleaning, 
degreasing,  spraying  and  baking 
I  facilities  upkeep  economies  for 
i  fabricators. 

United  Steel  Products  Corp., 
Dept.  BS,  Los  Angeles,  Cal. 

*  *  * 


Double  Baffle  Principle 
A  "Shutter-Shade"  Exclusive 

Patented,  “Shutter  Shade  Awn¬ 
ings,"  it  is  claimed  create  an  en¬ 
tirely  new  and  exclusive  concept 
in  the  Awning-Shutter  combination 
field,  as  distinguished  from  the 
known  Shutter-Awning  combina¬ 
tion. 

The  Awning-Shutter  combina¬ 
tion  as  revealed  in  Shutter  Shade 
Awnings  is  an  actual  awning,  of 
the  standard  open  sided  type  in 
appearance,  which  stores  as  decor¬ 
ative  shutters  and  are  used  as 
hurricane  proof,  burglar  proof, 
fireproof  and  shatter  proof  bar¬ 
riers  over  the  window'.  By  contrast 
the  Shutter-Awning  combination 
is  an  actual  shutter  which,  in  most 
cases  pushes  outward  full  shutter 
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length  over  the  window  to  form 
an  elongated  shutter  awning. 

The  Shutter  Shade  Awnings  pre- 
.sent  the  “Double  Baffle”  principle, 
for  more  effectively  trapping  the 
sun’s  ray.  The  “Double  Baffle” 
principle  was  evolved  by  the  in¬ 
ventor  of  this  awning,  Mr.  Everett 
T.  Wheeler  of  Brookline,  Massa¬ 
chusetts,  who  is  well  knowm  in  New 
England  building  specialty  circles. 
With  the  advent  of  this  new'  prin¬ 
ciple  it  is  now  povssible  to  have  all 
the  advantages  of  free  circulating 
air  through  the  sides  of  the  awning 
and  also  the  reality  of  eliminating 
as  much  of  the  sun’s  ray  as  the 
older  style  closed  end  awnings. 


Other  features  of  Shutter  Shade 
Awnings  are  the  full  unobstructed 
vision  through  the  lower  sash  and 
the  self  storing  feature  as  decora¬ 
tive  shutters  which  add  to  the 
appearance  of  the  home,  permits 
full  use  of  natural  daylight  during 
the  gloomy  winter  season  and 
eliminates  the  destructive  hazard 
of  falling  ice  and  snow'  in  northern 
climate.s. 

Shutter  Shade  Awnings  are  con¬ 
structed  of  sturdy,  life  time,  alumi¬ 
num  and  come  in  .several  decorator 
colors. 

Shutter  Shade  Awnings,  Dept. 
BS,  1488  Beacon  St.,  Brookline, 
Mass. 

*  *  * 

New  Ranch  Storm  Window 

One  lite  combination  storm  win¬ 
dow'  and  .screen  for  inside  and  out¬ 
side  installation.  This  window'  can 
be  installed  for  basement  windows, 
sliding-type  window's,  and  ranch 
window's.  Window'  comes  complete 
with  ma.ster  frame,  glass  and 
.screen  in.serts,  all  of  63  S.T.  5  ex¬ 
truded  aluminum.  Unit  comes  com¬ 
plete  with  aluminum  hinge.s,  .solid 
aluminum  storm  .sa.sh  supports  to 
(Continued  on  Page  126) 


COLORFUL,  PROFITABLE 
TmSLUCBHT  FIBER  GLASS  AWHtHGS 


ONLY  2  BOLTS  —  ASSEMBLED  IN  1  MINUTE 

You'll  quickly  sec  the  profit-potential  of  Dickey  Translucent 
Awnings  —  easy  on  the  eyes,  easy  to  install,  and  most  impor¬ 
tant  —  EASY  TO  SELL  .  .  .  both  of  your  customer's  home  or 
over  the  counter. 

Fastest  awning  on  the  market  to  assemble  ond  install  because 
of  Dickey  potented  extrusions.  The  only  awning  thot  is  re¬ 
movable  .  .  .  just  by  unhooking. 

144  possible  color  combinations  .  .  .  using  12  different  lustrous 
lasting  color  panels.  Ivory  .  .  .  brown  .  .  .  block  .  .  .  gray 
.  .  .  chortreuse  .  .  .  dark  green  .  .  .  patio  green  .  .  . 
light  green  .  .  .  dark  blue  .  .  .  medium  blue  .  .  .  coral  .  .  . 
yellow. 

These  awnings  shut  out  the  heat  ...  let  in  the  light  — 
soft,  diffused  light  to  glamorize  interiors.  Can't  chip,  dent, 
break,  crock,  or  crock.  Your  customers  may  keep  them  in 
position  oil-year-round,  or  remove  them  when  they  wish. 

Easily  installed  on  windows,  doors,  canopies,  and  patios  of 
both  domestic  and  commercial  buildings. 


Check  these  features: 

12  lustrous 
w  colors. 

Owens  -  Corning 

V  Fiberglas 

^  Eosy  to  install 

^  Sell  on  sight 

All  sizes  and 

V  shapes 

Removable 

All-year  awning 

SEE  FOR  YOURSELF  the 
Profit  Poientiat  of 
Dickey  Awnings. 

Send  todoy  for  full  in¬ 
formation  and  descrio- 
tive  literature. 


DICKEY 


^MANUFACTURING  CO. 

A  32  Years  of  Awning  Know-How 

^  115  Ontario  Street  Toledo,  Ohio 


DISTRIBUTORS  WANTED 

For  Sensational  Low  Priced  Line  of 

AIL  EXTRUVEd  ALUMtHUM 

Two  and  Three  Track  Combination  Windows 
Priced  To  Meet  All  Competition 

Write  or  Phone  For  Full  Details 

ANODIE  ALUMINUM  MFG.  CO.,  Inc. 

85-09  Northern  Blvd.,  Jackson  Heights,  L.  I.,  N.  Y.  •  NEwtown  9-4040-1 


A  Home  Improvement  Dealer 
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QUALIFIED 

DEALERS 

This  could  easily  be  the  most 
important  advertisement  you 
ever  read! 

ST.  LOOK  AT 
THIS 
TRADE 
MARK 


IISCO  is  the  name  behind  TOP  OUAIITY 
All  Aluminum  Window  ond  Door  products 
the  kind  that  have  sold  by  the  thou 
sands  for  over  eight  years  the  kind 
that  will  be  sold  for  years  to  (ome'  Yes, 
and  the  kind  thot  can  build  your  business 
PRESTIGL  AND  PROFITS  no  frills  and 
foncies  *  no  gold  ploted  hrirdwore  and 
diomond  studded  handles  simply  best 
guali^  at  the  right  price' 

ND.  THINK 
THIS  OVER. 
YOUR  FUTURE 
MAY  DEPEND 
ON  IT! 

No  need  to  dosh  to  the  mail  box  witfi  the 
coupon  below  If  you  ore  the  Type  of 
straight  thinking,  quolified  dealer  we  are 
looking  for,  you  II  come  To  the  conclusion 
that  it  will  pay  you  both  now  and  later  to 
find  out  whot  IISCO  has  to  offer'  GET  IN 
T0U(N  WITH  US' 

LISCO  PRODUCTS,  INC. 

179  LIBERTY  AVENUE,  MINEOIA,  NEW  Y0R,K 
GArden  City  3  1390,  7  696S,  7  6966 

,  MANUFACTURERS  OF: 

Ail  Aluminum  Combination  Windows, 
Wickfet  Screens,  Doors  &  Jalousie  Doors 


LISCO  PRODUCTS,  INC 

T79  Liberty  Ave.,  Mineola,  N.  Y. 
GArden  City  3-1390,  7-6965-66 

GenHemen;  We  wont  to  know  more  about 
IISCO! 


City _ 

Individtrol 


-Zone.  -  Stoto- 


New  Product's 

(Continued  from  Page  125) 

allow  for  ventilation  at  different 
degrees.  The  window  has  a  posi¬ 
tive  locking  device  which  prevents 
opening  from  the  outside.  Screen 
and  storm  sections  are  interchange¬ 
able  without  use  of  tools. 

New  outside  ca.sement  storm 
window  which  opens  easily  for 
cleaning  from  either  inside  or  out¬ 
side  of  house.  Window  comes 
equipped  with  weatherstripping 
which  .seals  tightly  all  four  sides 
of  opening  window.  Unit  comes 
complete  with  stainless  steel  hinges 
and  aluminum  locking  devices. 

The  Alumo  Products  Company 
has  been  manufacturing  aluminum 
.screens  for  ca.sements  and  double- 
hung  windows  in  standard  and 
special  sizes.  Also  manufacturers 
of  aluminum  grills  and  initials. 

Alumo  Products  Company,  Dept. 
BS,  406  Jeru.salem  Avenue,  Hemp- 
.stead,  N.  Y. 


New  Coating,  New  Alloy — 
Two  Wilson  Improvements 

Two  new  improvements,  affect¬ 
ing  both  the  appearance  and 
strength  of  aluminum  screen 
frames,  have  been  announced  by 
L.  S.  Wilson  Mfg.  Co„  of  Chicago. 

Special  baked-on  protective  coat¬ 
ing  retains  a  “like  new”  .soft 
brushed  satin  appearance  for 
years.  The  company  reports  that 
te.sts  show  it  will  not  chip,  peel, 
or  crack  like  lacquer,  and  it  pre¬ 
vents  discoloring  oxidation  and 
tarnishing.  Frames  with  this  dur¬ 
able  baked-on  finish  are  available 
in  either  clear  finish  or  colors. 

Through  the  use  of  a  new  alumi¬ 
num  alloy,  the  Wilson  Company 
has  increa.sed  the  strength  of  its 
screen  frames  40%.  This  alloy 
adds  both  strength  and  rigidity. 
Frames  as  large  as  40"  x  72"  do 
not  require  a  reinforcing  bar,  yet 
are  as  sturdy  as  much  smaller 
screens,  it  is  reported. 

The.se  improvements  are  being 
added  to  the  Wilson  line  at  no 
increase  in  price.  It  is  expected 


for 

BIGGER 

PROFITS . . .  from  a 
BERER 
STOCK  LINE... 


[the  IINEJ 

Silver  Deer,  Jeleesie  Deer,  Silver  Jaleeiie* 


ALUMINUM 

•  EX-PAND  O  JALOUSIES 

•  JALOUSIE  STORM  DOORS 

•  SILVER  STORM  DOORS 

Write  or  Call: 

UNION  MACHINE  (0. 

708  COLFAX  AVENUE 
KENILWORTH,  NEW  JERSEY 
UNionville  2-9020 

DEALERS  AUTOMATIC 
TOP  VENTILATION! 


TOP  SCREEN 

OPERATES  I  - - 

AUTOMATICALLY  i 

WITH  USE  OF  .1  II H 

STORM  SASH  '  P 

ALL  BUILT  I  P 

IN  TO  A  I 

TRIPLE  TRACK  I 

EXTRUOEO  ' iWiilg  wpfl 

ALUMINUM 

WINDOW  ||pr 

PATENTED  1 


DuoAlent 


AUTOMATIC 

COMBINATION  WINDOWS 

NO  COMPETITION! 

WRITE  NOW  FOR  PRICES,  SAMPLE, 
AND  DETAILS  ON 
FRANCHISED  DEALERSHIPS 
VALUABLE  EXCLUSIVE 
TERRITORIES  AVAILABLE 

ALUMINUM  WINDOW  DIVISION 

VOLCANO  BURNER  CORP. 

3612  E.  Tremont  Ave.,  N.  Y.  61,  N.  Y. 
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that  the  biggest  users  of  the  new 
line  will  be  buyers  of  lineal  stock, 
who  fabricate  their  own  finished 
screens.  Practically  no  investment 
is  required  to  set  up  local  assembly 
operations.  The  Wilson  Company 
points  out  that  “a  bench,  a  .saw, 
two  screen  rollers,  a  pair  of  shears, 
and  ambition  are  the  only  require¬ 
ments.” 

Wilson's  are  publishing  a  new 
catalog  which  will  illustrate  the 
step  by  step  process  for  assembling 
aluminum  frame  screens  so  that 
anyone  can  become  an  expert 
screen  fabricator  by  following 
these  simple  directions.  Their 
(‘iigineering  department  is  always 
available  to  help  the  dealer  work 
out  special  problems. 

4c  :)c 

Aluminum  Ventilators  For 
Under  Eaves,  In  Walls 

Two  new  Under-Eaves  Ventila¬ 
tors  have  been  announced  by  Leigh 
Building  Products  Division.  They 
were  designed  for  installations 


under-the-eaves  or  in  the  wall, 
above  foundation,  are  built  of  ru.st- 
proof  aluminum,  with  F.H.A. 
approved  8-mesh  .screen  on  back. 
Available  in  2  sizes:  16  x  8”  and 
16  X  4”. 

The  new  ventilators  are  packed 
10  to  a  carton,  shipping  weights 
per  carton :  16  x  8”,  4  lbs.  —  16  x 
4”,  2  lbs.  Leigh  Building  Products 
Division,  Dept.  BS,  Air  Control 
Products,  Inc.,  Cooper.sville,  Mich. 

*  *  ♦ 

Aluminum  Holdbacks  Added 
To  Ives  Hardware  Line 

Blind  or  Shutter  Holdbacks 
permanent  molded  of  aluminum 
are  the  newe.st  addition  to  the  line 
of  quality  hardware  specialties  cur¬ 
rently  manufactured  by  The  H.  B. 
Ives  (a)mpany.  Styled  in  the  ever- 
popular  “S”  pattern  which  blends 
effectively  with  either  traditional 
{ConfintH'd  on  Piu/e  128) 


the 
Elmont 
Leader 


f 


InR 


tfye  door  with 
more  for  '54/ 

•  more  beauty  •  more  quality 

•  more  repeat  sales  •  and  better  price ! 

ibbed  Face  1 5/1 6*'  or  1 "  Smooth  Face 

*»he  star  of  the  NERSICA  show! 


the  100°o  extruded  63ST5  Aluminum  Combination 
Storm  and  Screen  Door 

•  Precision  Engineered 

•  Sash  is  rattle-free,  dratt-free 

•  Rugged  mitred  sag-proof  construction 

•  Semi-concealed  stainless  steel  hinges 

•  Storm  King  Closure  —  Ideal  latch 

•  Aluminum  and  vinyl  Bottom  Expander  and  Rain 
Sweep 

•  Glass  reploced  in  a  jiffy 

•  Elmont  is  the  installer's  dream 


PLANS 

SPECIAL 

1. Full  KD 

2.  Fully  as¬ 
sembled 
with 
s  c  re  e  n, 
without 
glass  (low¬ 
er  freight 
costs) 

3.  Fully  as¬ 
sembled 


ir  Elmont  doors  also  have  a  brand  new  feature — 
a  special  finish  that  gives  aluminum  a  new 
luxurious  look.  Optional.  Ask  us  about  i  ! 

IMMEDIATC  DILIVIRY 

EXCLUSIVE  TERRITORIES  STILL  AVAILABLE 


lor  caster  soles  and  increased  profits  write  or  visit  our 
expanded  plant; 


ELMONT  MANUFACTURING  CO.,  Inc. 

575  HEMPSTfAO  TURNPIKE,  ELMONT,  NEW  YORK  PLoral  Pork  4.3«2e 


DISTRIBUTORS! 


WANTED 

CHOICE  TERRITORIES  AVAILABLE 

Builders  will  have  homeowners  in  the  palm  of  their  hand  when 
they  sell  Weather  Wizard's  1954  advanced  design  primary 
sliding  window  —  Produced  for  quality,  quick  sales  and  profits! 


Now  Ready  for  National  Distribution 

•  Precision  fabricated  of  100%  extruded 
aluminum 

•  Sturdy  master  frame  completely  beveled 
and  heliarc  welded 

•  Perfect  Drainage 

•  Finger-tip  sliding  and  ventilation  control 

•  Jiffy  lightweight  take  out  panels 

•  Glass  set  in  virgin  vinyl  glazing  channel 

•  Stainless  steel  weatherstripping— air  tight 

•  In  Fin  Trim  midels— also  storm  and  screen 
panels  at  discount  prices 

•  Minutes  to  install 

•  Shipped  assembled,  semi-KD,  KD 

A%k  obnu*  our  super  line  of  storm  windows 
and  doors  and  Jalousie  doors. 

for  details  write,  wire,  phone 


Manufacturers  Aluminunj  Windows  &  Daors 

‘  WEATH»  WIZARD  ALUMINUti  MFG.  Co. 

a  50  Tulip  Place,  Garden  City  Park,  L.  I.  N.  Y. 
Garden  City  3-4320 


Member  Long  Island  Builders  Association 


&  Home  Improvement  Dealer 
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or  modern  architecture,  the  new 
Holdbacks  are  said  to  be  nonrust- 
inyr  and  will  not  stain  shutters  or 
outside  wall  surfaces.  The  manu¬ 
facturer  claims  the  aluminum  con¬ 
struction  is  exceptionally  rujjfKcd. 

The  new  product  is  available 
with  or  without  antirattle  sprinprs 
which  hold  shutters  or  blinds 
.securely  in  hifsrh  winds.  It  is  GYi. 
inches  lonp  and  3/16  inch  thick, 
and  is  available  with  lajr  .screws, 
drive  pin  or  special  bolt  and  plate 
mountings  in  dead  black  finish.  H. 
B.  Ives  ('o..  Dept.  BS,  New  Haven, 
t’onn. 

*  *  * 

Mural  Stone  Producing 
New  Roman  Style 

A  new  and  hij?hly  improved  pre¬ 
cast  .stone  plus  a  dynamic  and 
extremely  succe.ssful  .sales  formula 
are  the  hard-to-beat  combination 
offered  by  Mural  Stone,  di.stributed 
by  L.  \V.  Smith  A.s.sociates. 


Mural  Stone  is  a  packaged,  cured 
stone  designed  in  individual  pieces 
for  easy  application  to  any  surface 
without  requiring  a  foundation.  It 
provides  a  di.stinguished  appear¬ 
ance  to  homes,  .stores,  restaurants, 
buildings,  interiors  and  exteriors. 
It  is  unlike  wet  cement  which  is 
mixed  and  applied  on  the  job. 


An  exclusive  Mural  Stone  fea¬ 
ture  is  the  long,  narrow  Roman 
style  length,  up  to  20  inches  long. 
Packaged  in  a  variety  of  sizes  and 
natural  .stone  color  blends.  Mural 
Stone  is  easy  to  handle,  .stock  and 
apply.  Reinforced  Corner  Stones 
are  packaged  in  colors  to  match 


the  facing  stone.  Comprehensive 
field  re.search  plus  the  many  years 
of  practical  experience  of  its  own 
staff  of  technicians  produced  a 
cast  stone  facing  superior  to  all 
previous  .standards.  The  manufac¬ 
turer  says  that  Mural  Stone  is 
fully  guaranteed  by  the  factory 
for  20  years,  with  colors  through¬ 
out  each  stone.  Although  light  in 
weight.  Mural  Stone  is  designed 
for  an  average  compressive 
.strength  of  4,000  PSI  (pounds  per 
.square  inch),  making  it  as  strong 
as  weight  bearing  .stone. 

Produced  under  ideal  factory 
conditions  of  constant  meter  con¬ 
trol  and  exacting  gradation  of 
stone  aggregates.  Mural  Stone  is 
made  by  a  secret  patent  pending 
proce.ss  of  curing  and  cutting  the 
natural  stone  contours. 

Another  Mural  Stone  exclusive 
helps  dealers  build  high  volume 
through  the  u.se  of  a  time-proven 
success  formula.  Sales  aids  in¬ 
clude:  A  collection  of  successful 
newspaper  ads  covering  every  sea- 


SCHWAB  JALOUSIES 
ARE  EASIER  TO  SELL 

Many  •xclwtiv*  faaturas  that 
ar*  practical  and  dapandabit 
makt  SCHWAB  lh«  choic*  an 
any  typ*  of  building,  r«si* 
dantiol  or  commarcial. 

WRITE  FOR 

DEAI.ER  PPOPOSmON 


JALOUSIE  AND  AWNING  CO. 


North  Miami  Avo. 
MIAMI,  FLOKIDA 


Caulk  with  C  / 


Caulk  with 


26  COLORS 

of  Caulking 
Compound  to 
match  every 
building 
material 


Calbar,  the  first  company  with  real  quality 
caulking  compound  now  brings  you  a  super-elastic  quality 
caulk  to  match  or  harmonize  with  brick,  stucco,  asbestos,  cement 
siding,  shingles,  metal  or  wood.  Choose  from  26  permanent 
colors  ...  all  non-hardening,  non-staining 
and  complying  with  Federal  and 
ACSP  specifications. 


Your  jobber  can  supply  you 

CALBAR  PAINT  &  VARNISH  CO. 

Manofocturerj  of  Technical  Products 

2612*26  N.  Martha  Street,  Phila.  25,  Pa. 
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son  of  the  year ;  recording  of  radio 
and  television  scripts;  co-op  plan 
for  advertising;  recordings  and 
scripts  of  sales  presentations  made 
by  the  most  successful  salesmen 
in  our  field. 

Free  training  schools  for  appli¬ 
cators,  salesmen  and  dealers; 
Accounting  aids;  and  Factory 
Road  Service,  with  a  road  crew 
for  further  help  in  the  training 
of  .salesmen  and  applicators. 

L.  \V.  Smith  As.sociates,  Dept. 
BS,  15035  Wyoming,  Detroit  21, 
Michigan. 

^  ^ 

Time  Switches  For 
Air  Conditioner  Control 

Portable  Plug-In  time  switches 
designed  especially  for  automatic 
control  of  room  air  conditioners, 
were  recently  added  to  the  Inter- 
Matic  Time  Switch  line  manufac¬ 
tured  by  International  Regi.ster 
Company.  Known  as  Series  P690, 
the  new  switches  will  control  auto¬ 
matically  any  1  3,  i  o,  j.,  or  1 
hor.sepower  room  air  conditioner. 

Series  P690  time  switches  are 
equipped  with  a  4-foot,  14  gage, 
3  wire,  type  “S”  cord  set  with 
moulded  rubber,  three  way, 
grounded  male  plug. 

There  are  two  models  available. 
Model  P691  is  for  125  volt  opera¬ 
tion.  The  cord  .set  is  equipped  with 
an  adapter  plug  .so  it  can  be  used 
on  either  a  2-wire  or  3-wire  elec¬ 
trical  .system.  A  three-way  uni¬ 
versal  receptable  is  mounted  on 
the  right  side  of  the  case. 

Model  P692  is  for  250  volt 
3-wire  electrical  systems.  It  has  a 
standard  3-w'ay  receptable. 

Series  P690  switches  incorpo¬ 
rate  the  Inter-Matic  “skipping” 
device  which  permits  you  to  skip 
the  automatic  operation  of  the 
time  switch  on  Saturdays,  Sun¬ 
days,  Holidays,  or  other  .selected 
days  of  the  week.  Up  to  eleven 
on-off  operations  per  day.  Timing 
range  is  one  to  23  hours.  Approved 
by  Underwriters  ‘Laboratories. 

International  Register  Company, 
Dept.  BS,  2624  W.  Wa.shington 
Blvd.,  Chicago  12,  Illinois. 

{Continued  m)  Page  130) 
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Reinforced 


GLASS  FIBRE 
Plastic  Panels 


THE  MODERN  BUILDING  MATERIAL 
FOR  LOOO  USES 
Wholesales  as  low  as  SO<  ft. 

Dealers  everywhere  are  clamoring  for  this 
profit  making  material.  For  colorful  beauty  and 
glare-free  light!  Shatterproof  and  durable. 
Unlimited  uses  and  applications  for  soft-shade 
and  comfortable  shelter  everywhere.  Ideal  for 
patios,  porches,  awnings,  canopies,  fences, 
gates,  outdoor  screens,  greenhouses,  partitions, 
carports  and  cabanas.  UNILITE  can  be  nailed, 
drilled  or  sawed  with  ordinary  tools.  No  main¬ 
tenance. ..no  painting  or  upkeep  with  this  per¬ 
manent  building  material.  Seven  distinctive 
decorator  colors.  Amazingly  strong  but  light 
in  weight.  Provides  privacy.  Holds  back  glare. 
Widths  to  42".  Lengths  to  12  ft. 


Attention  Building  Specialties  Distributors : 

Several  good  territories  available.  Inquiries  invited. 
Write  today  for  free  samples  i  prices. 


1000  NORTH  ORANGE  DRIVE,  LOS  ANGELES  38,  CALIFORNIA  .  HOIlywood  9-1468 
HOUSTON,  TEXAS  PORTLAND,  OREGON 


THE  MOST 


I  RAY-O-LITI  CORA.  OF  AMIRICA 

I  Dept  BS-1 

I  696  Greenwood  Ave.  N  E.,  Atlanta  6,  Ga. 

I  Noma _ 

I  Address  _ _ _ _ _ _ 


,  Phone 


ADVANCEMENT 

in  the  HISTORY  of  AWNINGS 


RAY-O-LITE  has  revolutionized  the  Awnings  of  America  with 
fabulously  beautiful  fiber  glass  ...  the  material  of  the  future. 
With  R.AY-O-LITE's  modern  awning,  the  windows,  entrances, 
terraces  and  patios  o''even  the  most  exquisite  homes  can  now  have 
protection  from  sun,  rain  and  snow  without  the  drab  darkness  of 
old-fashioned  awnings.  RAY-O-LiTE  Awnings  will  make  your 
room  interiors/ice  with  a  new  color  and  soft  light.  Give  your  home 
a  new  beauty  treatment .  .  .  inside  and  out  with  RAY-O-LITE. 
There  are  many  lustrous  colors  from  which  to  choose. 

8eSu^  VOUR  NIW  AWNINOS 

A«i 

•I  SU«t  THIT'BI 

Mail  Coupai  today 


RAY-p:LITE 
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470  NO.  lA  SAllI  ST.,  CHICAGO  10 


New  Products 

(('ontivned  from  Pa(/e  129) 


Individual  Garage  Designs 
With  Taylor  Style  Sets 

More  than  a  hundred  different 
attractive  steel  K^raKe  door  de¬ 
signs  are  possible  with  the  new 
Taylor  Made  Style  Sets  recently 
announced  by  Taylor  Made  Garage 


FOR  BETTER  SHAPES 

in  your 


EXTRUSIONS 


GSTOW 


YOU 


; 


and  you 
can  get  it . . . 

Kessler's  rapid  engineer¬ 
ing  facilities  and  com¬ 
plete  die  shoo  enab'e  you 
to  get  prompt,  efficient 
service  on  your  plastic 
shapes  ...  the  new  plant 
IS  completely  equipoed 
.  .  .  compounding  to  fin 
ished  extrusions 

And  for  a  line  fhar  goes 
hond  in  glove  with  storm 
windows  and  doors  .  .  . 
Kessler  ergincered  door 
'weeps  and  cushion  -  seal 
plostic  weather  strip. 


'fhe  Taylor  Made  Style  Seth'  con¬ 
sist  of  two  or  four  jr^dvai  noaled 
steel  panels  which  are  easily  at¬ 
tached  to  a  Taylor  Made  Door. 
Thiee  Style  Sets  are  available: 
triaiifrular  panels,  fan-shaped 
{)anels  or  vertical  panels.  Garajrc 
owners  can  style  their  own  door 
!  by  placing  the  jfanels  in  any  of 
hundreds  of  positions  of  their 
choice  on  their  jraraKe  door.  Style 
Sets,  like  the  facing  panel  on  the 
door  it.self,  are  made  of  jralvan- 
nealed  steel  which  resists  rust. 

According  to  R.  L.  Taylor,  Presi¬ 
dent  of  Taylor  Idade  Garape  Doors, 
the  new  Taylor  Made  Style  Sets  in 
hai  moniziiifr  or  contrasting  colors 
will  enhance  an  ordinary  garage 
and  increase  the  appeal  of  the 
home.  Style  Sets  are  being  made 
available  for  all  pre.sent  owners  of 
Taylor  Made  Garage  Doors,  as  well 
as  for  all  new  doors. 

Tom  Gonnellan,  Taylor  Made 
(iarage  Doors,  Dept.  BS,  12430 
F^vergreen,  Detroit  28,  Michigan. 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WiViDOW  INDUSTRY 


New  Line  of 
Air-Conditioning  Units 

The  .solution  to  the  air-condition¬ 
ing  problem  for  many  small  homes 
is  now  being  offered  by  The  Majes¬ 
tic  ('omi)any,  Inc.  The  old-line  firm 
has  announced  the  development  of 
matching  units  for  year-’round 
conditioning  installations  available 
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KESSLER  PRODUCTS  CO 


PROFITS!! 


PROFITS 

are  yours  on  our 

NEW  Business-Building 

ASSEMBLED  UNITS 

°"'K-DPlan! 

Now  you  can  sell  .  .  . 
TRIPLE-TRACK  Quality 
SCREEN  &  STORM 
WINDOWS 
Competitively  Priced  ! 


For  Details 
Call, 

Write.  j 
or  Wire.  ■ 


ALUMINUM 
PRODUCTS,  INC. 

Gen.  Office-  716  GIcnmorc  Avc.,  Bklyn.,  N.  Y. 
rrc«'rv  Elfen  St..  Bklyn.  8,  N.  Y. 

TELEPHONE:  TAylor  7-3519 


and  more  — 


Profits!!! 


Jarene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  oil  windows— wood, 
steel  or  aluminum. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quototion.  Samples  sent 
on  request. 


Adds  so  lAUCHI 


Costs  so  little  - 


IaPROW  PPODUCTr 


in  either  uptlow  or  counterflovv 

designs. 

Counterflovv  models  permit  utili¬ 
zation  of  under-the-floor  duct  work 
as  readily  as  normal  over-head 
ducting  for  upflow  models.  The 
twin  year-’round  units  combine  a 
two-ton  air  conditioner  with  a 
Majestic  Model  22  furnace,  or  a 
three-ton  air  conditioner  and  a 
Model  26  furnace.  The  two  units 
provide  complete  automatic  control 
of  temperature,  and  are  ideal  for 
most  small-  and  moderate-sized 
homes. 


Simplicity  of  design  is  the  key¬ 
note  of  the  units.  In  the  counter¬ 
flow  unit,  the  furnace  discharges 
warm  air  down  into  the  plenum 
during  the  winter.  Back-draft 
louvers  under  the  air  conditioner 
close  automatically  while  the  fur¬ 
nace  is  operating.  During  the  sum¬ 
mer,  the  air  conditioner  blower 
takes  over,  using  the  same  duct¬ 
work,  and  the  furnace  louvers 
close.  The  operation  of  the  upflow 
is  the  same,  but  the  plenum  is 
across  the  top  of  the  units. 

The  furnace  and  air  conditioners 
are  in  matching  units  and  operate 
automatically  from  either  gas  or 
oil.  They  may  be  installed  as  a 
twin  unit,  or  the  cooling  unit  may 
be  added  to  a  warm  air  heating 
.system  now  in  u.se. 

The  Maje.stic  Company,  Inc., 
Dept.  BS,  Huntington,  Indiana. 

*  *  t- 

Machine-Made  Translucent 
Glass  Fiber  "Ponal" 

After  months  of  development, 
testing  and  production  runs,  a 
machine  is  turning  out  American 
Translucent  Structural  Panal  at 
an  American  Window  Glass  Com¬ 
pany’s  subsidiary  plant  in  Wam¬ 
pum,  Pa.,  by  a  continuous  mechani¬ 
cal  process. 

{Coiitiuued  o//  Pnffe  1.32) 


ATTENTION:  STONE  &  ALUMINUM  SIDING  DEALERS 

HOW  WOULD  YOU  LIKE 


...  to  sell  and  install  a  luxury-type  of  sidewall 
covering  for  as  little  as  $40  per  square? 

...  to  work  on  the  same  or  better  profit  margin? 

...  to  complete  an  average  20-square  house  within 
forty-eight  hours  of  starting? 

The  valuable  franchises  we  offer  make  these  wonderful  possibilities  immediately 
available  to  you  if  you  can  meet  the  simple  requirements. 

If  you  are  a  reputable  dealer  with  an  established  business  and  a  selling  organi¬ 
zation,  you  may  find  with  us  your  golden  opportunity  to  enjoy  the  benefits  of  a 
nationally  established  line  that  affords  exceptional  sales  advantages  to  you 
and  your  salesmen. 

Every  property  owner  of  a  wood  or  masonry  building  is  a  ready  prospect  for  our 
products  which  are  revolutionary  in  exterior  resurfacing  processes  and  give 
greater  beauty  and  protection  in  spite  of  the  fact  that  they  can  be  sold  at  half 
the  price  of  luxury  sidings. 

FOR  FULL  PARTICULARS,  WRITE 
BOX  NO.  469 

BUILDING  SPECIALTIES 

&  HOME  IMPROVEMENT  DEALER 

425  FOURTH  AVENUE  NEW  YORK  16,  N.  Y. 
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CombinatioiS“lto?n>®S?nS^®‘''ibutors  of 
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Also  Avaiiable'~~"°^^  PROFIT*; 
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most  for 
your  money 


•  Consumer  tested  and  accepted. 

•  Quiet  door  closing— no  banging. 

•  Aluminum  barrel. 

•  Concealed  shock-absorbing 
and  closing  springs. 

•  Positive  closing  speed  control. 

•  Rod  operates  in  anti-friction 
bearing. 

•  Convenient  hold-open  slide. 


THE  SHEIBY  SPRING  HINGE  CO. 

SHElBr,  OHIO 


New  Products 

{Continued  from  Page  131) 

The  pla.ss  fiber,  translucent 
structural  material  named  “Ameri¬ 
can  Panal”  is  being  produced  in 
uniform  thicknes.ses,  color,  and 
strength  throughout  its  entire 
cross  section  and  with  uniform 
matting  thickness  ...  an  innova¬ 
tion  in  the  industry.  Previously, 
manufacturers  have  had  difficulty 
in  maintaining  .standards  in  the.se 
respects. 

Widths  up  to  48"  are  standard, 
with  sizes  in  a  range  that  easily 
accommodates  4"  modular  con- 
.struction.  Sheets  can  be  supplied 
in  16  ft.  or  longer  lengths  if  de¬ 
sired,  although  usual  sizes  are  six, 
eight  and  ten  feet. 


Produced  in  8  standard  paste! 
colors  and  two  decorator  trim 
colors,  American  Panal  offers  a 
complete  .selection  of  this  polye.ster 
resin  laminate  to  meet  pre-tested 
consumer  demands.  Before  choos¬ 
ing  the.se  particular  colors,  Ameri¬ 
can  Window  Glass  consulted  an 
Internationally  famous  color 
authority  —  Faber  Birren.  Mr. 
Birren’s  recommendations  were 
matched  exactly  for  the  line  of 
colors  that  his  surveys  proved 
would  be  most  popular. 

The  result  is  a  group  of  colors 
that  will  be  most  in  demand  by 
consumers  .  .  .  Topaz  Yellow,  Jas¬ 
per  Green,  Peridot  Green,  Ro.se 
Quartz,  Cry.stal,  Emerald  Green, 
Aquamarine  Blue  and  Opal  White. 
Two  decorator  trim  colors  .  .  . 
Ruby  Red  and  Sapphire  Blue  com¬ 
plete  the  Panal  line. 

A  further  innovation,  according 
to  S.  G.  Eichler,  Sales  Manager  of 
the  company,  is  the  newly  developed 


READYBUIIT 

Reg.  U.S.  Pot.  Off. 

Fireplaces 


Adds  beauty,  cheer  and  comfort  to  any 
home,  old  or  new. 

The  modern  fireplace  that  fulfills  all 
modern  day  requirements  —  used  with  gas 
or  electricity. 

Large  variety  of  attractive  models  in 
brick,  stone,  wood,  etc.,  available. 

Furnished  complete  —  ready  to  be  in- 
.talled  by  a  handy  man — shipped  anywhere. 

DEALERS,  BUILDERS  and  HOMEOWNERS 
•  write  for  catalog  and  full  information 

nieREADYBUILT  PRODUCTS  COMPANY 

I  1705  McHenry  St.,  Dept.  BS.  Bolto.  23,  Md.  I 


STAINLESS 

STEEL 

letter  drop  plates 


Your  troubles  are  over  when  you 
use  Stainless  Steel  Plates.  No  more 
metal  reaction.  Makes  door  sales 
easier.  Over  all  size  3"xl01^".  Open¬ 
ing  "xS".  Nickel  stainless  steel 
sets  come  individually  wrapped,  6 
to  the  carton,  include  front  plate 
w/gravity  flap,  inside  plate,  stain¬ 
less  steel  screws. 

Sample  $3.00 
Per  Dozen  $29.50 

ORDER  TODAY 

Geo.  Sylvan  Elec.  (orp. 

7558  So.  Chicago  Ave.,  Chicago,  III. 
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E-Z  Handling  5  and  10  panal  pack¬ 
ages.  Aside  from  assuring  the 
dealer  arrival  of  the  material  in 
good  condition,  the  maximum 
weight  of  125  lbs.  per  unit  facili¬ 
tates  easy  handling  in  warehouses 
and  stockrooms.  American  Window 
Glass  Co.,  Dept.  BS,  Wampum,  Pa. 
*  *  * 

Floor  Fixer  Ready  To  Use 
On  Problem  Areas 

Neo-Crete  Products,  Inc.  an¬ 
nounces  its  floor  fixer  as  the  answer 
to  flooring  problems  such  as  drive¬ 
ways,  cellar  playrooms,  porches, 
stair  treads,  etc. 


Neo-Crete  hardens  to  concrete 
finish  in  from  4  to  14  hours;  sticks 
to  concrete,  wood,  metal,  tile,  glass ; 
is  ready  to  use  —  no  mixing ;  will 
not  crumble  and  crack ;  is  resilient, 
skid-proof,  acid  resistant,  damp- 
proof,  and  dust-proof. 

The  manufacturer  suggests  that 
Neo-Crete  Primer  and  Neo-Crete 
filler  be  u.sed  in  conjunction  with 
the  floor  fixer  where  large  areas 
are  to  be  resurfaced,  or  where 
there  are  deep  holes. 

Neo-Crete  Products,  Inc.,  Dept. 
BS,  New  York,  N.  Y. 

*  *  * 

Fiberglass  Awning  Package 
For  Doors,  Windows 

A  new  fiberglass  awning  has 
been  introduced  by  the  National 
Aluminum  Products  Co.  of  Pitt.'^- 
burgh.  Named  Trans-O-Lite,  these 
low-cost  awnings  are  available  in  ! 
sizes  to  fit  most  doors  and  windows. 

The  Trans-O-Lite  Awning  pack¬ 
age  includes  aluminum  brackets 
(Continued  on  Page  134) 


/teeps  aluminum  like  NEW! 


keeps  new  aluminum  bright 
makes  old  aluminum  like  new 
leaves  protective  wax  finish 


Keep  aluminum  doors  and  windows 
bright  and  shiny  or  make  old  discolored  ones 
like  new.  PROTECTALUM  is  a  cleaner-polish 
made  especially  for  aluminum  that  gives 
a  weatherproof,  long-lasting  gleam  to  old 
or  new  aluminum.  Helps  dealers  make 
new  customers  and  keep  old  customers 
happy  while  adding  profits. 

•  made  specifically  for  aluminum 

•  sold  exclusively  by  aluminum  dealers 


CALI.  YOUR  NEAREST 
DISTRIBUTOR 

Refail  price  for  8  oz.  package 
SI. 00.  40%  discount  to  dealers 
on  case  lots  (24).  Also  available 
in  gallons  at  $2.75  net.  Sample 
on  request  on  your  letterheod. 


COMPLETE  aluminum  awning  line 

•  Folding  or  Fixed  Styles  ^ 


Deluxe  or  Standard  Models 


•  5  Day  Oelivary  •  Protacted  Tarrilory 
•  Quickly  A  ssambled  •  Easily  Mounted 

•  Amazingly  Low  Prices  •  Samples, 
Color  Chips,  Photos,  Mats,  Literature 

and  Advertising  Allowance 

RETURN  COUPON  TODAY  \ 


NELSON  INDUSTRIES 
1 15  East  Carson  St.,  Pittsburgh  19,  Pa. 

Please  send  me  complete  information.  I  am  a 
□  DEALER  □  DISTRIBUTOR 


Name.. 


Company. 

Address... 


&  Home  Improvement  Dealer 
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New  Products 

(Conti II ukI  from  Page  133) 

and  anjrle  bar.  enameled  aluminum 
flashing,  corrugated  fiberjrlass 
sheet,  screws  and  bolts,  Rawl  plups 
and  masonry  drill  bit.  The  dur¬ 
able  translucent  fiberglass  sheet  is 
fastened  to  the  reinforcinj?  anpie 
bar  and  flashing  at  the  factory.  The 
only  installation  tools  needed  are 
screwdriver  and  hammer. 


'Prans-O-Lile  Awnings  are  avail¬ 
able  in  four  attractive  colors  : 
white.  KJ'een,  yellow  and  coral. 
National  Aluminum  Products  ('o.. 
Dept.  HS,  703  Pressley  St.,  Pitts- 
bnrjrh  12.  Pa. 


Arlite  Develops  New 
KD  Combination 

“Simplicity"’  has  been  Arlite’s 
prime  concern  in  the  design  and 
development  of  their  new  “K.D.”. 
To  achieve  this  truly  simplified 
“K.D.”  and  .still  maintain  top 
quality  in  materials  and  engineer¬ 
ing  has  required  the  elimination 
of  many  models  not  quite  accepta¬ 
ble  to  factory  engineers.  The  re¬ 
sults  of  these  experiments  is  a 
“K.D.”  that  consists  of  insert 
a.s.sembly  only:  the  frames,  tracks, 
heads,  and  sills  come  ready  for  the 
installer.  A  .screw  driver  and  hand 
staker  are  all  that  the  “K.D.” 
operator  needs.  Insert  .sections 
come  with  corners  staked  in.  Glass 
inserts  retpiire  four  screws  each, 
all  necessary  holes  being  aligned 
i)y  the  factory.  An  inexjiensive 
hand  staker  is  u.sed  for  the  screen. 
I’here  is  absolutely  no  cutting  or 
fitting  required  in  “K.D.”  a.s.sembly. 

Arlite’s  quality  control  on  all 
pre-fabrication,  together  with  their 
rigid  engineering  production  stand¬ 


ards,  has  resulted  in  a  “K.D.” 
which  is  one  of  the  most  fool-proof 
.set-ups  on  the  market.  Every  pat¬ 
ented  feature  embodies  a  design 
which  is  really  welcome  in  the 
field.  Their  Long  Island  distribu¬ 
tor,  the  North  Shore  Sales  Co., 
Great  Neck,  Long  Island,  New 
York,  operated  by  John  Ryder  and 
James  Truley  report  definitely  that 
the  “Simplified  K.  D.”  has  been  a 
boon.  They  have  been  able  to  meet 
competition  by  offering  the  window 
at  a  competitive  price  and  are  able 
to  give  even  better  deliveries. 

Arlite  Indu.stries  officials  explain 
that  by  stocking  an  activity  of 
sizes  of  “K.D.”,  a  distributor  will 
be  able  to  complete  a  majority  of 
orders  without  cutting  or  ordering 
replacements. 

*  *  * 

June's  Plan  Is  For 
1^2  Car  Garage 

Strand’s  June  Garage  Plan  of 
the  Month  features  a  well-planned 


DEALERS! 

SAVE  MONEY! 


FIBER  GLASS 


PANELS 


LOW  FACTORY  PRICES 
IMMEDIATE  DELIVERY 
All  Colors  —  Crinkle  Finish 

BUY  DIRECT 
FROM  STOCK! 

33'/2''  X  12'  Ok  CUT  TO  SIZE  A 

2’j"  CORRUGATED  (CENTER  TO 
CENTER)  TO  BE  ROLLED  OR  FORMED 


NORTHEASTERN  METAL  PRODUCTS  (ORP. 

6921  Susquehanna  St.,  Piftsburgh  8  Pa  Emerson  1-2519 
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lV->  car  garage  with  hip  roof  and 
block  construction.  The  garage 
coincides  with  the  four-foot  modu¬ 
lar  system,  taking  advantage  of 
economical  construction  which 
avoids  extra  cutting  of  blocks  and 
wasted  materials. 


Free  reprints  of  this  Plan  of  the 
Month  sheet  include  rendering  of 
the  garage,  floor  plan  and  complete 
list  of  materials  required  for  con¬ 
struction.  Strand  Garage  Door 
Division,  of  Detroit  Steel  Products 
Company,  Dept.  BS,  3281  Griffin 
Street,  Detroit  11,  Michigan. 

*  1): 

Quick,  Strong  Scaiiolds 
With  "Jiffy  Joint" 

A  new  twist  to  make  things 
easier  for  everybody  from  the 
manufacturer  and  contractor  to 
the  dealer  has  been  introduced  by 
E.  Taranger  (Florida),  Inc. 

Called  the  “Jiffy  Joint,”  it  is  a 
cast-aluminum  fitting  that  instant¬ 
ly  locks  together  aluminum  tubing 
to  assemble  lightweight,  sturdy 
and  hand.some  frameworks  for 
almost  any  purpo.se  you  could 
imagine.  15  different  angles  and 
combinations  are  available. 

Already  in  wide  use  throughout 
Europe,  the  Jiffy  Joint  has  proved 
ideal  wherever  a  .solid  structural 
frame  needs  to  be  erected  in  a 
hurry,  Tarangei-  .says.  Storage 
racks  and  bins  may  be  as.sembled 
or  altered  in  a  fraction  of  the  time 
it  u.sed  to  take,  and  at  a  far  lower 
labor  cost.  Becau.se  of  the  perma¬ 
nently  bright  finish  of  aluminum, 
the  system  is  ideal  for  advertising 
and  display  .structures.  Its  .strength 
cannot  be  impaired  by  corrosion. 

Taranger  points  out  that  the 
design  of  the  Jiffy  Joint,  a  simple 
split  sleeve  tightened  by  a  key, 
enables  it  to  grip  the  tubing  with 
a  bulldog  hold.  Towering  .scaffolds 
{Continued  on  Page  136) 
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.Sell  our  Monograms  to  personalize  individual 
awnings  .  . .  sell  them  to  spell  out  company  names 
on  commercial  canopies  .  .  .  sell  them  for  distinc¬ 
tive  emblems  on  chimneys,  shutters,  gate  en¬ 
trances,  gables,  and  doors. 

Geisler  Monograms  are  16"  high,  cast  in  aluminum,  and 
designed  in  rich  simplicity  for  use  with  any  style  of 
awning.  They  are  easy  to  install  and  manufactured  to 
last  a  rustproof  lifetime. 

Most  important  to  you,  they  add  to  your  sales  pitch  that 
extra  something  which  can  convert  prospects  into  custo¬ 
mers.  Take  our  suggestion  and  see  for  yourself  the  effect 
that  personalizing  will  have  on  your  own  awning  sales. 

Prices;  Per  Monogram  Quantity 

DEALERS  S2.88  One  or  more 

DISTRIBLJTOKS  1.9^  SuKk  52  and  reorder  in 

assorted  lots  of  I  dozen 
AWNING  MFRS.;  (Contact  us  for  special  discounts  on  volume  pur¬ 
chases.  (Custom  molding  inquiries  invited. 

HOWARD  GEISLER  INDUSTRIES 

GALENA,  KANSAS 


(dies) 

% 

ALUMINUM  EXTRUSION  DIES 
for  all  types  and  sizes 

SATISFACTION  GUARANTEED 


Fo^/  Dvlr.'[‘iy  One  Wvck  ^ 


Box  283 


Phone:  Lcuisburg  681-1 
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Catalog  No.  1005 


North-east's  new,  improvett  KD  jalousie  is 
super-streamlined  . .  .  right  down  to  its  mod¬ 
ern  packaging.  Imagine  the  savings,  when 
yji^u  can  store  100  or  more  of  North-east's 
smartly  packaged  KD  units  in,  the  equivplent 
of,  the  averoge  small  lime's  closet.  (50  cu  ft  ) 

FOR  f6lL  information  AND 
FRE€  LITERATURE 

CALL  OR  \ 
WRITE  TODAY 


North-east 


Xj  METAL  PRODUCTS  CORP 
SAFEDGE  BUILDING,  DEPT,  H-4 
MERRICK,  L.  I.,  N,  Y.  FReeport  8-6 


New  Products 

(Cotitinued  jroni  Page  135) 

impossible  with  any  other  stock 
units  go  up  in  a  jiffy  with  Jiffy 
Joints  —  and  stay  up  for  years. 
Or,  with  a  quick  twist  of  the  key, 
and  with  the  tubing  easily  cut  to 
any  desired  length,  they  may  be 
reassembled  just  as  quickly. 

Taranger  imports  the  Jiffy  Joints 
from  Italy,  where  they  are  manu¬ 
factured  by  Feal,  of  Milan,  one  of 
Europe’s  leading  metals  fabrica¬ 
tors.  E.  Taranger,  Inc.,  1611  S.W. 
1st  Ave.,  Dept.  RS,  Fort  Lauder¬ 
dale,  Fla. 


REGULAR  TYPE 

Size  range: 

Flush  to 


One  size  for 
5/16"  to  7/16" 
frome  thicknesses 


New  Radiant  Heat  Panel 
Air  Conditioning  Unit 

Designed  to  keep  a  room  cool  as 
a  cucumber  or  warm  as  toast,  an 
air-conditioning  unit  with  a  glass 
radiant  heat  panel  is  being  intro¬ 
duced  by  the  Elect riglas  Corpora¬ 
tion. 

Bearing  the  trade  name  of  Elec- 
triglas  Twin  -  Features,  the  new 
dual-purpo.se  unit,  for  wall  mount¬ 
ing  or  window  insertion,  is  the  first 
of  its  kind  to  supply  radiant  heat. 
The  .source  is  a  two  .square  foot, 
15  -  pound,  electro  -  thermal  glass 
panel  covering  the  unit’s  face.  Pro¬ 
tected  by  a  decorative  grille,  the 
panel  attains  a  maximum  temper¬ 
ature  of  440  degrees  Fahrenheit 
w’ith  a  consumption  of  1,500  watts. 

Both  the  compres.sor  and  the 
panel,  operating  on  120  volts,  60- 
cycle  AC,  are  controlled  by  a  series 
of  three  .switches  and  a  thermostat 
mounted  on  one  side  of  the  unit. 
Switches  control  the  ventilating, 
air-conditioning  and  heating 
actions.  The  Thermo.stat,  govern¬ 
ing  both  heating  and  cooling. 

Decorated  in  a  hammered  silver 
finish,  the  unit  is  26  inches  wide, 
15  inches  high,  and  projects  into 
the  room  9' 2  inches. 

Among  the  many  u.ses  for  the 
unit  .seen  by  Leon  Appleman,  presi¬ 
dent  of  Electriglas,  is  installation 
in  a  room  added  to  a  house  or  in 
an  area  lacking  heating  facilities. 
He  pointed  out  that  extension  of 
an  already  installed  heating  system 


WITH  EXCLUSIVE  FINGER-GRIP! 


The  low-ce$t,  speedy  way  to  complete  your  screen 
installations.  CRIES  rust-proot,  corrosion-resistant 
Zinc  Alloy  Screen  Clips  are  available  in  all 
standard  sizes  and  finishes  ...  tit  all  frame 
thicknesses. 

ALL  SIZES  CARRIED  IN  STOCK 

j  Write  today  for  samples  and  prices. 


^  I  World's  Foremost  Producers  of 

Small  Die  Castings 

50  Second  St.,  New  Rochelle,  N.Y.  New  Rochelle  3-8600 


Immediate  delivery  on  standard 
Atlas  Rolled  Aluminum  Screen 
Frame  shown  above.  Price  in¬ 
formation  upon  request  Please 
state  quantities  and  lengths 
desired.  Send  today  for  free 
samples. 


In  any  material,  in  any  gauge, 
from  .005  to  .093  —  in  width, 
up  to  13  inches.  Complete  tool 
room  and  slitting  facilities. 


ENGINEERING  COMPANY  INC. 

5100  NORTHWEST  37th  AVENUE 
MIAMI,  FLORIDA 
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to  such  areas  not  only  is  expensive 
but  may  add  a  load  beyond  the 
system’s  designed  capacity. 

Mr.  Appleman  said  that  Electri- 
glas’  more  than  300  distributors 
and  dealers  in  this  and  other 
countries  would  concentrate  on 
sales  not  only  to  householders  but 
to  motels,  hotels,  sanitariums,  of¬ 
fice  buildings  and  related  markets. 
Electriglas  Corp.,  Dept.  BS,  Berg- 
enfield,  N.  J. 

*  *  * 


Film  Records  Construction 
Oi  Aluminum  Skyscraper 

America’s  first  aluminum  sky¬ 
scraper  —  the  spectacular  30-story 
Alcoa  Building  in  Pittsburgh  —  is 
the  subject  of  a  28  minute  motion 
picture  recently  completed  by 
Aluminum  Company  of  America. 
Title  of  the  color  film  is  “Alumi¬ 
num  on  the  Skyline.’’ 

A  documentary  picture  showing 
design  and  construction  of  Alcoa’s 
headquarters  office  building,  the  16 
mm.  .sound  movie  was  filmed  over 
a  three-year  period. 

Following  a  prologue  that  de¬ 
scribes  events  leading  up  to  the 
erection  of  Alcoa’s  aluminum  - 
sheathed  building,  the  motion  pic¬ 
ture  describes  the  design  and 
fabrication  of  the  building’s  6'xl2' 
aluminum  curtain  wall  panels, 
its  vertically  pivoted  reversible 
aluminum  windows,  the  unique 
radiant-heating  aluminum  ceiling, 
its  aluminum  plumbing,  aluminum 
wiring  and  the  many  thousands  of 
pounds  of  aluminum  hardware  and 
ornamental  trim  used  from  base¬ 
ment  to  penthou.se. 

In  the  final  ten  minutes,  the  film 
takes  the  viewer  on  a  tour  of  the 
completed  building,  including  the 
penthouse  boardroom  and  its  adja¬ 
cent  management  lounge,  executive 
offices,  corridors,  reception  foyers, 
elevators,  71 -.seat  theater,  a  one- 
piece  welded  aluminum  staircase 
between  the  29th  and  30th  floors, 
the  building’s  well-equipped  medi¬ 
cal  department,  its  dramatic  main 
lobby  and  engineering  facilities  in 
its  two  ba.sements. 

{Continued  on  Page  138) 


/tfOW-  Cornp/efe  ProfecT/on  aqa/nst 
wind  damage  fo  STORM  DOORS/ 


DOGR 

AND 


Here  is  the  last  word  in  storm 
door  protection— a  door  stop  and 
closer  designev'  and  engineered  to 
prevent  the  door  from  opening 
more  than  90°,  and  to  cushion 
the  stop  regardless  of  wind  or 
other  force. 

Cushion  DOOR  STOP  is  the  only 
stop  offering  all  these  features; 

1*No  noisy,  unsightly  hanging  chain. 
2*No  jerk  stop  when  door  blows  open. 
3*Twice  as  strong  as  ordinary  stops. 
4*Will  take  220  lbs.  static  load. 

5'When  wind  force  on  door  reaches 
220  lbs.,  load  on  hinges  is  only  8.8 
lbs.  (ins:ead  of  65  to  125  as  with 
other  stops). 


6'Closes  door  and  helps  effective  func¬ 
tioning  of  door  check. 

7-Over  1 5,000  installations  without  a 
failure.  Practically  eliminates  serv¬ 
ice  calls. 

Combinationt  of  PNfUMATIC  DOOR  CHECK  and  Cu$hioH  DOOR  STOP  AND  CLOSER  also  availabla 


Writm  for  compfofo  fnforniatian 


448  EAST  75TH  STREET 


KLEE  MANUFACTURING  CO  •  CHICAGO  19,  ILL. 


Combination  IVinctoids 

3  great  styles 

to  choose  from  , 


Model  A  •  .  .  3  CHANNEL 

Model  B  k . .  TRACKLESS  Guaranteed  by  ^ 

Model  t  . . .  ^DWOOD  FRAME.  vGo®*!  Hpusekeepi^ 

ALUMINUM  INSERT 


ALUMINUM  INSERT 


Some  Territories  Still  Available 


MANUFACTURED  &  DISTRIBUTED  BY 


EASTERN  STATES  STORM  WINDOW,  INC. 

1010  MEMORIAL  AVE.  .  WEST  SPRINGFIELD,  MASS.  •  TEL.  7-5394 
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Prolit  On 

Screen  Peplacentenl 
3enedtra  Pre-War— Post-War 

GBONMET  WICKET 
SCREENS  SCREENS 


WE  STOCK  ALL  STANDARD  SIZES 


SCREENS  FOR  COMMERCIAL  WINDOWS 
16  TO  60  MESH 


SPECIAL  SCREENS  MADE 
ANY  SIZE  OR  SHAPE 
IN  BRONZE  •  STEEL  •  ALUMINUM 

30  YBARS  of  KNOW  HOW 

MANUFACTURED  BY 

AIR-TEC  METAL  PRODUHS  CO. 

640  E.  7  MILE  RD..  DETROIT  3.  MICH. 


ALLIED 

\eu  Knfland's  l.eiulinic  Manufacturer 
of  a  full  rauKP  iff  (Jl  .41. IT) 

41.1.  41.1  MIM  M  (:OMHI\4Tl()\ 

STORM  and  SCREEN  WINDOWS 

(;n  f:s  )(n  proih  crs . . . 


MADE  IN  AND  FOR  THE 
Rugged  new  England 
MAR  K  E  T...SO  YOU  ^ 


KNOW  I  T'S 
ANYWHERE/ 


Built-in  lifetime  >priii)c  ten^-ion  —  proven 
in  liiin(lre(I>  of  tlioii>an(is  of  installation* 
sinee  194.j.  (riiaraiiteed  weather-tightness, 
rattle-proof,  non-hinding  inserts  —  and 
freedom  from  service  calls. 

COMING  NEXT  MONTH  ! 

ALI.IKDS  \f;B  DFVFKSFFIEI)  .SAI.r^.'S 
BDDSTF.Nf;  F»R<M.KAM.  A-lc  us  about  it! 


W  Write  for  unique  "KD"  Plan 

ALLIED  METALS,  INC. 


14  Hamilton  Street 
New  London,  Conn 
Tel.;  3-1819 


New  Products 

(Continued  from  Page  137) 

Primarily  de-signed  for  architec¬ 
tural  and  building  groups,  the  film 
is  al.so  of  general  interest  to  busi¬ 
ness,  civic  and  educational  groups. 
Alcoa’s  Motion  Picture  Depart¬ 
ment,  722  Alcoa  Building,  Dept. 

I  BS,  Pittsburgh  19,  Pennsylvania. 

)»;  3*: 

Weather  Data 
For  House  Designers 

A  series  of  six  reports  designed 
to  help  architects,  engineers,  and 
housing  consultants  use  available 
weather  data  in  the  planning  of 
more  comfortable,  convenient  and 
economical  structures  is  pre.sented 
in  “Application  of  Climatic  Data 
to  House  Design,”  which  has  just 
been  issued  by  the  Housing  and 
Home  Finance  Agency.  The  152- 
page  volume,  which  is  illustrated 
with  photographs,  charts,  and 
tables,  is  available  for  purcha.se 
for  75  cents  from  the  Superintend¬ 
ent  of  Documents,  Dept.  BS,  U.S. 
Government  Printing  Ofiice,  Wash¬ 
ington  25,  D.  C. 

The  reports  are:  “Man  as  a 
Physiological  Measure  in  Archi¬ 
tecture,”  “Regional  Climate  Inter¬ 
pretation,”  “Calculation  of  Shad-  i 
ing  Devices,”  “Radiation  on 
Various  Surface.s,”  “Effect  of 
Radiation  on  Orientation  and  Site 
Selection,”  and  “Solar  Radiation 
and  Heat  Transmission  in  Dwell¬ 
ings.”  Al.so  included  in  the  publi¬ 
cation  are  a  summary  and  sugge.s- 
tions  for  future  re.search. 

Research  for  the  reports  was 
undertaken  by  the  Ma.ssachu.setts 
Institute  of  Technology  under  con¬ 
tract  with  the  HHFA. 

*  *  * 

Aluminum  Wood- 
Grain  Shingles 

A  new  exterior  siding  material 
was  introduced  recently  by  the 
Badgley  Corporation,  known  as 
Aluma-Shake.  This  product,  which 
is  manufactured  in  48-inch  one 
piece  panels  has  an  aluminum  face  ; 
which  is  stamped  to  achieve  the  i 
appearance  of  a  wood-grained  ; 


STAIMLCS* 

M  -4 


»U  TTM* 

STAIMUSS 


3^  .  —4 

WRITT/ 

WIRL  0^  PHONL 
fOR  tOUR  CMW06 


‘f(0l 


Our  Specialty: 

SHEET  METAL 
(18-8  and  410-hardened 
AND  WOOD  SCREWS 

Star  Stainless  Screws  Have 
CLEAN,  BRIGHT  AND-SHINY  HEADS 


STAINLESS  SCREW  CO. 

ARmory  4-1240 


242  Union  Avenue  • 
Direct  NEW  YORK  Tcl 


Poterson  2,  N.  J. 
:  Wisconsin  7-9041 


HEATHER  STOHE 


The  Original  Pre-Cosf  Stone  Tile! 

Exclusive  franchises  available  for 
this  big-volume,  high-profit  item. 
Easy  to  sell  because  it  beautifies 
the  home  . . .  protects  and  insulates 
. . .  saves  money  on  fuel  and  main¬ 
tenance.  Easy  to  install  ...  no 
servicing ! 

WRITE,  WIRE 
OR  PHONE 
FOR  COMPLETE 
INFORMATION 


Special! 

Plant  Franchises 
available  in  Mid- 
West  and  Far 
West! 


NATIONAL  HEATHER  STONE,  Inc. 

Dept.  BS-6  2105  E.  Gillingliam  St. 
Philo.  24,  Po. 

Diloworw  6>5900 
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shingle  and  then  covered  with  a 
range  of  baked-on  popular  colors. 

Its  application  to  new  homes, 
modernizing  old  homes,  farms  and 
industrial  buildings  are  particu¬ 
larly  noteworthy  in  that  the  instal¬ 
lation  time  required  is  one-third 
that  of  other  siding  products. 

Technically,  the  material  is  non- 
breakable,  weather  and  water 
proof,  fire  retardant,  ru.st  proof 
and  rot  and  vermin  proof.  The 
insulating  qualities  are  exception¬ 
ally  high  in  that  the  material  is 
produced  with  a  5  16  inch  insulite 
backing  board.  In  addition,  since 
no  separate  undercour.se  is  re¬ 
quired,  it  is  relatively  simple  to 
install. 

Some  other  features  of  Aluma- 
shake  are  the  .straight-line  inter¬ 
locking  top  which  eliminates  all 
plumb  lines  e.xcept  at  the  very  fir.st 
course,  .so  no  face  nails  show,  and 
it  provides  a  deep  shadow-line 
at  butt  end  for  extra  architectural 
beauty. 

According  to  Robert  Morard. 
Vice-President  of  the  Badgley  Cor¬ 
poration,  distribution  will  begin 
immediately  to  key  cities  across 
the  country.  Bedgley  Corp.,  Dept. 
BS,  Rockville  Centre,  L.  I. 

=fc  sK  * 

Catalog  Issued  On 
Builders'  Hardware 

Ready  for  immediate  distribu¬ 
tion  are  12  new  catalog  pages  just 
issued  by  Baldwin  Manufacturing 
Corporation.  For  addition  to  the 
general  line  catalog,  the  new  pages 
cover  colonial  design  hardware, 
chain  door  fasteners,  door  pulls, 
push  and  pull  plates,  name  plates,  1 
extruded  thresholds,  door  caps  and 
edges,  push  and  pull  bars  and 
extended  pull  bars. 

The  new  sheets  give  complete  ; 
listings  of  the  many  sizes  and  ! 
materials  in  which  the  items  are 
available,  specifications,  weights, 
packaging.  Federal  Specifications, 
finishes  and  complete  directions 
for  ordering. 

Baldwin  Mfg.  Corp.,  Dept.  BS, 
1280  Central  Ave.,  Hillside,  N.  J. 
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CLASSIFIED  ADVERTISING 

<  Under  this  heading  classiiied  advertisements  are  accepted  at  the  uniform  rate  of  25  cents  a 
word  but  no  advertisement  token  for  less  than  20  words  with  a  minimum  charge  of  $5.00; 
3  months  at  20c  per  word  per  insertion.  Chock  or  Money  Order  must  accompony  copy  ol 
Classified  Ad.  Advertisements  soliciting  dealers  or  distributors  or  new  products  for  sale,  not 
accepted  in  classiiied  section.  Address  all  communicatioiu  to  Classiiied  Department.  BUILDING 
SPECIALTIES.  425  Fourth  Avenue,  New  York  16,  N.  Y. 


HELP  WANTED 


TKKKITOKIKS  .\\ .\  1 1.A BI.K  FOR  several  rep 
reseiHatives  tii  haiwile  complete  line  of  newest  styled 
woven  wish!  Bam  Fold  foIdiiiK  d<Hirs,  room  dividers, 
drajieries,  shatles,  etc.  Sell  to  Building  Specialty 
dealers,  lumlier  yards,  department  stores,  drapery 
shops.  Lilx'ral  commission.  Reply  Itox  474,  Bl  ILD- 
INC  .SBFX'l.M.Tl  KS  &  Home  Improvement  Dealer, 
4.’5  F’ourth  Avenue,  New  York  In,  X.  Y. 


.M1I)WF:S1  KRN  DISTRIlT  .M.\.\A(;f;R  for 
j  Fii^istern  plastic  spline  manulaetiirei .  I'nusual,  long 
!  range  opportunity.  Bo.x  470,  Bl  11. 1)1  N’t,  Si’F.- 
ri.Vl.TlKS  &  Home  Improvement  Dealer,  425 
Fourth  .\venne.  .N'ew  N'ork  Iti.  X.  Y. 

F;.\C'F:i,l.F:.\T  Ol’I’ORir.Xl TN'  for  aggressive 
yonng  man  with  some  industry  experieiiee.  Operate 
iatt  of  I’ittsljiirgh  for  representative  of  htiilders’ 
i  harilware  tirnis  selling  to  alttniinuni  <loor  nianufac- 
I  turers,  wholesale  hardware  johliers.  and  contract 
hardware  accounts.  To  cover  Western  Pennsyl¬ 
vania  and  West  \'irgmia.  Box  471.  Bl  II.DINti 
S  I’Fl  T  .\  I -1' I  KS  .V  Home  I  miirovenient  Dealer, 
425  Fimrth  .\venue.  New  N’ork  In,  X. 

RKl'RKSKXT.X Tl\  KS  W.VXTKD  :  I’RKSKNT 
l.^'  calling  on  home  imiirovemeir,  dealers  to  sell 
low  priced  aluminum  comhiiiatioii  window  com 
'  pleted  or  K.D.  as  side  lin..  Kxcelleiit  commission 
I  arrangement.  Box  472.  B  I' I  l,l ) I  .\ <  I  SI’F.l'l.M. 

TIK.S  &  Home  Improvement  Dealer.  425  F'ourth 
I  .\venue.  .New  N’ork  Iti,  X.  ^  . 

I’RI.MK  .\W\l.\tl  .\ND  horizontal  sliding  win¬ 
dows  of  top  nuality.  competitively  priced  also 
’  install-it-yotirsell  comldnation  storm  sash  at  lowest 
!  priees,  lineal.  KD  or  assemhled  matle  by  l7-year- 
;  <dd  firm  wi.h  two  extrusion  plants.  Want  repre- 
'  sentatives  many  territorii-s.  prislucers  not  promisers, 

'  strictly  commission.  Box  47.1,  Bl’ll.Dl.NlI  SI’FT 
t'l.M.TIKS  X  Home  lmpro\>nient  Dealer.  425 
I  F'ourth  .Xvetiue.  -New  X'ork  1(>.  .\.  X'. 


FOl’R  S.Xl.F.S  RFH’RF^SK.NT.\T1\'FIS  wanteil  to  i 
service  and  establish  accounts  for  Se.'ison-all  alumi¬ 
num  storm  windows  ,iml  doors.  Reiiuire  men  to 
cover  .New  F.ngland,  states  of  Ohio.  .Northern  .New 
York.  Soutluasterii  I’ennsylvania,  and  .Maryland. 
Men  must  reside  centrally  in  area.  Write  giving 
refere-nces,  full  details  in  first  letter,  i.etters  held 
in  confiiience.  Kxcelleiit  opportunity  for  right  man. 
.Ncason  ail  .stales  Corp.  7027  .\pple  .\vniuc.  Pitts¬ 
burgh  (>,  I’a. 


SK\  KRAI.  RKPRKSEXTATI VKS  WANTED  to 
handle  'easy-to-seH”  jiopular  F'llx’r  Class  I’anels. 
fiat  and  corrugated.  Contact  building  si>ecialty  deal 
ers,  htmlH’r  yards  and  glass  dealers.  I.ilx'ral  com 
missions.  Write  fully  Box  475,  BL’ll.DI.Ni;  SPK 
Cl.M.TIFlS  X  Home  Improvement  Dealer,  425 
F'ourth  .Avenue.  New  X'ork  16,  X.  X'. 


S.M.ES  REPRESENTATIVE:  MA.NUFAC 
TCRER  of  quality  caulking  compound  catering  to 
siding  and  storm  window  manufacturers,  requires 
services  of  alert  representative.  Our  product  is  the 
leader  in  the  field,  tlivc  references  and  present  con¬ 
nections.  .All  replies  treated  in  strict  confiiience. 
Box  461,  Bl  lLDIXi;  .SPECIALTIES  &  Home  Im¬ 
provement  Dealer,  425  Fourth  .Avenue,  .New  York 
16,  .N  Y.  7-54 


SALES  REPRESENTATIVE  OR  sales  manager 
willing  to  relocate  if  necessary,  ex(ierience<l  in  the 
combination  wimlow  business,  with  a  good  earnings 
record.  Compensation  will  lie  negotiable  subject  to 
the  man.  1  he  opiMirtunities  and  limitations  also 
subject  to  energy  and  sales  skill  of  the  man  selected. 
W'rite  letter  listing  exiierience  and  acceptable  com. 
pensation  plan.  Box  462,  Bl’lLDIXO  SPFX'LAL- 
TIFiS  X-  Home  Improvement  Dealer,  425  F'ourth 
.Avenue,  New  X’ork  16,  X.  X'. 


SALESMAN  WANTED:  ESTABLISHED  east 
em  manufacturer  of  -Aluniinum  prime  windows  and 
other  aluminum  prialucts  offers  tremendous  oppor¬ 
tunity  to  the  right  man.  Commission  liasis  XA’rite 
fully  Box  463.  Bl'ILDlN’C  SPECIALTIES  & 
Home  Improvement  IValer.  425  F'ourth  Avenue, 
New  X'ork  16.  N,  X'. 


ATTENTIO.N  DESICN  E.NTilXEER  with  storm 
window  exiierience.  Reputable,  well  financed  com¬ 
pany  will  pay  top  salary  for  right  man.  Write  giv- 
j  ing  complete  details  in  first  letter.  All  inquiriei 
I  hehl  in  strictest  confidence.  Box  468,  BUILDING 
.SPFX'IAI.TIFIS  X-  Home  Improvement  Dealer,  425 
F'ourth  .-Avenue.  New  X'ork  16.  N.  X'. 


SITUATIONS  WANTED 


ADVERTISING  .MANAGER  EARLY  30’s,  pres 
ently  associated  with  Home  Improvement  .Manu¬ 
facturer.  seeks  iHisition  with  progressive  concern 
i  in  .Xletropolitan  area.  Aggressive,  with  top  creative 
ability  and  diversified  advertising  background.  Can 
set  up  advertising  department,  its  policies  and  fol¬ 
low  through  with  a  well  integrated  advertising  and 
sales  promotion  program  on  Jobtier  and  Consumer 
levels.  F'xcellent  references.  Box  464,  BUILDING 
SPF.l  I.AI.TIFLS  X  Home  Improvement  Dealer,  425 
Fourth  .Avenue.  New  X'ork  l6.  N.  Y. 

ADVERTISING  AND  .XI ERCH A.NDLSI.NG  ex 
ecutive:  Flnergetic,  creative  advertising  contact 
executive  seeks  to  relocate  with  manufacturer  or 
agency.  FLxcellent  background  includes  2  years  of 
merchandising  and  selling  building  products.  26. 
a  live  wire,  will  locate  anywhere.  Require  approxi¬ 
mately  $6500.  I'nusual  references.  Write  today. 
Box  459,  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  F'ourth  .Avenue,  New 
X'ork  16,  .N.  X'. 


MISCELLANEOUS 


XX'F^  .ARFl  I.N  the  .XIarket  for  a  distributorship  and 
dealership  for  a  quality  tension  screen,  complete 
screens  or  head  and  sill  parts  only.  Box  465, 
BUILDING  SPF.t '  l.-AL  r  I  F\S  X  Home  Improvement 
Dealer,  425  F'ourth  .Areiiiie,  New  X'ork  16,  N.  Y. 

XVELI.  ESTABLISHED  (O.MPANY  with  exten¬ 
sive  dealer  cimtacts  wanl»  a  lineal  set  up  on  a  low 
cost,  simple  'iperating  three  channel  storm  window 
for  the  New  F'ngland  area.  Box  466,  BUILDING 
.SPFX'I.AI.TIF^S  X  Home  Imiirovement  Dealer,  425 
Fourth  .Avenue,  N'ew  X'ork  16.  .N,  X'. 

PRI.ME  WIN'DOXV  MANUFACTURER  wishes 
to  combine  with  stoim  window  manufacturer  in 
sales  caiiacity,  to  round  out  line.  Complete  manu¬ 
facturing  facilities  for  storm  windows  ami  doorf. 
Must  Ik-  salesman.  XX'rite  fully.  Box  467,  BUILD¬ 
ING  SPFT'LALTI  F'S  X  Home  Improvement  Dealer, 
425  F'ourth  .Avenue,  .New  X'ork  16,  N.  Y. 

RFINT  OR  SAI.Fi  Sacrifice.  10,000-100.000  sq.  ft. 
floor  space  as  single  unit  or  will  divide — industrial 
zone,  21st  ward  Phila.,  Pa  Off  street  driveways, 
insulated  rooms  available,  high  ceilings— unlimited 
floor  loads,  immediate  possession  favorable  terms. 
L.B..A.  Co.,  Room  1200,  II  W.  42nd  St.,  .New 
X’ork,  .N.  Y.  1.0-4  6370. 

WELL  ESTABLISHED  CO.XIPANY  will  invest 
substantial  amount  in  fibre  glass  distributorship  or 
partnership  in  this  line.  Reply  Box  452,  BUILDING 
SPECIALTIFIS  X  Home  Improvement  Dealer,  425 
F'ourth  Ave.,  New  X'ork  16,  N.  Y. 

.MANUFACTURER  XVILl.  SELL  outright  at 
reasonable  price  all  dies  necessarv  and  table  machin¬ 
ery  to  fabricate  an  overlap,  lieautiful  Triple  Track 
Window  that  will  cost  you  $8.00,  excluding  labor, 
when  you  assemble  it.  Complete.  Also  will  help  you 
get  the  lineal  necessary  for  this  operation.  Write 
or  XX'ire  immediately.  Box  455,  BUILDING  SPE- 
CI.-ALTIES  X  Home  Improvement  Dealer,  425 
F'ourth  Are.,  New  X'ork  16.  N.  X'. 
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JUNE  1954  BUILDING  SPEQALTIES 


. . .  ROlUFORMED  olumifium? 

Oniy  rotted  aiuminom  offers  the 
strength^  resitieixe#  ftexibiltty,  ond 
tightness  thot  t$  so  necessary  for  the 
protecting  outer  skin  of  oil  airptones. 
This  rolled  outer  skin  must  resist  hoil, 
sleet,  snow,  ice,  moisture,  sudden 
temperature  chonges,ond  the  stresses 
of  excessive  wind  resistoncel 

A  storm  window  must  for  the  most 
port  resist  these  Same  elements!  What 
better  proof  is  needed  to  show  thot 
ROUED-FORMED  oluminum  is  best  for 
oluminum  windows. 


/4tt€UH  lit  iffUA 

tAe^  tieiied^-fonimed  finadtccU 

STOilM  SASH  PRI/MS  WINDOWS 

V*S«ol  VeneKon 
V'Secfl  Ranch 

SCREENS 
Stanciord,  Cfomntet 
Wicket 


V-Seol  Deluxe 
V-Seol  Steelmastef 
V-Seal  Triple 

V.Seal  Side  Slide  ^ 

Combination  Ba&ement  So$h 


All  V-Seal  products  are  airailable  "K.O."  Each 
Nvlndow  Individuolly  pocked  for  eo$y  etorage 
ond  ossembly—another  "V-SEAt  FIRST"! 


We  ROU-'FORM  (ection*  to  your  specificationi. 


* Americdi  vnoit  progressive  aluminum  window 
manufacturer** 


You  don’t  need  a  Ph.D. 
to  manufacture  ASTER  I 


ii 


SMALL  investment 

MINIMUM  floor  space 

LOW  inventory 

LOW  overhead 

SUNMASTER  HELPS 
YOU  SELL-WITH  THE 
BIGGEST 
MERCHANDISING 
PACKAGE  IN  THE 
INDUSTRY ! 


3 


Bending  pans.  Turn  the  dial. 


and  presto— you  get  the  louver 


angle  you  want!  The  Sun 


master  pre-fab  plan  means 


that  you  can  tackle  any  job  — 
problem  installations  become 
child’s  play! 


,,,and  SUNMASTER  profits  come  easy! 


1 


4 


order  is  a  cinch  with  this 
mitering  set-up.  The  Sunmas- 
ter  pre-fab  plan  is  the  only 
deal  yet  that  gives  you  custom 
installations  with  assembly 
line  speed ! 


Basic  shop  layout.  Sunniaster 
technicians  help  you  set  up 
shop  — show  you  how  to  put 
your  awning  production  on  a 
“flow-line”  basis  — how  to  use 
your  Sunmaster  “miracle 
tools.” 


2 


Cutting  pans  and  louvers.  A 
simple  operation  with  a  special 
press  that  prepares  both  ends 
of  a  pan  at  once.  You  can 
make  any  kind  of  awning  or 
patio  with  only  three  Sun¬ 
master  components! 


i '  •  '  1 

i 

I- 

1  ; 

'  • 

1' 

1 

1 

pinlok  and  speed-nut  assembly 
means  less  labor  overhead, 
more  volume,  faster  deliveries ! 
And  with  the  Sunmaster  pre¬ 
fab  plan  you  run  your  own 
business  — control  your  own 
deliveries ! 


Over  50  Sunmaster  franchises  have  been  granted  in  the  past  3  months  !  Write, 
wire  or  phone  for  the  Sunmaster  Pre-fab  plan  ISOW 

MASTER  Aluminum  Awning  Co.,  Haskell,  N.  J.  Terhune  5-1820 


